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NATIONAL VOICE TRADE 


THERE IS 
SALES VALUE IN 
THIS TRADE MARK 


HERE’S WHAT IT MEANS TO YOU, MR. RETAILER 
1. An assurance of a top quality founda- 
tion in your shoes 


2. An assurance against substitution 


AND FOR YOU, MR. MANUFACTURER 
1. An insole that works well, that makes 
your shoes feel good and wear well 


2. An acceptance by retailers who have 
known Darex for 20 years in millions 
of pairs of shoes 


AND FOR US 


The continuous obligation to keep our 
product worthy of its name 


DAREX We” INSOLES 


T. M. REG. U.S. PAT. OFF. 


DEWEY ano ALMY CHEMICAL COMPANY 


CAMBRIDGE 40, MASS. » MONTREAL 32, CANADA 















; Color, Beauty 
and Durability have proven 


magnetic appeals to the 





sophisticated creators, build- 
ers and wearers of America’s 
smartest and finest shoes 


for women. 














OA Pumf 


#594 Blue by HAMILTON SHOE CO. 
St. Louis, Mo. 


Closed pump in polished calf 
with dainty cut-out flowers for feminine 
finesse . . . Available in 
17/8, 21/8 and 24/8 heels, and in a 
variety of colors in all-over 
calf pumps with mulkti- 


color flower petals. 














‘E. HUBSCHMAN &.SONS, INC. 


PHILADELPHIA, PENNSYLVANIA 
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TRADE MARK REG. U.S. Pgs OFF. 





PATENT LEATHER 

5 ; MARY JANE STRAP 
j . 1530 — 8% to 12 AA to E 
1530 — 12% to 3 AAto€E 


NEVER A COMPROMISE 
WHEN IT COMES TO QUALITY 
: IS WHAT MAKES KALI-STEN-IKS — 
Cg eee FOR CHILDREN, MISSES AND SENIOR. MISSES — 
, A CAPITAL ASSET IN ANY STORE. 
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For Men 


Who want to take 

advantage of an 

opportunity while 
it is knocking 


loudest. 


a profitable Health Spt ae 


shoe store in your immediate future! 








The Health Spot Shoe C : 
ea Spo oe Company Write Us! There is a continuous HEALTH SPOT 








seeks Men who know ssnaiiuie need for men to man Health Spot Shoe SHOE COMPANY 
to own and operate a successful shoe — 4 Pg hg ge : 

. ! Se a part o tite us to explain the OCONOMOWOC 
business featuring America’s most com- Health Spot Plan and how it can ay WISCONSIN 
plete line of corrective shoes for men, your future secure. 

——b 





women and children. The Health Spot 
Plan is a stable, profitable business, not The Health Spot Orthopedic Institute trains qualified shoe fitters to suc- 
subject to fad, fashion, or seasonal cessfully merchandise Health Spot Shoes. This training is available without 
markdowns. As a Health Spot retailer,  ‘barse- Write for Details. : 


you have the benefit of experienced 
counsel on bookkeeping, expense con- 
trol, inventory control . . . following 
proved methods of successful shoe 
store management. You have your own 
business, yet yours is an integral part 
of a nationwide merchandising pro- 
gram geared to the needs of 7 out of 
10 who need foot comfort. You are 
backed by the facilities of 3 coordi- 
nated shoe factories and the established 
reputation of 25 years. How does this 
compare with your present set-up? 


Z na aa fa 
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Emphatic endorsement of the dressy 
white shoe comes from all authoritative 
sources of resort wear. FOOTWEAR NEWS 
(Women’s Wear) sums up in ‘Fashion’s 
Significant to Footwear’—“‘The all-white 
shoe is scheduled for greater success 
than it has enjoyed in many seasons.” 





Smart women want the same quality; 
good fit; the same satisfactory wear from 
white shoes that they get in black and 
colors. Retailers should educate customers 
not to ‘trade-down’ when buying whites. 
Back-up constructive selling with shoes 
made of the best white leathers— 


“THE WHITEST WHITES.” 





G. LEVOR & CO., INC. Gloversville, N.Y. 











..to help you . 


keep sized-up for the 


4 to 5 time steady 





furnover 





% re Genuine Goodyear Welts—Soft, Smooth, 
'& Unlined with outside counter pocket... 


The nearest fit to barefoot fit... 

to help young feet grow and 

develop normally and naturally 
from cradle to college. 


so egy Maven UE cazy-BOMES 


* De Luxe 


* Cradlesteppers 


Selling nationally at a fair price and a 
full mark-up in leading shoe stores 
and departments . . . 





* 
“-\z% A complete line of clean, 
eS 7 . Z fy a 
eee _©  better-built shoes that moves 
| “7 on a smooth, money-making 
ee ee rd schedule for everyone concerned, 
in your area, we will have our 
salesman show you the fitting and é from factory to fitting stool. 
merchandising advantages 
of Lazy- Bones. 


L&ZY-BINES 


A DIVISION OF 


ee  |HESUVENILE SHOE CORPORATION 
: Tenth Floor—Shell Building —1221 Locust Street — St. Lovis 3, Missobri 


Cradlesteppers 


De Luxe 
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@ Webster defines style as: “The 
quality which gives distinctive 
character and excellence 

to artistic expressions.” And 
Walk-Over agrees. 


The Walk-Over qualities... 
supreme comfort, precision 

fit and longer wear... lend the 
distinction and excellence that 
make Walk-Over styles more than 
just “stylish.” 

Walk-Over prices from $12.95 


75 years of fine 
shoe craftsmanship 
1874-1949 
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with YOUTHFUL Styling 
"ee . at TODA Y’S popular 








leben. 





Style 294 

Brown Woven Em- 
bossed and Ventilated 
Ox, Leather Sole, Rub- 
ber Heel. 


Style 232 

Wine Blucher, Oxford, 
Foncy Welt Tip and 
Foxing, Brass Eyelets, 
Neolite Sole, Heavy 
Rubber Full Midsole, 
Plytex Heel. 












27 Selling shoes In-Stock . . . . styled in coopera- 
tion with a number of the smartest set and largest 
retailers from all sections of the Country. 


Our representative will gladly show you the BY JOHN E.LUCEY 


complete line — or we will be pleased to 
send you our Spring 1949 In-Stock Catalog. 


JOHN E. Lucey io. INC., BRIDGEWATER 10, MASSACHUSETTS 
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The SERENE 
No. 11070—Black Satin Mat 
Kid, Patent Trim, Extra Eye- 
let for Fine Fitting, Extended 
Arch Rest insole, Pedic 5 
Last, 15/8 Patent Cuban 
Heel $7.50 
No. 31070—Same as No 11070 
in All Over Brown Kid. $7.65 
No. t ~ meneintee 



















GYPSIES NOW. 





The FALL 

No. 32194—Hubschman Mink 
Brown Calf, Extra Eyelet for 
Fine Fitting, Extended Arch 
Rest Insole, 9 Last, 14/8 
Spectro Square Leather 
| ee a 
No. 12194—Same as No. 32194 
in = Finish Charcoal 
Black Smale indecent GD 
IN STOCK NOW! 










nexcelle 
: and an amazing rand® 


a a 


of fitting co” R 
ny srook NOW FO 


MEDIATE DELIVERY- 


NG DREW 
THE IRV! os 



















The FLARE 
No. 102 — Black Kid Gypsy, Extra 
Eyelet for Fine Fitting, Long Inside 
Counter, Kushion-Fiex Insole, Pedic 2 


A MISSING SIZE Last, Right and Left Heels — 12/8 


Inside and 11/8 Outside, Leather 


IS A MISSING SALE Heel, Rubber Toplift. A KUSHION. 






IN STOCK NOW! 
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Neve, 


NEVER, 


NEVER 


such 


COMFORT 


as in this sensational white 
washable Elk 


LIFE GUARD 
ARCH SUPPORT 


Soft, pliable... offering undreamed-of comfort for all women who are on 
their feet many hours of the day: nurses, teachers, office girls 


in professional employment. 


LIFE GUARD 


“So ek -CUSHNIO NED” 


Offered at a challenging price—contact 
us direct or one of our salesmen 


Good Housekeeping 
ia Wo, Ry 


A\ 
<45 apvernisen THttS 





Sales Representatives: 


BEN SAMELSON, 1202 Heas Bidg. JOHN H. BOYLE, Merchandise Mart, 
Les Angeles, Calif. 21 West Main St., Oklahoma City, Okic. 


Texas, Oklahoma, Arkansas, 


Life-Guard Shoes in Stock: 
DIA-TRED SHOE CO. 


California, Washington, Oregon 


B. R. BOYLE, 900 6th Ave. 
Red Oak, lowa 
Iowa, Kansas, Nebraska, Utah, 
Wyoming 
PHILIP STERN, 4239 College Ave. 
Indianapolis ind. 





Indiana, Illinois 


New Mexico 
CHAS. STERNBERG, 119 Mills St. 
Rochester, N. Y. 
Western Pa., Western N. Y. 
AL. A. EPSTEIN, Box 217, Austell, Ga. 


Georgia, Florida, South Carolina 


Louisiana, North Carolina, Alabama, 


Tennessee 





139 Duane St. 

New York City. N. Y. 
for New England States 
Pennsylvania, New York 

Maryland 
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T pe 
hey are yours to sell with profit, and in volume too. jthy 
Beauty of Haiti Sandals, the world’s most colorful footwear! , ? 
Haitian made of native Sisal, exquisitely embroidered by 
hand, they are made over Americdn lasts for American feet 

in true size and true half size ranges, widths AA — B. 

ZIG-ZAG STITCHED FOR LONGER WEAR. Beauty of Haiti 

Sandals are the Value shoes for which your mother ‘and an “ 

daughter customers have been waiting. Also made with * nantes in matching colors and 
LEATHERLYKE SOLES. patterns for accessory promotion. 


TROPICAL CRAFT ©ORPORATION 


GENERAL OFFICES 81 COURT STREET, BROOKLYN 
LEWIS L. ENOW, U. S. REPRESENTATIVE, 45 WEST 34 STS NEW YORK, N. Y. 


‘ jal es 
ipcii-th © Pn 
gee fi 4 
Fe 


is 


. 
2 


; 
‘ 
; 





GERBERICHS 


AMERICA’S MOST POPULAR LINE OF BOYS’ SHOES 


A FAMOUS NAME BUILT BY 
GERBERICHS QUALITY 
AND THE CHARACTER OF THE 
DEALERS WHO SELL IT 


WITH GERBERICHS 
YOU SELL ALL 


YOUTHS 12'/2-3 ¢ BOYS 1-6 
BIG BOYS 61/2-11 








VUL-CORK SOLES 


Protection against slipping 
. .. for climbing and work- 
ing on farm equipment and 
other surfaces .. . light yet 
strong . . . comfortable pro- 
tection throughout long 


—= 
VUL-CORK SOLES —- 


Waterproof ... Acid resist- 
ant . . . insulating against 
heat and cold . . . thick re- 
silient protection on rough 
ground, mud and slime. 


VUL-CORK SOLES 
For surefooted slip resistance 
plus rugged light-on-the-foot 
protection against brush and 
stubble. 


} . .. For years the manufacturer 
VUL-CORK SOLES : VUL-CORK SOLES of the Nation’s outstanding quality 
ena } : sole for every kind of work shoe. 

For safety when climbing on For sure-footed protection on CuliGesk. hint Guam 2 
roofs, trees, and barn lofts. j slippery surfaces. en pat —— 
> ? provides resilient fit plus light- 
weight flexibility . . . surefooted- 
ness against slips and falls . . . so 
light they float .. . insulation 


SO LIGHT THEY FLOAT — YET TOUGH FOR MILES MORE WEAR cmt tans sah ahd. . ; obtain 


She Cambridge RUBBER COMPANY 


VUL-CORK SOLE DIVISION TANEYTOWN, MARYLAND 
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Ball-Band 


Announces its New and 


Complete Line of 
Rubber and Woolen 


Footwear for 1949 


for every foot of the Family 


~every step of the way / 


Ball-Band 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
Mishawaka, Indiana 








How Cushion Cork 


gives shoes 





more resilience 


Here are two of the ways leading manu- 
facturers use Armstrong’s Cushion Cork® 
to add extra resilience to their shoes. 





Cushion Cork itself contributes directly in the Crik-etts shoe shown above, the platform of Cushion 

i Cork, a quarter-inch thick, extends the full length of the shoe 
to foot comfort. In addition, it gives between insole and outsole. Heel and ball alike are cushioned 
manufacturers freedom to develop their against the jar of every step to combine all-day comfort with style. 


own individual construction methods— 
as shown at the right. 

Cushion Cork is made by a patented 
process that combines springy cork par- 
ticles with a sponged binder. Underfoot 
it flexes easily, absorbs shocks and jars— 
gives the effect of walking on soft earth. 
Thousands of tiny pores in Cushion Cork 
contract and expand with every step to 
encourage circulation of air around the 
foot. Cushion Cork also insulates the 
foot against heat and cold. 

Your customers will enjoy the unusual 
resilience and comfort of shoes built with 
Armstrong’s Cushion Cork. You prob- 
ably carry lines that give you this added 
sales feature. Armstrong Cork Company, 
Shoe Products Department, 9601 ' 
Arch Street, Lancaster, Penn- (A) 
sylvania. Available for export. © 





In the Givren ‘Featherbed” shoe, an insert of Cushion Cork 
is used as a filler piece in Givren’s patented ‘“‘Scoop”’ process. A 
portion of the underside of the leather insole is scooped ovt to 
bring the foot into closer contact with the resilient Cushion Cork. 


FLEXICORK !S A REGISTERED TRADE-MARK. 


ARMSTRONG’S SHOE PRODUCTS 


BOX TOE MATERIALS + FLEXICORK + FILLERS + CUSHION CORK + CORK COMPOSITION 
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¥ Quality First , 
First in Quality 














WHITE ELK BOOT 
Style 5201 
Infants’ sizes. Offered also in Chil- 
dren's sizes, Style 5202. 







FIRST STEPS are important. Mothers 
everywhere are turning to Fleet-Air 
because their quality is obvious. 
Far-sighted dealers everywhere are 
stocking the complete Fleet-Air line 
because consumer demand is growing. 


Write for the Fleet-Air catalog. 
e 


EBY SHOE CORPORATION ‘ 
EPHRATA 2, PENNSYLVANIA our 4 YEAR 


BOSTON OFFICE... 83 LINCOLN STREET 
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Town WEAR 
STYLE 204 





genuine 


RE RRM Br 


hand-sewn 
hand-lasted 


moccasins 


they cradle the foot 
in a sling of soft 
Golden Chestnut leather 


ee ee eae 


the upper is hand-lasted 
completely down, under 
and around the foot 
hand-sewn to the front 
then hand-rubbed 

to a rich, glowing finish 


SPECTATOR i 
STYLE 205 7 
mere machine can never match 
the craftsman’s careful 
pegging of stitch 

then pulling of vamp 

as he patiently moulds 

leather to last 


and ultimately 
from hand-sewing and hand-lasting 
come the fit, the flexibility 

the rich visual appeal 

that have made 

The Taylored Moccasin 

unexcelled. 


FN AS IIE MR NOPEMRRET IL ANNES S 8G 


Por reasons of construction, the merchandising and pro- 

motional possibilities of these genuine moccasins is un- 
limited for year ‘round “sports” business. There is so much 
to talk about — to so many people who have yet to wear a 
truly fine genuine hand-sewn moccasin. 


* Eleven hand-sewn styles In-Stock for rapid service. 
For the whole story, write Dept. 7 for our beautiful catalog. 


For Freco 









=e AND COUNTRY 
By THE MAKERS OF THE TAYLOR-MADE SHOE eyes a7 
E. E. TAYLOR CORP. BOSTON, MASS. 
WETS FES ar eng HRSA OR Re ROMER SE SDI A TEA ADORE —— | 
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l\ | \ HAN Ko. precision-assembled and What UNISHANK Adds to Shoes 


moulded structural unit formed to fit the last... provides Fit — last measurements preserved through waist. 
COMFORT — firm, snug-fitting waists. 

STRENGTH — without bulk. 

Makers of Cements, Littleways and McKays in particular appearance — top lines preserved — helps shoes 


the shoe with strength and grace without bulk. 


hold shape until worn out. 
: hes i BETTER HEELING — cuts returns due to “run under” 
Unishank helps the shoe retain its shape, hold its proper and/or “kick back” heels and 
torn Louis Heel flaps. 
: , UNIFORMITY — shanks accurately located preserve 
sible superior heel anchorage. Cement sole attaching is last contour. 


will appreciate the snug fit at heel seat, waist and ball areas. 
tread, provides proper support to the foot and makes pos- 


simplified because a wider lasting margin may be 
VITA-TEMPERED STEEL SHANKS 4 


Your United representative can provide full par- When clean, tough, hard, uniform VITA-TEMPERED 
STEEL SHANKS are used in Unishank blies, 
it‘s a combination hard to beat. 


retained through the shank area. 








ticulars about adapting Unishank to your operations. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Today’s Outstanding Upper Leather 


The ultimate in hand-boarded leathers. 
Used by better manufacturers of women’s 
casuals, men’s street and leisure models 
and by discriminating producers of 
juvenile and misses’ footwear. PLAYTOG 


- is a leader in the color fashion parade. 





BEGGS & COBB Inc. BOSTON, MASS. 
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“SLACKTATOR” NSS 
All-season favorite in Rien s 
classic style. Smart no" 


colors and white. 
About $5.95 Retail 








“EMILY” 
Popular two-strap san- 
dal with hand-lacing. 
Wanted colors. 

About $5.95 Retail 


“MONICA” Si 
Neat new sanda! in elk, 
hand-laced to Foamtread 
sole. Smart colors. 
About $5.95 Retail 


NATIONALLY ADVERTISED 


Which woddd 


A Cold Line...ora HOT Line 


that has ’em standing in Line? 


Wellco Foamtreads are hot! They've 
got a plus quality—‘‘bubble soles’’— 
that brings the customers in! It’s an 
exclusive feature. Only Foamtreads 
have “bubble soles.” 


Everybody's talking about foam 
rubber, such lightness, such softness, 
such never-before comfort! Now’s 
the time to promote Foamtreads, to 
cash in on their exciting soles, their 
smart styling. Hand-laced leather 
casuals for street and work, fabric 
“Foamettes” for beach and play. 
Priced for volume selling, full 
markup, growing profits! 














YOU rather sell ? 







Smart new version of 
the popular loafer. 
White and colors. 


About $4.95 Retail 


“HELEN” 
New oxford, especially 
suitable for professional 
shoe in white. Also in 
wanted colors. 

About $4.95 Retail 


Wellco Shoe Corporation, Waynesville, N. C. 





TRADE MARK REG. U. S$. PAT. OFF. 
PATS. NO. 1955720 AND 2168243. 
OTHER PATS. PEND. FOREIGN PATS. 








In Full Page, Four Color Ads 


MARK THESE DATES ON YOUR 
MERCHANDISING CALENDAR 









Seventeen — March 
Glemour — April 


Mademoiselle — April 
Charm — May 
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KANKAKEE REDFLAME AND WHITE 











- SHOES 


FOR CHILDREN 










“NIFTY” 
Style No. 8882 

Step Master Shoes 
Incorporated 

Greenup, Illinois 

















ee 


Har uhakee — a richly colored leather, lending eye-appeal to all 


types of juvenile footwear. Try Kankakee in attractive two-tone 





combinations . . . or in any one of eleven pleasing shades. 


White, Smoked, Tantone, Golden Tan, Redflame, Green Pepper, Avenue Blue, 
Turftan, Gypsy Brown, Windsor Brown, and Black. 


RED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 
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The line that has 
you want 


you want it 





| OUR FACTORY 


YOUR | 
STOCKROOM | 


— 









For a profitable turnover---it's 
American Boy Shoes. This baianced line 

offers reliable in-stock service...the chance 

to build real volume with a minimum of 
investment. American Boy Shoes are outstanding 
in style and value. They're made of tough, 
durable leathers properly constructed to take 
the strain of rough-and-tumble wear, 

and feature a strong continuation run of 

basic styles in the young men’s 6 1/2 to 9 

size range. All-in-all truly what you 

want -- when you want it. 





TO RETAIL 
$G- 10 $7.50 


Also mokers of Sir Walter 
ond Lion Shoes 
NATIONAL SHOE COMPANY Division of Craddock: Terry Shoe Corp., Lynchburg, Va. 


29 Boot and Shoe Recorder 








YOLANDE 
Black, White 
Also Green, Brown, Grey 
or Red Lizard Print 





PATRICIA 
Blue, Green, White, 
Black, Red 





_* LOOK AT THESE 
VALUES 


"NORZON” 


styled by F 4p $ - J } 


* WON'T SPOT! * WON'T RUB OFF! * LOOKS LIKE SUEDE! 





* FEELS LIKE SUEDE! *& COSTS MUCH LESS! L/ 


* NORZON is the registered trade { " j ' 


Ll mark of Behr Manning Corporation to S ‘ 
O | designate its electro-coated pile fabrics. | 


» Distributed exclusively by 


Phillips Premier Corp., Boston. \ Bs j | 


LESAN =: 
Green, White, Black, Red e j 











Coming Soon—the VICTORY Spring Folder Showing the New Colorful VICTORY Line! 
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Unequaled 


ADVERTISING 
& PROMOTION .. 


Unmatched 


PRODUCT 
QUALITY... 








ON THE AIR! 


building, easy-to-remember announce- 


Hundreds of name- 


MARK THIS MARK! 


Without this name it’s not the same! 


- : ments each week on top radio stations 
Insist on genuine NEOLITE! 


from Coast to Coast. Customers hear 
about NEOLITE five nights a week! 









® Easy to sell—no customer resistance ! 


IN MAGAZINES! Big. powerful. full- 
color, full-page ads appear regularly in 
Life Magazine. 27,000,000 readers are pre- 
sold on NEOLITE for wear ...comfort ... 
economy ! 


®@ Outwears leather over two to one! 


® Completely waterproof—in any weather! 


® Forms a firm platform for the foot! 








NEOLITE SOLE 


MEOLITE T. &.——-THE GOOOVEAR TIPE & RUBBER COM> 
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Unbeaten 


PUBLIC d 
ACSERIANCE a 





- 





You 
GET 


ALL3 


basic elements 
for 
Profitable Sales! 


30,000,000 PEOPLE WALK 
ON NEOLITE SOLES! 






Today more and more of these 30,000,000 
satisfied customers are requesting that 
they be shown styles with NEOLITE Soles 
when buying new shoes. They're sold 
on NEOLITE for “twice the wear”. . . for 
firmer footing . . . for springy-to-walk-on 









comfort. Yes, more and more are asking 


for NEOLITE every day! 





We think you'll like 
“The Greatest Story Ever Told” 
Every Sunday— ABC Network 


by GoopDsY EAR 
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THESE TWO 
MAKE 
TWENTY-TWO 










The ‘Airflow’ — Holes 
punched through edge of 
tip and vamp permit a 
constant movement of 
fresh air in and out of this 
tan calf oxford. It's a 
ventilated shoe correct for 
business wear. 


The two outstanding 
spring and summer mod- 
els shown are the new- 
est additions toJ G M's 

In-Stock department, which 
_ cloth. An established now numbers twenty-two 
spectator sport wear. styles for sport, business, semi- 
formal, and formal wear. Write 
for the Johnston & Murphy 
catalog illustrating these dis- 
tinguished shoes. Inquire also 
about a possible J G M Fran- 
chise—the key to success in 
the field of quality footwear. 


The ‘“‘Westbury”—Com- 
bines rich and supple 
tan calf leathers with a 
full vamp of beige air- 
conditioned mesh suva 











JOHNSTON & MURPHY NEWARK 3, N. J. 
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f styled step- 
in with hand pol- 
ished meta! buckle. 
in red leather, 
black, green, blue, 
with nickel 
. Suntan copper 
ruffy with gold buckle. 
- AAA to C widths, sizes 
VA to 10. 
Retails for..... $6.95 


eee o 2 


"Round and ‘round the country echo the 
same happy tidings from Golo dealers . . . 
“record-breaking sales” . . . “sensational” . . . 
“complete sell-out.” Now Go/o swings into Spring 
with a new line of welt casuals . . . certain to keep 
Golo in the lead .. . featuring Priscilla and Peter Pan 
... two high-steppers from the galaxy of Golo hits! Like all 

other Golos, these are smartly styled, constructed to insure 
Goodyear welt comfort, fit and wear, with the low price tag that 


fits them into every woman's budget! 
Display the Golo of Dunmore line . . . let it put Famous built-in quality fea- 
new Spring into your Spring sales! cab Coen. aa 


with channelled flexible 
leather insoles. 


alo OF DUNMORE «© Division of Golo Footwear Corp. 





FACTORY: Golo Park, Dunmore, Pa. SALES OFFICE: 129 Duane St., N.Y. 13, N.Y. 
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A NEW MILLER MONEY- MAKER 
..- the Ski Boot Tree! 


Here's a natural for tie-in sales... 
sell Miller Ski Boot Trees with 
every pair of ski boots. 

Skiers value their shoes and their 
feet. They'll appreciate the oppor- 
tunity of getting a good ski boot 
tree. If you're selling ski boots, 
don’t fail to take advantage of this 
easy extra sale. Write for com- 


28 


plete information on Miller Ski 


Boot Trees today! 


Miller Ski Boot Trees have the same 
durable construction as regular Pack 
Flat Miller Trees. Each size tree is easily 
adjustable to several shoe sizes—auto- 
matically adjusts for width. Attractive 


walnut finish on fine grained hardwood. 


O. A. MILLER TREEING 





Now’s the Time to Re-order 
MILLER TREES 
FOR STREET SHOES 


For added profits remem- 
ber — “Money Grows 
on Miller Trees.” 
Order today! 














MACHINE COMPANY 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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F 
AMOUS PARTNERSHIPS IN HISTORY 











1. 


ADAM and 976 


Looking back in history 
To the day this World began, 


We find a famous couple— 
A Woman and a Man. 


According to the records 
in which we all believe, 


The KUSHINS-DEALE 
successful partnerships, is b 
Kushins, Inc. is the West's 
and boots —footweat unsurpasse 


Dealers are progressiv 
quality work shoes and boots they sell. 


The combined efforts of these two parties, 
NT, resul 


DEALER PARTNERSHIP AGREEME 
concerned. . _the custo 


For details regarding the famous 


Agreement, see your 
Santa Rosa, California. 


Kurshine, Nc. 


SANTA ROSA, CALIFORNIA 
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p, like all of hist 
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between two parties. 
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leading manufacturer of men’s work shoes 
d for comfort, wear an 
e and enthusiastic, with complete 


through the KUSHINS- 
t in extra benefits for all 
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Dealer Partnership 
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WORK SHOES AND BOOTS 


rye Ohi 


WORK SHOES AND SPORTSMEN’S BOOTS: 


CAL-O-PEDIC 
SCIENTIFIC SHOES 
FOR MEN with PROBLEM FEET 






















It saves cost in the factory and insures greater 
safety for the wearer through more dependable 
and permanent attachment. 


Again a 
Revolutionary 
Achievement from 


Our Engineering 


Wood Heel Screw 
Inserting Machine 


The machine inserts a permanent screw in one simple, quick operation. Automatic hold-down clamp 
takes shoes of all sizes without adjustments. It holds the heel securely in place with a gradual application 
of 300 to 500 pounds of air pressure. Then the screw is inserted. Thumb screw adjustment takes care 
of all heel heights up to 24/8. Any operator can process from 1000 to 1400 pairs of shoes in an eight 


hour day. Get all the facts about this efficient new Compo machine. 





COMPO SHOE MACHINERY CORPORATION 


150 Causeway Street, Boston, Massachusetts 


MAKES f 
Po HE m 
ES 
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NOW IN STOCK FOR 
IMMEDIATE DELIVERY 


FRANKEL’S SENSATIONAL 
SHOE DISPLAY FORMS 


Finest Shoe Display 

Forms Ever Made! 
PAIR 
With painted toes and closed 
tops, at no extra cost. 



















Thank You! 


To our customers who have 
waited so jong for deliveries— 
our apologies and our sincere 
thanks for your patience. In- 
creased production facilities 
now assure prompt deliveries. 






HIGH HEEL 


Leading shoe retailers agree: There's no shoe display form 
to equal Frankel's new plastic form—in styling, in finish, in fit, in 
service, and in vALUE! They're many times stronger! They'll cut 
fading and breakage losses! Write for a sample order today. 


MEDIUM HEEL 


FRANKEL PLASTIC CORP., 493 - 7th Ave., New York 1? 
Please ship _— «sss prs. of Display Forms. 

prs. No. 33, Fiat. prs. No. 55, Medium. 
_____ prs. No. 77, High. TERMS: NET, F.O.B. N. Y. 





FRANKEL Au PLASTICS 
FRANKEL PLASTIC CORPORATION 





Store Nome EY ee ee 
Division of Frankel Display Fixture Co.—Established 1888 het: : ; Se rea, 
493 Seventh Ave., New York 18, N. Y. i San ie A gS a 

a ee ____ Order No. 


JACK D. SHENKER, Sales Manager, Shoe Display Form Division 


w 
— 
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makes you 


think of 
once 
insoles 





ONE-COMPANY 
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Strength . . . stronger internal ply strength . . . is an 





advantage manufacturers know Onco provides. But that’s not all! 


Absolute uniformity in thickness, texture and shoe-making characteristics . . . longer, 
more comfortable wear—these, too, are Onco properties . . . with economy thrown in to boot. 


There never was a better time to standardize on this better insole. 


Specify Onco—it pays in many ways. 





CONTROL FROM RAW MATERIAL TO 


ONCO S BASE 
for sock Linings and Heel Pads — 


ONCO PLUMPER STOCK for backing 
and reinforcement purposes—all are 
products of 


BROWN COMPANY 
500 FIFTH AVENUE 
NEW YORK CITY, N.Y. 


*® 
FINISHED PRODUCT 
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IN 
STOCK 


always.. for 
frequent size-ups and 


profitable turnover. 


Write us: if franchise in your area 
is available, our salesman 


will call without obligation. 


Genuine Goodyear 


Welts; finest materials; 


lasted size for size; 
AAAA to E, 3% to 12. 


7% 10 9 


according to leathers 
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ON DUTYS 


Whites—Several styles and 
heel heights. 


OFF DUTYS 


Browns and Blacks; same 
lasts and ‘patterns. 


a 
the Your/ treme 


THE CLINIC SHOR 


A DIVISION OF 


"THE JUVENILE SHOE CORPORATION 
i hes cpl — St. Louis 3, Missouri 
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How's this for real sales punch—over 66,000,000 
Red Goose Shoe ads in 77 national magazines and 
Sunday newspapers? This large-scale Red Goose 
advertising is doing a knock-out pre-selling job 
for you. Are you getting your share of this ‘“‘gate’’2 
You can cut your store in by making use of the 
complete dealer ‘‘tie-in'’ service furnished by Red 
Goose. Ask our representative about it, or write: 


Axe Grove ACTION SHOES 


FOR BOYS AND GIRLS 


“Half the fun of having feet” for Young America Since 1907 


RED GOOSE DIVISION e INTERNATIONAL SHOE COMPANY e ST. LOUIS 3, MISSOURI 
4 Boot and Shoe Recorder 











J as call ue lhe Wright Keke: there’s really no other way of describing 


the subtle, but immediately recognizable smartness of the Arch Preserver 
line for 1949. These superb shoes have the style-plus-comfort 


sales appeal to a greater degree than any we have ever designed. 


E. T. Wright & Company, Inc., Rockland, Massachusetts. 





iN STOCK 

#372 in brown hand- 
stained grain or 

polished brown calf. 
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Best of Show 


ADRIAN...the finest of all 


X-Ray shoe fitting equipment — offers 


4 


—S 


| 


Mmm 
=; 


Wi 


| outstanding performance — beauty of design 


. ATi 


— durability — safety — exclusive features. 
These advantages mean more 


“built-in” value — value you 


expect in an Adrian. 


Lor 


The ADRIAN 
“Special” is priced no 
higher than compe- 
titive standard 
models. Send for a 
new catalog and 
see why ADRIAN 

_ is preferred. 


ADRIAN 
SPECIAL 


m.B. HoRIAN SERS Originators of X-Ray Shoe Gilling 
2507 S. HOWELL AVE. MILWAUKEE 7, WIS. 
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COLONIAL TANNING COMPANY, INC. 
BOSTON 11 ° MASSACHUSETTS 


January 15, 1949 


the 
COLORS 


you want, 


when 


you want them 


Wonderfully clear, true colors in mellow, 





workable, Colonial Velka (elk-finished cow- 
hide). They'll make your Spring lines sing 
with sales appeal. And you'll get prompt 
delivery on any or all of them. Write today, 
we'll send you samples of the whole gay line-up. 


200 White 

201 Black 

202 Cherry Red 
204 Army Russet 
205 Blue 

206 Wine 

208 Turftan 

210 Lipstick Red 
211 Smoked 

219 Yellow 


220 Pine Green 
224 Palomino 
225 Town Brown 
228 Sun Copper 
229 Carib Green 


217 Pastel Pink 

(for multicolor shoes) 
226 Pastel Pink 

(for infants’ shoes) 
218 Pastel Blue 

(for multicolor shoes) 
227 Pastel Blue 

( for infants’ shoes) 

Goldside 
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Wiite footwear fashion must run “true” to the 
prevailing mode, it cannot afford to be “fickle” as to 
fitting. Throat and quarter lines were once a worry at 
the fitting stool — but not now when TAYLORED- 
TOP is used. Answering every foot movement, 
TAYLORED-TOP gently and firmly moulds the 
throat and sides of a shoe to fit even the most difh- 
cult foot . . . and closes many a sale that would 
otherwise be lost. Write for samples and any 


additional data you may require. 


THOMAS TAYLOR & SONS, Inc. Copr. 1948 


Hudson, Mass. Thomas Taylor & Sons, inc. 





TAYLORED -TO-FIT 
enn 
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As Advertised in 
SEVENTEEN 


THE LINE—DESIGNED WITH 


ee . Flexible . . . Sturdy — Fashion at its best in Littleway Lockstitch and Good- 
year Welt cnnteeaibiis — Designed na your fastest growing market — the teen-age market, the market 
that buys more shoes more frequently than any other group. For greater sales, build your merchandising 
plans around Ki-Yaks — It's the value line for ‘49. 


Metropolitan Shoe Company, Division of Craddock-Terry Shoe Corp., Lynchburg, Virginia 
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GeorceE O. JOHNSON 
man 





Morton J. SMrtTH 
Assistant Superintendent 








In Lawrence, Too... 
FROM OUR RASP AND FILE COMES 


Noreh Style 


Our friends tell us that one of the great advantages of 
doing business with United Last is our high average in 
creating styles that catch the eye—styles that pay off in 
greater cash register activity at the retail level. Season in 
and season out, they say, following United Last creations is 


good insurance against the fickle nature of shoe fashions. 


Pictured herewith are six skilled men of our T. W. Gard- 
ner Co. Branch, Lawrence, Mass. Among their considerable 
talents is the ability to sense a trend EARLY and invite shoe 
manufacturers to cash in on it. These men among others 
do a very satisfactory job of seeing that we never “miss the 


boat” style-wise. 





United Last Company 


140 FEDERAL STREET - BOSTON, MASSACHUSETTS 


eee. ars | 
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- —Jrthanks to LaCrosse, 
PROFITS WENT UP IN ‘48! 









“Yes, and you'll see even better results in ‘49!’ 


To increase sales and profits of your rubber footwear 
department this year, put in LaCrosse! 


@ You'll get a complete line — even better in ’49 
@ You'll get the popular LaCrosse merchandising plan 


@ You'll sell LaCrosse competitively — at mice profits! 





Your LaCrosse representative is on the way. You'll get 
a card soon telling you when he'll see you. 


db odd 


Better wait for LaCrosse to make it your volume line for ‘49! 


PZ 0, tts Come Tut 
LA CROSSE RUBBER MILLS COMPANY «© LaCrosse, Wisconsin = = Quality 
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Striking new COLORS 


In addition to the ever- 
popular flesh and clear 
transparent forms, Ankle- 
Hi Fairy Forms are avail- 
able in a complete range 
of striking new colors, 
plain or pearlescent. 





New Lock-Seam TOPS 


Fairy Form’s new Lock- 
Seam top provides an even 
more attractive appear- 
ance — even sleeker lines 
—even greater strength 
for effectiveness and long 
service. 








At Lowest Pruces Since 1940 


Prices of Standard Non-Flam AnkleHi Fairy Forms are now the 
lowest since 1940 — welcome news made possible by new machinery 
and new techniques which permit the manufacture of ¢mproved forms 
from basic raw materials. 


To meet the great seasonal demand for special custom-made forms 
for manufacturers’ sample shoes, it is necessary that we keep our plant 
fully manned. We anticipate that the new AnkleHi prices will result 
in a retail-store volume which will keep the plant operating with a 
full staff in readiness for the shoe trade who look to us for service and 
for high-quality forms that FIT. 


Prices are subject to change without notice. Order now to take 
advantage of this exceptional buy. Write for Bulletin 305. 


Display Shoes Sell Geoz 
When the Forms FIT! 


Your display shoes sell most effectively with forms that enhance 
their beauty — that don’t distort the shoes. That’s why women’s 
AnkleHi Fairy Forms are available in 3 sizes, 3 toe effects, 2 heel 
styles, 6 heel heights, open or closed tops, Standard (illustrated) or 
Zephyr styles. Flexible material and adjustable crossbars further im- 
prove the fit and make the forms easy to insert and remove. Order today. 


SHOE FORM CO. INC., AUBURN, N.Y. 
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SHOES FOR MEN 


TO RETAIL AT 


$95 to $1395 


SOME STYLES HIGHER 


Triple-thick and terrific ! 
~~ Jarman 


_ * 


old Soles 


Everything. about these new Jarman styles checks with the bold 
look. Their ultra thick soles and handsome masculine styling are 
designed for young men who like their shoes rugged—but in all ways 
smart . . . fashioned for men in the young group that furnishes you 
your most profitable shoe market. To make this market aware of 
these new styles, Jarman advertises “Bold Soles” nationally . . . sup- 
plies dealers with dynamic window displays to dramatize these styles 
and to attract millions of shoppers who view their windows every 
day . . . furnishes dealers with numerous promotion and advertising 
helps for promoting “Bold Soles” in their own communities. For 
complete information on Jarman styles for spring and the advertising 


and promotion plan to build sales, write: 


JARMAN SHOE COMPANY a... TENNESSEE 
DIVISION OF GENERAL SHOE CORPORATION 





DISTINCTION 


and Comfot! too 


... that’s why Gallun’s Cretan Calf 
is the leather that sells your shoes 























Cretan Calf, like all the famous Gallun vegetable tannages, 
is a great favorite with custom bootmakers. The warm 
gleam of its lustrous, unglazed finish; the rich, deep 
colors; the clean pinking and punching give full expression 
to the artistry of these craftsmen. The same look of 
distinction found in hand-made custom-built footwear is 
characteristic of shoes made from pleasing Cretan Calf. 

But Cretan Calf gives more than distinction. Its 
luxurious softness gives satisfying, healthful comfort 
— comfort that lasts throughout the life of the 
shoe, despite repeated wettings and dryings. 

Build lasting customer friendships — friendships 
that mean a steady volume of profitable shoe business. 
Feature shoes made from Gallun vegetable tannages. Make 
a point of checking the Gallun numbers, when you make 
up your orders to leading manufacturers. A. F. Gallun 
and Sons Corporation, Tanners, Milwaukee, Wisconsin 






smooth, but not glared 


ONE OF THE FAMOUS GALLUN VEGETABLE TANNAGES 





Normandie Calf 
hond-boarded, glazed 


Norwegian Calf 


hond-boorded grain 














‘ 


eget 


 memapmamnaetion. 












A PLEDGE 


TO THE SHOE RETAILERS OF AMERICA 
AND TO THE TUPPER SHOE COMPANY 


We, the employees of the Tupper Shoe Company do 
sincerely pledge to use our honest and utmost care, our highest 
skills, to produce for the coming year, shoes which will excel 
in quality and construction—and which will be as near to 


perfection as human hands can make.”’ 


fice Petts ogee a i 
mg eR Se, nee 


“Mali vas 


GiMG Soren Madwtt 
ee Ee Tia 
pa ah a. 

aa 








Manufacturers of Preview Fashion Footwear 
632 BROADWAY—NEW YORK 12, N.Y. 
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with a Spring line that will knock competition for a loop. 
WE CONFIRM THE PRECEDING AS A FACT*! It is said 
the profit mark-up on BETZY CROSS can be higher than 
nti on other brands. WE CAN NOT DENY THIS! Retailers 
claim that more and more of their customers are asking for BETZY CROSS 
health shoes. NO WONDER. OUR ADS IN PARENTS’ MAGAZINE REACH 


HUNDREDS OF THOUSANDS OF MOTHERS! 








*LET THESE WITNESSES SPEAK FOR THEMSELVES! 


Here are just a few of our Quality styles. 
Infants’ to retail about $5.00 
Child's and misses’ about $5.50 to $6.50 

Write for full details. 










OPEN GHILLIE | 
Infant's, Child's & Misses 

Red elk, Blue elk, Green elk, 
SCALLOP INSTEP Brown elk, White nu-buck 
STRAP ANKLET 

infant's, Child's & Misses 


> Patent, Blue elk, Red elk, 
/ White elk, Green elk, Blue suede 







THREE STRAP 
Child's & Misses” 
Patent, Blue suede, 


TWO STRAP 
Child's & Misses” 
Bive elk, Brown elk, Red elk, 
































COMMENDED Patent, White nu-buck, Blue suede , Green di 
“seit “i CROSS STRAP eta 
MAGAZINE’ Infant's, Child's & Misses’ 

Seevice Patent, Blue elk, Red elk, 
White elk, Green elk 
Ba 
° SLES CERO 
: 
OES|CROSS BETZY CROSS DIVISION OF: 
t 
2 pee WEARWELL SHOE COMPANY 
+ [ 138 DUANE ST. * NEW YORK 13, N. Y. 
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(Perennial As Spring; Itself . ae eee 


Revisiians 
Fashion Srterest 
In De 
KIDSKIN 
Shee 





Fashion Right 
WU Pass KIDSKIN 


Soft Spring suits and dressy prints call dramatic attention to richer, 


smoother footwear best expressed again this Spring in supple, elegant 
Surpass Kidskin. Surpass, as ever is the Uniform, Dependable 
Kidskin fashion right for these many and important Spring types. 


SURPASS LEATHER COMPANY e 9th & Westmoreland Sts., Philadelphia 40, Pa. 


January 15, 1949 47 























Another highlight in the AIR-O-MAGIC promotion parade... 
another full page. full color advertisement to help create extra 
volume for you. Plan your promotions around ours ... and 
watch these feature-packed, value-packed, good-looking shoes 
march right off your shelves! 


ITS AN tO. SPRING! 
and 


Spring's in the air. . . 
there's a spring to your step in vour 
streamlined AIR-O-MAGICs! Beneath their Saal 
meliow leathers you'll find exclusive construction ees 
features and knowing craftsmanship OS 


that assures lasting good looks, undreamed- 
of-comfort, healthy fit-in-action. 
And it’s all yours to enjoy 
instantly, for no breaking-in 
is needed! 



















3 

THERE'S MAGIC IN “¥ 
@ e 53 2S 
lll’ O: SHOES << 


WITH PATENTED HAND-MOU INSOLES 
Styles illustrated, from 
left to right, are 6103. FREE BOOKLET! Write for FREE 25-page MAGIC 
6081, 6072 and 6046. BOOKLET. Amuse your friends with these tricks 


and puzdes. Yours for the asking. Write! 


AIR-O-MAGIC SHOES, DEPT. 3, MARION, INDIANA 






MARION SHOE DIVISION - 309 W. 2nd Street, Marion, Indiana 
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Ooooh, What YOU said about US! 












HDEL PROTEERS 


*_ . . Desco casuals are easy to sell... 
catch the glance and hold it . . . when 
customers see the quality and low price the 
sale is in the bag . . . Once sold they stay 
sold . . . no returns because they fit well 
... wear well . . . Desco customers come 
back for more . . . repeat business like this 
without effort or expense makes Desco 
casuals really pay of . . .” 


Cithom 








. using the Desco line 
two years . . . still feel they 
are as good as can be 
found anywhere for intrinsic 
value. and good styling in 
their price lines...” 


ft! have you seen those 











. my experience with 
your shoes is very satisfac- 
tory . . . they are good 


D a fitting clean looking shoes 
€SCO § ... sell very well .., - bring 


repeat business . . . 


Hasd Lat 








. we have been one of 
the earliest purchasers of 
Desco shoes in generous 
quantities and with 
adequate profit . . . best 
wishes to you F 


“* . . have been using Desco shoes for as 
long as you have been in business . . . 
always been satisfied as to wearing and 





‘ fitting qualities . . . like your shoes very 
. . . Desco Casuals have much and shall continue to buy them . . . 
contributed a great deal to you give us the best in shoes and service 


the success of this depart- for the money . . . 
ment in our shne operation Ban dug 
. . . for styling quality and 
price Desco shoes are FA 
leaders in their field...” ' / 
é 


SHOE CORPORATION 
s Subsidiaries: REX SHOE CORP. © WING-STEP SHOE 
CORP. 47 WEST 34th STREET © MARBRIDGE BLDG. © NEW 


YORK 1, N. Y. © CHICAGO, REPUBLIC BLDG. ¢ LOS ANGELES, 
HAAS BLDG. 


lets go with \ 
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GREATER VALUES WITH 


eter NY -WAY 


a % SMH Mums 
it ‘ od 4 ‘3 


FOR IMMEDIATE DELIVERY 
Sizes: 4— 10 
Widths: Narrow, Medium 





LEADER IN 
FASHION-WIDE 
(B to EEE) 
FOOTWEAR 







#1690 Black suede 
17/8 heel 
Also available: 
#1808 Brown suede 


hres 











#1800 Black suede 
17/8 heel 
#1801 Black calf 
17/8 heel 
Also available without 
Loop Strap: 
#1680 Black suede 
17/8 heel 
#1807 Brown suede 


17/8 heel 
#1691 Black suede ae 


21/8 heel 





A few of the many styles in our new line of 









seumaeNNNNNN 8 _ ’ gorgeous pumps with new-look modified and 
KEEP YOUR EYE ON NU-WAY baby doll toes, in high (21/8) and medium 
Deal with a live-wire house and you al- (17/8) continental heels. In kid suede and fine 
ways profit! NU-Way is constantly coming calfskin, with French faille trimming, carefully 
out with new ideas and styles that SELL. styled to give perfect fit. Numbers that are 
Here's something new to watch for... sure to sell themselves. ORDER NOW FOR 

Opera Pumps in E-EEE widths! IMMEDIATE DELIVERY! 

142 Duane St., New York 13 
America’s Largest Distributor of Arch Footwear Since 1919 
Show Rooms —« PHILADELPHIA, PA. — Al Lonker, 32 North Fourth St. * ST. LOUIS, MO. — Orlando Kienker, 5469 Geraldine Ave. 

and * CHICAGO, ILL — Julius Weiss, 11 West Division St. * MIAMI BEACH, FLA. — Harry Berk, 1129 West Ave. 


Sales Offices: + DETROIT, MICH. — Leo Choden, 16624 Woedingham Drive * MEMPHIS, TENN. — Louis Tanner, 1480 Jackson Ave. 
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tells the @ story for Spring! 


— cevereel icc Sea 


in FULL-PAGE 


FULL-COLOR in the April issues 
of GLAMOUR and SEVENTEEN 






6 MILLION readers. including many of your best customers. will read 
our exciting color story on NORZON. They ll want NORZON casuals 
and dress shoes in colors to match every outfit. 
Our ads will tell your customers that: 
} NORZON has a beauty all its own. . . the look of velvet. the feel of 
; suede. 
. Every pastel and deep tone is soap and water washable. 
R. H. Macy’s Bureau of Standards says: “NORZON has the most 
; durable surface of any sueded material we've ever seen regardless 
nn of whether it was a sueded fabric or a suede leather.” 
Be sure you're ready for the Spring and Summer demand for NOR- 
ZON. Insist that your manufacturer supplies you with genuine 
NORZON. The name is stamped on the sock lining of every shoe. 


the ats 
Pt tee eeerenerercererere “é* NORZON is the registered trademark of Behr-Manning 
Corporation to designate its electrocoated pile fabrics 





ee ) CHILLIPS-PREMIER CORPORATION 
Disbubult fe Malionully Sromironl Manufcliners 


64 SOUTH STREET, BOSTON 11, MASS HAncock 6-3350 








'_ Please send me new free NORZON mat service —) new NORZON swatch book 
: NAME 
MAIL THIS COUPON NOW ‘ 
: STORE ADDRESS 
: ory ZONE STATE 
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1949 
Retailers Year 


Wianrs ahead for business? Certainly a 
year of more intense competition, possibly 
the start of a new and more highly competi- 
tive era ... a continuing abundance of Con- 
sumer Purchasing Power but the end of 
Easy Selling. 

One industry will be pitted against the 
other, BRAND against BRAND, Retailer 
against Retailer in the coming struggle for a 
larger share of the Consumer’s dollar. 

Merchandise, super-charged with glamor 
and consumer appeal, will vie for attention 
with greatly improved, better designed, 
better made essentials. 

Advertising trained down to fighting 
weight faces the double responsibility of sell- 
ing the necessity and the desirability of a 
piece of merchandise in competition with 
other unrelated consumer goods as well as the 
superiority of and preference for the BRAND 
it advertises. 

For the well made, honestly priced, intelli- 
gently advertised and intensively promoted 
BRAND, 1949 offers an opportunity incom- 


parably great. 


BOOT and SHOE 


A USIL Tt ON 


1949 WILL BE THE RETAILER’S 
YEAR. . for “point of sale” has become in 
reality “point of attack”. With him rests the 
destinies of the manufacturers whose 
BRANDED lines he sells, and of the whole of 
the industries which those manufacturers in 
part, comprise. 

That is why again we say in 1949 “THE 
INFORMED RETAILER KEEPS MER- 
CHANDISE IN MOTION.” 


Shoe Retailing represented so graphically 
and so well by Boot and Shoe Recorder’s 
national readership awaits the challenge of 
the future alert, informed and confident of 
its ability to distribute successfully and eco- 
nomically the two billion dollars plus worth 
of footwear, Boot and Shoe Recorder’s Man- 
ufacturing readership and Advertisers will 
produce in 1949. 


BOOT and SHOE RECORDER, National 
Voice of the Trade, is published twice month- 
ly and is the rallying point for over *20,000 
Shoe Retailers, Manufacturers, Tanners and 
Suppliers to the Shoe Industry. 


Recorder 


rYSLICA TION 
100 Ae 42ND STREET, NEW YORK 17,N. Y. 


On April 15th, BOOT and SHOE RECORDER publishes its annual Fall and 
Winter Style Forecast and Merchandising Issue. It’s doubly important this 
year because it’s 1949's first National Shoe Show in Print. [*A.B.C. audited] 


Boot and Shoe Recorder 

















AVON SOLE -COMPANY 
AVON - ASFASENERS SS 


OF FINE SOLE MATERIALS FoR AGETY:: -SEVEN YEARS 


q ee Aare te mie. 
gs EARL SERS ERR Gg 





AVONITE 
SOLES 















e LAN N OW to profit next Spring on 


the consistent consumer advertising of .. 


the longer wearing 

















TRADE MARK 








pvONiTe io 








Specify AVONITE SOLES _— : 
when ordering Spring lines... @ AVON SOLE COMPANY 


AVON -\MASSACHUSETTS 


= 






not on all shoes, just the best ones! 
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ODDITIES IN THE 
SHOE NEWS! 





INQUIRY DEPT. 

















Each day’s mail delivery brings us 
numerous inquiries from subscribers. 
Some of them are really baffling. 
They run the gamut of simple ques- 
tions (that we can readily answer out 
of our “vast” experience and dedica- 
tion to the shoe industry); others 
require research and study. But all 
of them get complete and sincere 
attention. 


You can readily appreciate how 
this would keep our Inquiry Depart- 
ment hard at work, to do the job 
efficiently. 


Now comes an inquiry that we 
should like to put up to some of the 
experts. One of our readers tells us: 

“My husband has big feet. I have 
big feet. What I should like to 
know is how to prevent my ex- 
pected baby from having big 
feet?” 

We should like very much to make 
life a little brighter for this harrassed 
mother and her expected baby. 


What would you recommend? 


Fb Tbe 


President 
Boor AND SHOE RECORDER 











| y, g 
NO SUBSTITUTE 
FOR QUALITY 


NO SUBSTITUTE 
FOR ORIGINAL 


SUMP/NG- JACKS 





MOTHERS > 


and trust Jumping-Jacks . . . their own 
experience, their doctor’s recommenda- 
tion, and their friends’ frank admiration 
have convinced countless mothers that 
Jumping-Jacks are the finest shoe for 
children’s feet. 





ee ee 
FLEXIBLE SHOES FOR Haag WEAR 
ee 


FOR ALL CHILDREN 6 MONTHS TO 4 YEARS 


ROCHESTER 3, NEW YORK 


MONETT, MISSOUR! . SKOWHEGAN, MAINE 
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tuse Florsheim Shoes 
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wear longer, and cost less in the long run. 
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fe 3 The Florsheim Shoe Company * Chicago + Makers of fine shoes for men and women 
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There will be more leather shoes in Bizone Germany this Winter. 

Per capita supply of shoes in the British and American zones of 
Germany during the next quarter of the year will increase from about one-half 
pair on an annual basis to slightly more than one pair. Reason for this upsurge 
is the shipment of $6,700,000 worth of leather sold to Germany last November and 
December by American firms. This shipment, financed by the Economic Cooperation 
Administration, as part of the European Recovery Program is the first large 
quantity of leather imported into Germany since the end of the war. 

A definite shot in the arm to the German shoe industry, it will 
provide in excess of 2,000,000 pairs. 

During the past few weeks this leather has been packed for shipment. 
Inspectors examining the material prior to loading found that generally it 
measured up to the samples and descriptions furnished by the sellers. 

Expectations are that by this time a very large portion of the total 
will be enroute and the remainder should be out of the country by the end of 
this month. 

The leathers are all shoe leathers——uppers, sole leather, linings, 
welting—-in fact, every variety of leather needed to make all types of shoes. 

t+ &£¢ # & & 

A committee composed of top-ranking Army, Navy, and Air Force officers 
with authority to make final decisions for their departments, is working on the 
standardization of clothing and personal equipment for the armed forces. 

An exhibit of 400 items of clothing and personal equipment, represent- 
ing a total cost of nearly $247,000,000 for all armed forces requirements during 
the fiscal year 1949, has been set up by the three departments at the Army 
Quartermaster Depot near Alexandria, Va., to assist the committee and its 
technicians in making selections for standardization. 

The exhibit consists of such items as undershirts, belts, boots and 
shoes, stockings, socks, nurses' uniforms and a wide variety of other clothing 
and equipment. Each item is tagged with complete information as to its use, 
specifications, cost, annual gross requirements per 100,000 troops, how it 
differs from items of the same type used by other departments, and industrial 
capacity to produce the amount required. 

One of the committee's problems is to determine if there is a valid 
reason for existing differences between items of the same category. The type of 
combat service in which the wearer is engaged is a big factor in these varia-— 
tions. For example, a soldier needs a high combat boot for hiking on rough 
terrain, while a sailor on shipboard needs a low cut shoe which he can put on 
quickly in an emergency. 

The committee must take into account the ability of industry to 
produce sufficient quantities of a standardized item to supply armed forces 
requirements. Some materials are made of wool and some of worsted, for 
instance. If it were decided to use one material for all requirements, the 
question of drain on civilian supply would also have to be considered. 

After the three committee members have decided that any items will be 
standardized for use by all services, the Munitions Board Standards Agency will 
be instructed to draw up specifications which will be used by the armed forces 
for all procurement. 

When studies are completed of the present items, it is expected that 
consideration will be given to other categories of equipment and supplies, 
including other leather products. 
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POPULAR MAGAZINES 
FOR YOUR PROFIT 


Grace Walkers, styled with the dis- 
tinction of much costlier shoes, sell 
profitably in the $7.95 to $9.95 re- 
tail price field. They offer you the 
right in-stock, fill-in line with which 
to sell today’s value-conscious cus- 
tomer. Available in a complete range 
of patterns, sizes, and types, Grace 
Walkers are nationally advertised. 
A complete dealer advertising serv- 
N ice, including free newspaper mats 

and radio spots, enables you to “tie- 
in” locally. For further information, 


see our representative or write: 


$795 ,, $995 


Some styles slightly higher 


retail 





COMPLETE 
DEALER ADVERTISING 
SERVICE 


eee re 


= Newspaper mots, radio 
tm spots, postal cards, and 
tissue inserts. 


FRIEDMAN-SHELBY DIVISION + INTERNATIONAL SHOE COMPANY, ST. LOUIS, MISSOURI 
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after wringing out all unneeded costs... 
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and getting shoes to our dealers post haste... 





oe I. how it is possible to 
produce a better shoe for less 


money...it’s the MODE ART 


program ... tried and proven. 


9.95 10.95 + Dealers Everywhere 


MOULTON BARTLEY, INC. 


710 N. 12th BLVD. ST. LOUIS 1, MO. 
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HERBERT E. SMITH, Chairman 
of the Board of the United States 
Rubber Company, says: 

“The year 1949 will be a good 
year for the rubber industry and 
business in general, according to 
present indications. A serious re- 
cession is not likely but there un- 
doubtedly will be certain fluctua- 
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tions and adjustments normally ex- 
perienced in a free economy. Four 
major influences are at work to keep 
business at a high level: 

“1. Full employment at high 
wages, giving the American 
people great purchasing 
power. 

“2. Heavy expenditures by the 
government to finance the de- 
fense and European pro- 
grams and other government 
activities. 

“3. Large expenditures by man- 
ufacturers and other business 
groups to expand and mod- 
ernize buildings and equip- 
ment. 

“4. Shortages in some durable 
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lines, accentuated by govern- 
ment purchases. 

“All rubber products are in plen- 
tiful supply. Sales volume of the 
rubber industry in 1949 will prob- 
ably total $3.5 billion, but about 
the same as 1948.” 


= * * 


P, E. PETROSKI, women’s shoe 
buyer, Lazarus Department Store, 
Wilkes-Barre, Pa., says: 

“Our greatest need is for better 
styles—styles which our customers 
will accept. During the past year 
most manufacturers have done a 
great deal of experimenting in style 
and retailers have suffered from that 
experimentation. Unable to sell 
many shoes at regular prices, stores 
have been forced to mark them down 
jn an attempt to clear their stocks of 
slow-moving styles. 

“A shoe may go big in New York 
or some other city, but that does not 
guarantee that it will sell readily 
here. Our customers do not want 
high style so much as good, sensible 
styles. They don’t want extreme 
fashions—shoes that are too open, 
very narrow toes, exaggerated lines 
and straps. Some of these prefer- 
ences and dislikes may come from 
the fact that the average woman in 
this area has larger feet than those 
in many other cities. Other tastes 
arise from less obvious reasons. 

“It has been our experience that 





RECORDER 


Git? 


price is secondary to style. Show a 
woman a style she likes and she will 
generally buy it regardless of a few 
dollars in price. But the style must 
suit her or she will go elsewhere.” 


* * * 


WARREN F. PAYNE, manager of 
the shoe department in Kennedy’s, 
Providence, R. I., says: 





“In studying the shoe buying 
habits of men, we find that it makes 
a difference whether a man is ac- 
companied by his wife. If she is 
with him, his choice of a pair of 
shoes is frequently different than 
if he were alone. He is naturally 
influenced by her likes and buys 
the shoes that please her. 

“Women appear to like the dres- 
sier type of shoes, probably because 
they feel their men folks look a lit- 
tle more dressed up when they wear 
them. Women also like the lighter 
types of shoes rather than the heavy, 
sturdy ones. 

“If a man is alone, he is quite like- 
ly to buy a real heavy type of shoe, 
perhaps a wing tip or medallion toe 


él 





or, very likely, a moccasin style. 
The latter is very popular with men 
and we are selling a jot of them, 
probably because they are very 
comfortable and look well for se 
many occasions. This type, how- 
ever, is not so popular with their 
wives and we find that we’re not so 
likely to sell them to a man who is 
accompanied by his wife. 

“While we do not try to influence 
the customer one way or the other, 
we find that the wife’s likes carry a 
lot of weight. We show all the types 
and leave it to the man to decide but 
we notice his decision is oftentimes 
that of his wife’s.” 


RESPECT 
THY. PATRONS 





MERVIN A. BLACH, president of 
the National Association of Re- 
tail Clothiers and Furnishers, pre- 
sents the “TEN COMMAND- 
MENTS OF RETAILING: 
I THOU SHALT CREDIT 
THY NEIGHBOR AS THY- 
SELF 
For thy neighbor’s credit is 
often the life blood of thy 
business. 
THOU SHALT RESPECT 
THY PATRONS 
For thy patrons are people, 
and hurt feelings may cost 
many sales in many places. 
THOU SHALT NOT 
CHISEL 
For a penny knocked off the 
corner may verily destroy a 
dollar’s profit 
THOU SHALT KEEP THY 
HOUSE IN ORDER 
For good housekeeping is 
important to housekeepers 
...And the first impression 
ye make is a lasting one. 
THOU SHALT NOT MAKE 
FALSE PROMISES 
Keep thy advertising truth- 
ful, for verily ye will be 
found out. 


THOU SHALT HONOR 
THY RESOURCES 

For these are thy best 
friends. Their friendship 
and confidence is thy great- 
est asset. 

THOU SHALT NOT KILL 
INCENTIVE 

Keep thy associates interest- 
ed and happy that they may 
reflect thy good will through- 
out the day. 

THOU SHALT BALANCE 
THY STOCK 

That thy patrons may not 
turn to another for goods ye 
should supply. 

THOU SHALT NOT COM- 
MIT GAUCHEISM 

Yea, stay within the bounds 
of good taste, even in thy 
sales and special promotions. 
THOU SHALT GUARD 
THY GOOD NAME 

For only in this are ye apart 
from thy competitor. Keep 
this MARK in mind in all 
thy dealings. and in thy 
contacts with the public.” 


* * * 


DEANE ALEXANDER, Publicity 
Chairman of the Brockton Area De- 
velopment Committee, has compiled 
“An Invitation to Industry,” an in- 





teresting mailing leaflet which sets 
forth “in brief form a fair picture 
of the Brockton area as a good place 
to build a future while enjoying the 
present—a picture in which we hope 
you can see yourself and family, 
your business and your success.” 
It’s a thumbnail sketch that high- 
lights the many advantages of 
Brockton—industrial, economic and 
social; and Deane Alexander has 
done a good job of promoting his 
city. 
= * + 

The attractive young lady was 
keeping the patient shoe salesman 
busy as she continued to slip her 


feet into one pair of shoes after 
another. The salesman had just 
brought her the fifteenth pair of 
shoes to try on, and after slipping 
them on, the sweet young thing 
finally said: “These fit perfectly!” 
The salesman, heaving a sigh of re- 
lief, was about to complete the sale 
when the young lady coyly asked: 
“Do you have a smaller size that 
fits as well as these?” 


“Notice how many more executive type clients we're selling since we replaced our 


fitting stool with that desk?" 
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EVEN THE YOUNGSTERS 
WEAR THEM 


Traditional wooden shoes and 
heavy woolen socks are an 
important part of the costume 
of young Minke Wuite, four- 
year-old Dutch immigrant, 
who recently arrived at 
La Guardia Field, New York. 
Minke flew from her native 
Amsterdam aboard an Ameri- 
can Overseas Airlines plane. 
With her were her mother, 
her father, two brothers and 
a sister. They were en route 
to Newberg, Ore., where they 
plan to make their home. 
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Informality reigns in the Sub-Deb shops where girls are made to feel at home and are given 
plenty of time to examine their own choice in shoes. 


TEEN-AGERS 22s16% 


The girls themselves serve as models for style shows, 
thus increasing interest both on the part of the partici- 
pants and of their friends and acquaintances. 
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RECOGNITION of the fact that the teen-age girl is a 
very important part of the clientele of any store selling 
fashion merchandise has been growing in recent years. 
A striking example is to be found in the recent depart- 
ments opened by the Joseph Salon Shoes stores in the 
Chicago area. 

Not only are these sections calculated to appeal to the 
teen-age customer's tastes, but they were developed 
from ideas which the girls themselves offered. A num- 
ber of teen-age girls, representatives of this important 
buying group, had the final say in how these Junior- 
Deb departments, as they are called, were to be designed 
and set up. Not only did their judgment determine the 
physical aspects of the departments, but the merchan- 
dise carried was also passed on by this select group. 

Because the teen-ager has come into her own as a shoe 
customer, and because she has distinct and definite 
tastes in shoes, merchandise selected for this market is 
now sold in separate departments in four of the six 
Joseph salons. The new departments were designed and 
developed by a board of teen-age girls from Chicago 
and suburbs, representing both high school and college 
groups. 

Meetings of the fashion boards are held well in 

















Not Only Does a Representative Group of Teen-Age Girls in the 


Chicago Area Select the Types of Merchandise to Be Sold in the 
Sub-Deb Departments of Joseph’s Stores, But These Girls Act as 
Hostesses in Departments They Helped to Design. 


advance of the coming season, so that Joseph’s can 
gauge their buying in accordance with the girls’ wishes. 
At these meetings the girls are frank and outspoken. 
They like the idea of being able to “order” their own 
styles. The fact that they have a voice in their selec- 
tion helps materially with sales. Hostesses can give 
fashion advice to girls with authority and conviction. 
And the young customers like to be advised by those 
of their own generation. 

The fashion boards have been surprisingly conserv- 
ative in most of their selections. They want what they 
are perfectly willing to call “practical” shoes. Once 
satisfied with a style, they will not accept it unless the 
shoe is of good quality in materials and craftsmanship. 
It must “wear well and give good value for the money.” 
The girls have definitely not been interested in novelty 
type shoes that may be “cute,” but have no wearability. 

During the planning of the shops the girls held meet- 


formal furniture. Their suggestion that salesmen wear 
slacks instead of the more formal business suit was also 
followed out. 


The girls introduced each of the new departments 
with open houses and fashion shows staged and planned 
by themselves. They will continue to hold regular meet- 
ings serving as boards of directors of each of the Junior- 
Deb Shops. One girl in each area will act as a hostess 
in the shop each Saturday. She will see that the girls 
waiting have magazines to read, will serve “cokes,” 
and will also give fashion advice and information. The 
girls were carefully selected by area and personality, 
and those whose career interests lie in the direction of 
fashions or merchandising were especially sought. 

In all cases the new Junior-Deb Shops are set apart 
from the rest of each Joseph Salon and represent a 
branching out of the business which promises to be a 


room (WN DEPARTMENTS 


ings to preview samples of footwear and then voted on 
styles, colors, materials and prices they most desired 
for the new departments. They asked for the traditional 
serving of free “cokes,” installation of a record player 
with an appropriate collection of “platters,” and in- 


by 
BERNICE S. DECKER 


Typical meeting of the board of 
directors composed of teen-age 
girls, who are busy selecting mer- 
chandise for one of the new Jun- 
ior-Deb shops. 


most profitable innovation. The balcony area in the 
Michigan Avenue store has been set aside for this pur- 
pose, as have a portion of the Town and Country Shop 
in Evanston, a separate room in the Oak Park store, 
and a corner of the South Shore Store. 




































SHOE NEWS 
PICTORIAL 


Lois Schenck, Broadway dancer, takes 

up shoe shining in Times Square, 

while seeking other engagements. She 

admits that much of her patronage 

comes from males who like to have 

their shoes shined by an attractive 
young lady. 


Gary Cooper stretches out and gives us a good view of his size 13's (?) 

as he studies his role in The Fountainhead in his dressing room in 

Hollywood. He plays the part of Howard Roark in the film version 
of Avn Rand's nove’. 


Below: Miss Yoland Gan- These three dresses, worn by students of 
dolli, whose father makes the Traphagen School of Fashion in New 
ballet shoes at Maryle- York, trace the development of a fashion. 
bone, London, acts as a Left to right: A Hopi Indian costume: a 
model for her father. She 1913 navy wool dress with silk blouse and 
recently sold many of red fringed belt: 1 1948 dress of black and 
these slippers at the grey faille. Both modern dresses were in- 


Tim Holt, screen cowboy star, inspects Canadian _ International spired by the Indian costume. 


the bronzing job done on the boots used Trade Fair at Toronto. 
by his father, Jack Holt 30 years ago. The Interest in British ballet 
work was done by Monte Montague, a shoes is keen since the 
W estern actor who played with Jack Holt release of the British 
and recently worked with Tim. film Red Shoes. 





Right: A “Shoe Theater” in Paris is used by Drettas, 
one of the well known Paris bottiers, to display his 
new models. The stage is set from the back, and the 
curtain is opened to reveal to interested spectators 
the creator’s newest and most intriguing stvles. 


\ 
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Comedian Danny Kaye winces as a studio first aid Interesting experiments in view of a leather scarcity are 

worker bathes his ankle, injured when his foot- being made by a London firm at Bermondsey to find new 

work got too fast for him during a comedy chase materials for shoes and gloves. They have used ostrich, 

routine on the Happy Times set at Warner's. He penguin, kangaroo, frog and toad and fish skins, and have 

cracked it against a bedpost and suffered a sprain. already found that sealskin is excellent. The uppers of the 
shoes in the photo are of sealskin. 


The very bare look in shoe 
fashions, as modeled with a 


d : ; eat : : ; ; smartly tailored playsuit-and- 
Youngsters of American servicemen greet the United States with mixed emotions coat ensemble in Los Angeles. 


on arrival at LaGuardia Field, New York, by plane from Frankfurt, Germany. All Shown as perfect 
were born in Germany, and are en route to American homes with their mothers. 
Notice the variety of footwear represented. 


for resort 
wear—and sure to appeal to the 
visitor to Winter resorts. 
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Profits That May Prove Illusory 


A GREAT deal of information that should contribute 
to a better understanding of the nature and functions 
of business profits came out of hearings conducted 
recently by a Senate Subcommittee on the Economic 
Report headed by Senator Flanders of Vermont. Busi- 
ness people as well as the general public were enabled 
to gain a much clearer conception of what profits really 
include and the part they play in a free economy as a 
result of the testimony given by economists and busi- 
ness executives at these hearings. 

The net result was to give business a pretty clean bill 
of health so far as the alleged swollen profits that have 
been so widely publicized are concerned. As Senator 
Flanders observed at the close, “Business made a better 
case for itself than had been expected.” 

There has been an impression in the minds of many 
people that the profits earned by business corporations 
have shown a tremendous increase in the past few years. 
This impression has probably resulted in part from a 
hasty reading of corporation statements or the sum- 
maries of them that appear from time to time in news- 
papers. It has likewise been fostered by statements, fre- 
quently exaggerated, of political spellbinders who figure 
that the easiest way to gain popular support for their 
candidates is to attack high prices and high profits. 
Mostly we believe, it is the result of a fundamental error 
on the part of people with little or no business experi- 
ence who think of profit simply as the take-home pay of 
stockholders and top executives and who do not realize 
that out of profits must also come much of the working 
capital that is required to keep the business alive as a 
going concern, to say nothing of expanding it. 

It was Professor Sumner H. Slichter, Harvard Uni- 
versity economist, who pointed out to the Flanders sub- 
committee that even business people are misled to a 
considerable degree by this kind of thinking. The 
reports of many business corporations, he maintained, 
tell an exaggerated story because they include as profits 
increases that are tied up in inventories or in plant or 
equipment purchased at today’s higher price levels. 
The Harvard economist argues that such items do not 
represent profits in the true sense. They merely reflect 
the increased cost of inventories resulting from the 
higher prices. 
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In other words, to maintain its stocks of merchan- 
dise or materials in process at the customary levels, a 
business must have spent considerably more than it 
would formerly have paid out to acquire such stocks. 
This increased cost of inventory is carried on the books 
as a profit and so appears in the annual statement be- 
cause such has been the customary accounting pro- 
cedure. But the actual physical inventory is no greater 
than before. The increase cannot be distributed as 
profit without lowering the stocks of merchandise or 
materials on hand and considered necessary to operate 
the business. 


|T would be futile to deny that some people have taken 
advantage of wartime and postwar conditions to exact 
profits that were inequitable, inordinate and unfair. The 
practice of many used car dealers in marking up the 
price of a car several hundred dollars above the list 
price for the same model if sold brand new by an 
authorized dealer is an example. We do not doubt that 
there have been occasional instances when shoes have 
been sold at prices above those that were warranted 
by the costs of materials and labor that went into them, 
even at today’s market. Those things happened mainly 
because automobiles, shoes and many other items were 
in short supply and competition, the normal price regu- 
lator in a free economy, failed to function. But it’s 
never good policy for an established firm that expects 
to stay in business to take advantage of its customers, 
and for that reason far-sighted manufacturers and mer- 
chants have usually refused to take more than their 
normal markup, even when customers might have been 
willing to pay more. 

This attitude of self restraint on the part of business 
in an inflationary period was both wise and commend- 
able. Now there are indications that inflationary forces 
are being brought under control and that competition 
may once again resume its normal function as a re- 
straining influence on profits and prices. Under such 
circumstances the problem confronting most business 
executives may soon be, not how to determine a profit 
level that is fair and equitable to all concerned, but 
how to earn and retain a profit that is adequate to safe- 
guard the future of the enterprise. 
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genuine Fleming-Joffe quality 


The Fleming-Joffe cobra branch of 

the snakeskin family, gives these Styi-EEZ shoes every 
luxurylook and feel at one far-from-luxury 

price. And famous Styl-EEZ shoes 

give gentle, welcome instep support. 
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colorful snake promotion in February Charm 


ARCH PRESERVER + TRU-POISE 


THE SELBY SHOE CO. Selly Shoes STYL-EEZ » EASY GOERS 


ACTIVE MODERNS + TOWN WALKER 


PORTSMOUTH, OHIO GROUND GRIPPER + CANTILEVER 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver ¢ Styl-EEZ « Easy Goers « Tru-Poise) 
926 MARBRIDGE BUILDING (Physical Culture « Town Walker « Ground Gripper « Cantilever) 


Los Angeles Office: 816 HAAS BUILDING 





Held Unique Place in Shoe Trade 





F UNERAL services for John Slater, chairman of the 
board of J. & J. Slater, Inc., former president of the 
National Shoe Retailers Association, and for many years 
prior to his retirement from active duties one of the 
most distinguished leaders of the retail shoe trade in 
America, were held December 31 at Franktown, Va.. 
where he died at his home, Pine Point Farm, Decem- 
ber 29. (Boot AND SHOE REcorDER, January 1, page 
79.) He was 88 years of age and had been connected 
with the retail shoe business which bore the name of 
Slater for 74 years. 

Measured either by his success as a shoe merchant or 
by the results of his broader activities as a leader in the 
trade, John Slater was an outstanding figure. But it was 
the rare charm of his personality and the integrity of 
his character that really gave him the unique place he 
held for years in the affections of men of all branches 
of the industry and all sections of the country. There 
is hardly a doubt that he had more friends and ac- 
quaintances in the trade than any other shoe man in 
America and actually his friends were as numerous as 
his acquaintances. To know him was to feel for him 
the warm affection that his kindly, courteous manner 
invariably inspired. 

It was but natural that a man of Mr. Slater’s calibre 
should be called upon to assume positions of leadership 
in the organizations of his craft. For two successive 
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Funeral Services in Virginia for 
John Slater, Chairman of J. & J. 
Slater, Inc., Former President of 
National Shoe Retailers Association 
Years in 


and Leader for Many 


Activities for Shoe Trade Betterment. 


JOHN SLATER 


terms he headed the National Shoe Retailers Associa- 
tion as its president and he also served in a similar 
capacity for the New York State Shoe Retailers Asso- 
ciation, an organization in whose founding he took an 
active interest and one whose success was always a 
matter of deep concern to him. 

During the long period of his prominence as a shoe 
trade leader, John Slater, in the eyes of shoe men the 
country over, stood for Fifth Avenue, the ultimate in 
footwear quality and the last word in fashion. In spite 
of this he was never too busy or too proud to devote 
time and energy to activities aimed at the assistance of 
smaller merchants and he was never happier than when 
he met with groups of retail shoe men. often represent- 
ing small town or side street stores, to discuss ways and 
means of raising the general level of the craft. improv- 
ing its service and promoting its welfare. He was inter- 
ested in civic improvement and in various charities and 
philanthropies. He was a friendly, generous, broad- 
minded, democratic gentleman. 

Born in Liverpool, England, Mr. Slater came to this 
country at the age of fifteen to serve as an apprentice 
to his uncles who had established a shoe business in 
downtown Manhattan in 1849. He progressed through 
all phases of shoe manufacturing and merchandising 
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@ We leave it to the mathematicians to solve the problems of calculus and we confess a lack of scientific 
know how to split an atom. Actually, the Fortune plan tor increasing your sales and profits is as easy as ad- 
dition in grammar school arithmetic, like 2 plus 2 equals 4. Chalk up America's top styling which the Fortune 
brand gives you at the moderate price your customers like to pay. That's the first 2." Then for the other 
"2" add Fortune's effective national advertising and the dynamic displays Fortune makes available to you for 
traffic-pulling window trims, and the free professionally designed matted ads Fortune gives dealers for their 
local newspaper advertising. There it is and it adds up to increased volume and more profits. For Fortune's 
selling and promotional plan in detail, write: 


TO RETAIL AT 


$Q95 to ‘9 95 


most styles 







MINE 


SHOES FOR MEN 


RICHLAND-DAVIDSON SHOE CO. 
DIVISION OF GENERAL SHOE CORPORATION 


NASHVILLE, TENNESSEE 
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Bu. -OHI LEATHER COMPANY, cau. oa 
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In-Demand Crepe Soles 


from Friendly’s All-Occasion ‘Teen Shoes 





Crepe soles are wanted now. Naturally, Friendly has 
them AND in-stock for two-weeks delivery. 
Naturally, too, Friendly "Teen Shoes go on from 
there, with a complete shoe wardrobe for the young, 
profitable market in your community—from 

campus wear, to soda shop, to Sunday Evening best. 


Cash in on this market that means good 





business and repeat business. Order the Friendly 


*Teen Shoes you need today to fill your demand. 





Friendly 
GoM Shoes 


. .. Also Friendly Junior 
Teens for Little Sis! 






Selling for you through 
another full page, full S°< 
color advertisement in the 
February issue of “Seven- 
teen,” the young girl's 
service magazine. 


$695 to $795 


most styles 





EDGEWOOD SHOE COMPANY + DIV. GENERAL SHOE CORP. ‘¢ NASHVILLE, TENN. 
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The women’s department pro- 
vides a pleasant and attractive 
atmosphere. Daily advertising 
tear sheets posted on the col- 
umn are an interesting and 
helpful shopping reminder. 


Condons Opens 
New Building 





Left—The Merry-Go-Round fitting stand 
in the center of the children’s shoe de- 
partment is fun for young customers, 
who can be fitted with speed and comfort. 













Marking Almost 50 Years of Service in Charleston, Condon’s Opens a New, 


Three-Story South Department Store with Generous Space Given to Shoes 


NEWSPAPERS, radio and direct mail heralded the 
opening of Condon’s new South department store at King 
and Warren Street, Charleston, S. C., recently, marking 
another important forward step in Condon’s almost 50 
years of service. At 6 P.M. on November 16th, an over- 
flow of more than 10,000 people gathered to watch Mayor 
William McG. Morrison cut the golden ribbon at the 
front door to open the store officially. 

This building, 15 months in construction, supplements 
the original North building and is connected to it by an 
over-the-street, covered bridge. It is three stories high, 
and is thoroughly fire-proofed and air-conditioned. The 
exterior surface is covered with pinkish, Georgia marble, 
and the interior is finished with white-grained marble. 
Two large display windows are at the front of the store, 
and another large window for the display of shoes is at 
the side. Each three floors of the store are connected by 
an inter-communication system. Radio programs and 
announcements of special sales and features are fed into 
the various floors by several strategically-placed loud 
speakers. A parking lot at the rear of the North build- 


ing provides parking space for customers’ automobiles. 
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The shoe department occupies 30 per cent of the first 
floor space for the entire length of the building. It is the 
particular pride of Matthew A. Condon, one of the three 
sons of the founder, who has devoted himself to this 
phase of the business ever since he joined the firm. The 
women’s and children’s departments are on the first floor, 
the remodeled men’s shoe department will remain in the 
North building along with men’s wear. The women’s shoe 
departnent is spacious, having walls and ceiling in 
pastel pink, with several large shadow boxes inserted 
in the walls. The fixture wall, about seven feet high, is 
of oak-finished wood and it also has shadow boxes. 
Along the top of the fixture wall, spaced at regular inter- 
vals around the department, in green plastic letters are 
the names of well-known branded shoes sold by Con- 
don’s. The 30 fitting chairs are of light oak with up- 
holstery of natural honey color and rose, alternately 
arranged. Accessories and handbags for a great variety 
of purposes are displayed adjacent to the department, 
enabling customers to match their shoes with desired 
accessories. 
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tHe ~Cbinbrenner— LINES 


1 THOROGOOD Work Shoes 
2 BONDSHIRE Dress Shoes 
3 THOROGOOD Children’s Shoes POLICY 


tHe ~Cbinbrenner— MARKET 


1 Farm and Industry } 
2 “White collar” folks of the best materials, at the 


3 Everybody's children lowest retail selling prices. 


1 To make the finest shoes, 


WLeinbennea— 2 To help YOU make three 
THE CUSTOMER 


sales of WEINBRENNER 


1 He works in work shoes 
Shoes where only one seemed 


2 He plays in dress shoes : 
3 He buys children’s shoes possible. 


Whi, , im a Te provide advertising 
THE FACTORIES 


support and selling aids to 
1 Marshfield, Wisconsin, 
for work shoes make our statement that 


2 Merrill, Wisconsin, 
for dress shoes 


3 Antigo, Wisconsin, 
for children’s shoes 


tHe ~Cbinbrenner— SALES PROGRAM 


1 Cross-merchandising 





2 National Advertising 
3 Dealer Sales Helps 


come true! 
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Shoes in the News 


“ 4 . . . 
WomeEN in White,” that vast army of feminine wage 

earners whose duties necessitate spending long hours on 
their feet, are always in the market for comfortable shoes. 


White kip nurses’ oxford, 

built on an improved last, 

with Air Wedge or regular 

crepe soles. From California 
Shoes, Ltd. 





Nurses, waitresses, beauty shop operators—all have a def- 
inite shoe problem. and the retailer who can offer them 
comfort. good fit and long wearing footwear will find 
himself with a nice repeat business. 





Continuous Campaign Brings Results 


lr residents of Wilkes-Barre, Pa., picked up their daily 
paper and failed to see a Walter's Shoe Store advertise- 
ment in the upper left corner of the back page, many would 
wonder what was wrong. 

That is, unless it were Saturday. For decades the store 
has advertised Mondays through Fridays in both the morn- 
ig and evening papers. Saturday night is skipped because 
it is not followed by a business day. However, an ad of 
variable size appears on one of the sports pages Saturday 
morning, and there is an ad every Sunday. 

For many years Walter's advertised as Walter's Reliable 
Shoe Store. And well it might. for the business was estab- 
lished some 70 years ago and has been in its present loca- 
tion on the Public Square since 1889. Fairly recently it 
was thought that “reliable” was somewhat like gilding the 
lily and the term was dropped. The present name plate ot 
ads always carries the phrase “Owner-Operated,” Roy 
Walters, of course, being the owner. 

Walter’s advertising is an excellent example of a con- 
tinuous campaign relying almost entirely on small space. 
Ads in the morning Record are eight inches in a single 
column; those in the evening Times-Leader are six inches, 
one column. ‘. 

Variety is combined effectively and interestingly with 
repetition. For there is repetition, even aside from the 
daily use of the same size ad in the same place. Quite 
often the same copy appears on two consecutive days. 
Getting back to variety, the store’s ad man is highly re- 
sourceful in devising different combinations of relatively 
few advertising elements. Besides the signature, there 
usually is a heading, which may be simply the brand name; 
a cut of a shoe is used about 80 per cent of the time; there 
are a few lines of sales talk, and the price is usually given. 
There may be a cut or slogan calling attention to a Com- 
munity Chest drive or other civic event. or store hours may 
be listed at the top of the advertisement. 

As a rule, a cut is used when the ad plugs a single make 
ef shoes and an all-type layout is used for special sales 
involving several brands. Occasionally handbags, jewelry 
and other accessories monopolize an ad, with no mention 
of shoes. 

Manufacturers’ mats are often used. For these and other 
ads a frequent head is the simple “At Walter's.” With the 
firm name at the top and bottom. there is little risk of 
readers failing to identify the avertisements. 


Boot and Shoe Recorder 















looks to 


) 





SHOES 


Women are looking for VALUE in everything they 
buy today. That’s why more and more women are 
turning to JOLENE Hollywood-Inspired Shoes. 
These thrifty shoppers recognize JOLENE Shoes as 
an outstanding VALUE. Quality of materials, high- 
grade workmanship, and advanced Hollywood 
styles, all at JOLENE’s budget prices. 

Consistent national advertising is driving home 
JOLENE’s message to millions of value- seeking 
women. Sell the value-minded mass market girl 
again and again with JOLENE Hollywood-Inspired 
Shoes. 
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President 
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SHOE buyers and retailers have 
expressed enthusiasm for the 
change in program that will take 
place during the 35th annual 
MASRA convention and shoe mart 
at the Benjamin Franklin Hotel, 
Philadelphia, on January 22 
through January 25. The dinner 
affair that follows the all-day Sun- 
day and Monday buying tour of 
the shoe markets on display, high- 


CAL J. MENSCH 
Secretary-Treasurer 








WILLIAM E. MORGAN 


First Vice-President 





Forecast 


Competitive Retail Situation Necessitates Broad Buying 
Knowledge of What Market Offers by the Shoe Retailer. 
MASRA Show Offers Opportunity to Study Spring Offerings. 


Banquet Feature an Innovation. 


lighted by the entertaining feats 
of stage and radio hypnotist, 
Howard Klein, will be spiced with 
three five-minute speakers who will 
give pertinent shoe news to the 
audience. Long speeches have 
been tabooed. Although Mr. Klein 
is not expected to predict the fu- 
ture for the shoe industry, his 
presence at this show does predict 
an evening of novel entertainment. 
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ARTHUR L. HERRICK DURELL S. POLLOCK I. C. SMASHEY 


Second Vice-President Third Vice-President Treasurer 
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Stories praising his interesting performance have ap- 
peared in leading newspapers of New York, Chicago, — 
and Pittsburgh. inane 

There are many reasons for the large attendance 
expected at this show. One of the major reasons as 
voiced by some shoe buyers is the competitive retail 
market that is snowballing into prominence. In the new 
scheme of business, customers keep shopping from store 
to store until they find just what kind of shoes they want 
to buy or a special kind that appeals to them. They 
will not easily accept substitutes. The wise shoe mer- 





chant will keep the style range of his stock as flexible ——_ —\ 
as buying inventory will allow. To do this intelligently ‘— < 


he has to have a broad buying knowledge of what 
<= 
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IN-STOCK SERVICE 




















Asout two years ago an upstate New 
York retailer wrote the RECORDER a 
letter asking, among other things, if 
we could telt him when the manufac- 
turers would again be prepared to sup- 
ply shoes from in-stock departments for 
immediate delivery. We thought we 
knew the answer, but in order to be 
entirely certain we checked w:th a 
number of representative manufac- 
turers. They assured us that, in view 
of the leather and materials supply sit- 
uation that then existed, it would be 
a long time before they could restore 
in-stock service. 
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It did take some time for the stock 
departments to get back in stride. for 
those leather and materials shortages 


had to be overcome. Shoes generally 
were in short supply, retailers were 
limited to quotas of their requirements 
and a number of market readjustments 
had to be worked out before retailers’ 
orders could be freely accepted, even 
on make-up shoes. Naturally. manu- 
facturers felt they must be in a position 
to take care of all of the make-up busi- 
ness that was offered them before they 
could begin to put shoes in stock. 


Once the supply situation began to 


In-stock service helps manu- 
facturers by providing the 
factory with production in 
periods when operations 
would otherwise slow down. 


straighten out, the shoe manufacturers 
lost no time in restoring in-stock ser- 
vice. with the result that today the 
situation is completely changed from 
that which existed when the RECORDER 
was obliged to advise patience in reply- 
ing to the eager. inquiry of that up- 
state merchant. Once more we have 
confirmed the facts by querying the 
manufacturers. and the general picture 
seems to be that most of those who 
believe it is good policy for them to 
put shoes in stock have restored sub- 
stantial stocks of footwear available for 
immediate delivery. 

There was a time back in the war 
and early postwar periods when some 
manufacturers envisaged a future in 
which orders would be placed by re- 
tailers at such times and in such vol- 
ume that factories would be able to 
operate continuously on_ practically 
even schedules, avoiding the peaks and 
valleys that have always constituted one 
of the shoe industry’s serious prob- 
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lems. Apparently those hopes have 
failed of realization, and once again 
the factories have found themselves in 
a situation at certain periods of the 
year when they are without a sufficient 
volume of advance orders to keep their 
employees and productive facilities 
steadily engaged. At such times it has 
been a definite advantage to many of 
them to devote their production to in- 
stock shoes. 

The return of in-stock departments 
has also been a boon to retailers, espe- 
cially in recent months when many of 
them felt the time was inopportune to 
place as large orders as they had been 
placing for make-up shoes. With prices 
at present levels, they saw a danger 
in building up inventories beyond a 
certain point. They could fill in im- 
mediate needs from in-stock depart- 
ments. however. and thus pursue a 
policy of reasonably cautious buying 
without running too great a risk of los- 
ing sales. Also they could take care of 
demands for certain sizes and types of 
shoes on which their own stocks might 
be low without compelling customers 
to wait for an unreasonable length of 
time. Using in-stock service intelli- 
gently, they were able to speed up 
stock turn, avoid building up over- 


In-stock helps the merchant to keep 
his inventory down and get quick 
deliveries on shoes he needs to sup- 
ply his customers’ requirements. 
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To Speed 49 SELLING 


Manufacturers Now Well Equipped to Supply a Wide Assortment 


of Styles of Shoes from Stock Departments for Prompt Delivery. 


loaded inventories, keep business in a 
more liquid condition to meet any 
emergency. 

The return of the in-stock depart- 
ment appears. therefore. to have met a 
definite need of the times both for the 
manufacturers and for retail stores. 































































The traditional situaton in the retail 
trade? at least since the period soon 
after World War I when retailers aban- 
doned their previous seasonal buying 
habits and went on a hand-to-mouth 
basis. has been for most stores to order 
PLEASE } 
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EVER since the actual end of the fight- 
ing war, the words “transition period” 
have become household fixtures in 
these United States, and have been ap- 
plied to everything from politics to 
daily business. Especially is this true 
in the shoe industry, and in the whole- 
saling aspect of it in particular. Dur- 
ing the war period normal methods of 
production and distribution were vio- 


ROLE of the WHOLESALER 


lently disturbed by the exigencies of a 
national emergency. Production under 
strict government control, distribution 
under a rationing system, set aside the 
normal flow of goods from raw mate- 
rial to finished product, from tanner 
to ultimate consumer. 

It was in this period that the whole- 
saling phase of the shoe industry re- 
tremendous impetus. Some 


s 


ceived 





wholesalers had maintained such close 
connections with their suppliers before 
the war that they were assured of a 
substantial quota of shoes even whe 
shoes were scarce. Needless~to say, 
ing of any 


























tion of controls, botemt 
and the distribution 5) 


No Lona: is “ vetatle er content to take 
whatever he can get. and make hi 
commitments far in advance 
actual selling season. No loa 
manufacturer flooded with ee 
than he can handle, nor is the 
saler in a position where he can f 
and choose hi&customers. 

What is the pdsition of 
saler today? How “dk 
reflect those of the indu: 
To answer these questions. <@& 
sary to study the structuré@ 
wholesale phase of the business 3& 
determine what function it serves. \. 

One of the most surprising aspects\ 
of any study of the shoe wholesaler is — 
the almost universal confusion in the 
industry with regard to the term 
“wholesaler.” The wholesalers them- 
selves are clear on the distinction be- 
tween wholesaling and jobbing; few 
others in the industry are, however. 
As the wholesalers themselves define it, 
they are concerned with supplying the 
small independent retailer with style 
merchandise, and doing so on a short- 
term basis. They work with their re- 
sources in advance of the season, place 
their orders early, and are ready with 
the merchandise when the retailer 
needs it. A jobber, on the other hand, 
they point out. disposes of odd lots of 
merchandise, sometimes distress mer- 
chandise which a retailer may be un- 
able to move, sometimes shoes dam- 
aged in the manufacturing process. As 
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arge extent the produc 


This makes for flexibjk 


set up today, the wholesale 
shoe market is divided along lines of 
merchandise carried. Although there 
are still some general line houses, han- 
dling shoes for all the family, rubber 
footwear, athletic footwear, slippers, 
etc., an increasing number of whole- 
salers is specializing in one or two 
lines of merchandise. Thus, there are 
those who handle only women’s high 
style shoes; others carry only chil- 
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price market. 
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do so, he 
fhe popular 
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ories, absorb their entire output, 
and, in truth, dictate what that output 
will be. These isolated cases consider 
themselves more in the class of manu- 
facturers than of wholesalers, and since 
the factory activities are determined in 
toto by the wholesalers, they have 
justification for this belief. 

The larger group of wholesalers, 
however, has no financial interest in 
any factory. What control they ex- 
ercise on the product of any particular 
factory is determined entirely by the 
percentage of that factory’s output 
which they absorb. Since, in many 
cases, this is considerable, they have 
a great influence on what is done in 
that factory. 

Some wholesalers maintain their 









all retailer 7 


pasegd~ departments. 


fF are greatly in the 
lesale industry has been 
called service industry, and with jus- 
tif€ation. What the wholesaler offers 
the retailer is, primarily, service. For 
a price, he enables him to carry style 
shoes, sometimes novelty 
items, without running the risk of 
large losses if he guesses wrong. In 
this connection, let it be understood 
that the wholesaler does not compete 


extreme 


with the manufacturer’s in-stock ser- 
vice. The manufacturer stocks staple 
shoes; the wholesaler provides on short 
notice extreme promotional types which 
no manufacturer would consider carry- 
ing in his stock department. 

The the 
wholesaler performs relates directly to 
his ability to offer 48-hour delivery to 
the retailer. Thus he enables the small 
retailer to operate on a relatively small 


service function which 


stock, to size up often, and to make 
frequent stock turns. Most manufac- 
turers are not interested in this smail 
scale business, nor are they equipped 
to handle it, except on staple merchan- 
dise. The wholesaler is not robbing 
the manufacturer of his customer by 
performing this service; rather, he is 
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WHOLESALE 
MARKET OFFERS 


IN his capacity as distributor to the 
the wholesale dealer 
offers a combination of services. No- 
where is this more true than in the field 
of women’s shoes. Here the wholesaler 


shoe retailer. 


performs not only the obvious function 
of supplying shoes at the beginning of 
each new season; he also is able to fill 
reorders and meet sudden demands 
for additional pairage at very short 
notice. 

Besides this basic operation of sup- 
plying shoes, the wholesale distributor 
frequently serves his customers as style 
consultant and merchandising expert. 
To a store with a small staff and pos- 
sibly not equipped to deal adequately 
with these problems, this service has 
great value. Even in better equipped 
stores, the experience and knowledge 
of the wholesaler can be very valuable. 
Wholesalers with large scale operations 





Black suede novelty ankle 
strap, a Lester Pincus 
Original. 


in women’s style shoes, working closely 
with the factories from which they. buy, 
are often fashion experts of the first 
order. Buying pullovers from leading 
designers, they work with their manu- 





‘ facturers to produce shoes representing 
“The Fan.” wall last '2¢turers to produce shoes representing 


sling pump, a Tailor 
Tred from D. Myers. 


Black suede pump on 
new last from Krischer, 
Rogers & Fischer. 





Brown suede pump on 
new toe from Tico. 
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the best-selling style trends of the sea- 
son. In these ways. wholesale distribu- 
tors contribute to the over-all efficiency 
and usefulness of the shoe industry. 
The 16 shoes shown here are a strik- 
ing illustration of the wide choice of 
types and styles in women’s shoes ob- 
the markets 
throughout the country. Nothing has 


tainable in wholesale 
been omitted, from sturdy sport welts 
to high heel thin—or platform—sole, 
dressy pumps and strap patterns. They 
are a good cross-section of best-selling 
styles for the coming Spring and Sum- 
mer months. 






Ankle strap on new modi- 
fied toe from Vanity. 


Stepin available in sizes 
4 to 10 and widths B to 
EEE, from Nu-way. 


Boot and Shoe Recorder 








Distributors of Women’s Shoes Across the Country Equipped to Furnish the 
Retailer with Every Type and Style from Barefoot Sandals and Rubber Sole 
Sport Shoes to Tailored Pumps and High Heel Ankle Straps. 


WIDE CHOICE... 


Leather ankle strap 
sandal, a Galures 
from Gerda. 





— ee 
Five-eyelet sport oxford on 
rubber crepe sole; Goodyear 
Welt Moco-o-Tan from 











Boston. 
oston Red elk sabot strap, 
a Teenlanders from 
Natural water buffalo American. 


barefoot sandal from 
Graham-Brown. 








Red elk ghillie type tie on 
rubber crepe sole from 


Ideal. 


“Ballerina Pump” in black kid 
suede, rubber crepe sole, from 
Jaffa. 





- , 







Black suede cross-strap on 
wedge heel, Temptation by / 
Jay & Jay from Pierre 


Broad decorative subot 
strap pattern, an Em Jay 
from M. J. Saks. 





Black suede sling pump with Brown calf cross-strap 
leather lacing embroidery, a sandal from Solnit. 
Par Exceilence from McBreen. 
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Patterns From Wholesalers 
Reflect CONSERVATIVE Trend 


P ERHAPS because the wholesaler in his selection of shoes must be 

quite as alert and yet “sensible” as the retailer, this showing of patterns 

from the wholesale market reflects conservative styling. The retailer 
d 5 


when he buys shoes can make his selection with limited 
geographical sales area in mind. However, the whole- 
saler, like the manufacturer who builds a stock 
department, must serve his customers from coast 
to coast, from the Gulf to the Canadian border. 
That retailers like the type of styling available 
from the wholesale market is reflected by the 
legion of stores which depend on wholesale 
resources for a large part of the shoes they sell. . - 














Two JOHNNIE 
WALKER Pat- 
terns — Modern 
Shoe Company 


FEATHERBED 
— Kelly Shoe 
Co., Ine. 






JULIUS GOLD. 
STEIN & SONS 
co. 


YORKSHIRE— 
Dia-Tred Shoe 





















Co., Inc. 


BOBSON — B. 
Friedman Shoe 
Co., Inc. 


BROAD. 
STREETER — 
Tattle - Winick 

Shoe Co. 


I. COHEN & 
SONS 





VARIETY 


Shoes for Young Customers of All Ages, from Tots to the 


PERHAPS the one characteristic which distinguishes 
the wholesale juvenile market more than any other is 
that of versatility. Shoes for young people of all ages— 
from the child who is learning to walk to the teen-age 
girl or boy of high school age—are to be found in the 
current stocks of the shoe wholesalers. 

This versatility extends to the types of shoes carried 
as well as to the size ranges. In addition to a relatively 
small number of classic types, the wholesaler carries 
fairly complete stocks of the faster novelty items. Thus, 
a small retailer who draws upon the in-stock depart- 
ment of a manufacturer to keep his stocks adequate 
on the basic styles may often tap the wholesaler’s stock 
of novelties in order to offer his customers a certain 
percentage of more highly styled items. Many a retailer 
has found to his advantage that the display and promo- 
tion of these novelty items will move, in addition to 
themselves, a large percentage of classic types. Thus 
he finds that when he sweetens his stock with these pro- 
motional shoes, his total sales of juvenile shoes will 
benefit by their promotion. 

Wholesalers’ lines of juvenile shoes for Spring include 
many which have drawn their inspiration from best 
selling shoes in women’s lines. Among the treatments 
which can be traced to the adult influence are the use 
of straps—single or multiple, ankle or cross; back inter- 

















Dressy types for the young folks. Clock- 
wise, starting lower left: Black patent 
Mary Jane with ankle strap; Little Judith 
from Promenade. Black patent Roman 
sandal; Foxy Steppers from Hy Quality. 
Very open sandal type casual of plastic- 
ized suede, available in variety of colors; 
Surrey. Cross-strap patent pump with 
high back, red piping; Sinbac. 





All-Important Teens, Are to Be Seen in the Lines Offered 
for Spring by the Wholesale Section of the Industry. 


est; casual types in high colors. Variations on the classic 
types which give them a novelty look are also to be 
found; these include strapped saddles, ankle strap Mary 
Janes, Roman sandals with a new 1949 look. 


Sport shoes for the young customer. Clockwise, start- 
ing lower left: Alligator print saddle in a two-strap 
treatment; Peter Pan from  Kreider-Creveling. 
Buckled monk pattern; Happy Days from Charles 
Meis. Double cross-strap treatment, opened up with 
cut-outs and perforations; Betzy Cross from W earwell. 
Buckled saddle in red on white with colored welting, 
white rubber sole; Edwards-Way from Payes. 
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SALES CONTINUE TO DROP 
IN CHICAGO 


RETAIL shoe sales in Chicago con- 
tinued to decline through the last two 
weeks of December. Christmas slip- 
pers, evening shoes, and early resort 
shoe sales helped to boost sales vol- 
ume considerably. They did not, how- 
ever, take up the slack left by lack 
of sales of galoshes and heavy storm 
wear. Up to Christmas, Chicago had 
no heavy snow storm or severe Winter 
weather and, as a result, sales were 
slight on this type of merchandise. 
One large retail outlet reported storm 
wear sales this year only one-tenth of 
1947 totals for the same period. 

The black opera pump in both 
suede and calf continue to be the most 
popular pattern, with ankle straps and 
sandals still important. Closed toes 
are selling freely and are strongest in 
demand just now. Most retailers 
point out, however, that they do not 
consider this as a complete acceptance 
of closed toes. Spring sales of open 
toes are expected to top the closed 
versions. About 50 per cent of sales 
of dressy shoes are in platforms. 

Gold and silver are topping evening 
slipper sales, with lots of brocades 
and “tintables” for matching cos- 
tumes in demand. White and black 
satin have also sold well in evening 
types. Resort shoes began to move 
about December 15th. Spectators, 
brown and white in oxford types and 
all-whites are being promoted and ac- 
cepted. In the high style salons there 
is a demand for resort types on the 
extreme side, particularly in clogs 
and wedgies. Heaviest buying in re- 
sort wear is expected to begin after 
the first of the year. 

Clearance sales began earlier this 
year than they have in a long time. 
Record sales are predicted for Janu- 
ary due to the fact that for the first 
time since prewar days, real values 
and reductions will appear in clear- 


ance sales. 
* * * 


SALES AHEAD IN 
LINCOLN FAMILY STORES 


FAMILY shoe stores in Lincoln, 
Neb.. reported that sales for 1948 
ranged from 5 to 15 per cent ahead 
of 1947, while departments handling 
women’s shoes alone reported dollar 
volume ranging from 8 per cent be- 
low 1947 to 10 per cent above. Men’s 
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shoe departments were listed at 10 
per cent below to 10 per cent above, 
and children’s departments at 4 to 
18 per cent up. 

Most buyers are expecting first 
quarter sales in 1949 to run about 
even with 1948, but one large women’s 
shoe salon is stocking about 10 per 
cent heavier than a year ago for 
Spring selling. 

Casuals will be best sellers in 
women’s lines for Spring, all buyers 
were agreed, with wedges tabbed as a 
favorite and considerably more color 
to be sold than last year. Colors will 
be very good in Spring selling, the 
Lincoln buyers predicted, with blue, 
red, green and honey tan expected to 
lead. One buyer, however, looks for 
grey to continue strong. Black will 
be more important in men’s shoes, 
it was said. while more color will be 
in demand for girls. 

One buyer, who said December 
sales of women’s shoes were slightly 
below expectations, is stocking about 
10 per cent heavier in Spring shoes 
than a year ago. Sales for 1948 were 
about 10 per cent ahead of the pre- 
ceding year, he added. A buyer whose 
women’s shoe sales for the year were 
about even with 1947, stated he ex- 
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“These suedes are soft as gloves on 

your feet," said Chas. A Stevens & 

Co., in Chicago, introducing twe low- 
heel wedge models. 


pected to do about the same volume 
of business during the first half of 
1949 as for the same period a year 
ago. but would depend more on re- 
orders this coming season. 

Casual shoe sales have been the im- 
portant factor in holding up unit sales 
in Lincoln women’s departments, ac- 
cording to buyers. Holiday slipper 
sales were spotty, with two stores re- 
porting a slight decline from the 
preceding holiday season, and two 
reporting gains of 5 and 10 per cent. 

One buyer reported that women 
are still buying better quality shoes 
and that consumer resistance to price 
is more noticeable in the medium 
price bracket than in shoes selling at 
$18 and up. Best seller in December 
was a dressy black suede in both 
sling pump and sandal styles. Plat- 
form and colors also were good in 
December, along with reptiles, par- 
ticularly in lizard. Green and grey 
ran about neck-and-neck in color 
preference. 

Another buyer said that he was 
able to beat 1947 figures only because, 
handbags had been added to his de- 
partment. Matching handbags retail- 
ing at $20 to $30 made up more than 
10 per cent of his sales for the year. 

Deliveries were said to have been 
slow until mid-December when they 
started coming in ahead of time. Buy- 
ers say there should be no sales lost 
in the Spring season because of lack 
of supply, providing initial orders 
were adequate as to size range and 
selection. Reorder goods are expected 
to be more readily available. Brand 
names also are expected to be increas- 
ingly important in 1949, particularly 
in medium and higher price brackets. 

Two buyers reported that rubber 
footwear sold out faster than in the 
preceding year for the late Fall and 
early Winter, and reorders were 
earlier and heavier. Same buyers said 
December slipper sales were well up 
to last year but shoe sales were slower. 
Children’s volume was good, men’s 
fair and women’s slow. Cordovans 
and wine colors were in demand in 
men’s departments, and basement de- 
partments reported brisk selling in 
both men’s and women’s lines. Multi- 
ple sales were off in high style salons. 

All buyers agreed that the shoe 
business will be more competitive in 
1949, and that good salesmanship will 
be at a premium. 
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CLEARANCES STIMULATE 
NEW YORK SALES 


E np of the year business in New 
York shoe departments and stores was 
stimulated by a great many clearance 
sales, with prices slashed to half their 
normal figure and one important style 
store advertising its “first sale in six 
years.” The results, in spite of very 
unpropitious weather during the first 
week, were gratifying, according to 
managers of most departments. No 
particular trends in consumer buying. 
were noted in purchases, since varied 





assortments of shoes were included in 
the sales. 

Styles that continue to sell espe- 
cially' well throughout the city are 
shell types, lattice-work pumps and 
opera pumps. Opened-up shoes are 
still in strong demand, and platforms 
are still very much wanted, especially 
on such shoes. Flats continue strong, 
and a variety of heel heights is being 
bought in opera pumps. One store 
reports a strong demand for closed 
toes, medium heels, smooth leathers 
and colors. 

The past month saw a number of 
types selling. Evening slippers con- 
tinued to take some business. One 
store with a promotion on brocades 
reported good results. Another noted 
that gold and silver evening slippers 
were selling, with silver proving 
equally as popular as gold. Shoes for 
Southern resort wear have been mov- 
ing and are expected to increase in 
volume during the month of January. 
A multicolor kidskin shoe with match- 
ing bag was doing well in one store. 
A shoe with high cork wedge and 
matching bag with cork bottom was 
also a highlight in resort selling. 
Rafhas have been bought, too, for 
Southern resort wear. 

Because of slow business during the 
past few months—even Christmas was 
not too good in most shoe depart- 
ments, including slippers—merchants 
are giving more than usual attention 
to the question of price. One buyer 
of better shoes in a big department 
store calls $10 and $12 a “good price” 
for his department; $6 to $4.70 for 
the budget department. Another 
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Discover our high button charmer with lady- 
like midway heel. Black, brown, or green suede 
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The importance of buttons in this 

season's fashions was stressed in this 

ad by Jack Jacobs’ Paris Footwear 
in Buffalo, recently. 





buyer for an important group of de- 
partments explained the policy of his 
store. “In our cheaper classifications 
we have not dropped the price nor 
looked for a cheaper line in the same 
factory, but have bought $5 and $6 
shoes in cheaper factories as oc- 
casional items.” Another important 
buyer says his aim is an average 
of $13. 
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HOLIDAY SALES UP 
IN TWIN CITIES 


St. Paul 


§ HOE sales, which were reported 
slow during the first of the Christmas 
shopping season, picked up somewhat 
toward the close. The Saturday pre- 
ceding the holiday was said to be the 
largest in sales, topping that of the 
same time a year ago. 

Slipper sales were high. Practically 
all shoe and department stores fea- 
tured slippers in wide selection, giv- 
ing them prominence in bars and 
front store location. A survey of 
chain stores showed slippers to be in 
top place in a majority of stores, with 
those of lower price selling better 
than high priced merchandise in 
women’s and children’s styles. 

Children’s shoes were reported as 
second in demand. The baby doll 
style with ankle strap was popular. 
Patent leather wedgies with ankle 
strap were featured for dress-up wear. 
Popular style for boys was a military 
type with side buckle. Cowboy boots 


were good Christmas sales items, fea- 
tured in many stores. 

Rubbers and overshoes continue to 
sell as snow and ice conditions are 
prevalent. 

In women’s shoes, pumps are popu- 
lar. Schuneman’s, Inc., featured a 
nine-to-dine anklet, a pump for day- 
time wear with a strap which could 
be slipped on for evening wear. 

In walking shoes, oxfords in sling- 
back style are good, as are, also, mid- 
high heels on sling pumps. The Em- 
porium showed a sling pump for wear 
with suits or wool dresses, with me- 
dium heel. dressed-up with two bands 
of leather crossing high over the in- 
step. 

* 8 @ 
Minneapolis 


C HRISTMAS in shoe stores was 
marked by heavy advertising, which 
ran from slippers to party shoes, with 
a sprinkling of suggestions for wear 
in warmer climates, as movement to 
the South begins. 

Sales were spotty with some stores 
reporting a marked tendency on the 
part of customers to buy only neces- 
sities. Slippers moved well and sales 
of children’s shoes for school wear 
were reported to be good. 

Stores are continuing to clear stocks 
with early markdown sales, but it is 
reported that many customers are 
holding off in buying for greater 
markdowns as the season progresses. 





Black suede continues to be popu- 
lar. Medium heels are well liked, 
supplanting for street wear the very 
high heel. 

Young-Quinlan featured metallic 
shoes for dancing or for wear in va- 
cation spots. They were in several 
styles, in silver, bronze, black suede 
with gold or black suede with silver. 

C. M. Stendal showed medium heel 
pumps in calfskin; in navy blue, 
brown or black with flat vamp orna- 
ment. 

Blue is expected to be a favorite 
Spring color. Play shoes will continue 
to be featured strongly, with many 
stores putting in special departments 
to feature this type. 

Stores that specialize in sport shoes 
of various types find good demand 
during the Winter season in this area. 
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An accessory which many stores are 
piomoting is the soft knitted, leather 
soled shoe for wear after skiing. 
Handbags are reported as selling 
well. often singly rather than in en- 
semble. It is expected that shoes and 
matching handbags will find good 
sales for Spring. Handbag sections 
are featured in most shoe stores, par- 
ticularly those that stress high style 


shoes. 
* * * 


LEISURE EVENING TYPES 
WANTED IN MIAMI 


DiEcEMBER buying throughout the 
Miami area ran heavily to leisure and 
evening shoes. There was great ac- 
tivity in all lines of leisure slippers. 


wy a 









Considerable demand was felt for the 
more decorative types. This was es- 
pecially true in women’s shoes. Prac- 
tically all shops emphasized men’s 
slippers for gift buying, and the at- 
tractive styles were picked up in 
quantities. 


Slippers in gay brocades as well 
as silver and a little gold, sold well. 
Some beading was seen on the more 
exotic styles, but for the most part 
the plain, unadorned slipper was in 
demand. Beautiful fabrics were more 
to be desired than elaborate decora- 
tion. However, following the growing 
trend for bronze. some bronze bead- 
ing was sold. 

Three leather surfaces have been 
most prominent. First is suede, 
which is topping all else. Second is 
smooth calf and kid, and third, rep- 
tile. Delman had a fine suede in 
plain classic pump model, suggested 
for cocktail or dinner wear, in black, 
brown, wine, green or Acajou tones, 
and decorated with a large hammer- 
ed metal buckle in gold, silver or 
bronze. 

While the showings in bronze are 
all in the higher price bracket, the 
bronze shoe is not yet as popular as 
was the gold of last season. It would 
seem that dealers are cautiously feel- 
ing their way in this finish. 

There is no let-up in the use of 
ankle straps. A check on what 
women are wearing at the races and 
elsewhere shows that the closed toe 
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model is in high favor. The shops 
are showing plenty of closed toes not 
only in the higher price brackets. but 
also in the popular price range. 
Closed toes are featured in every- 
thing from leisure slippers to play 
shoes. dress shoes and evening models. 

This so far has been a black season. 
White is sure to come more strongly 
into the picture as Winter advances. 
Color is quiet. with little activity in 
grey. navy and brown. Some _ red 
is moving. 

* & # 


BUSINESS GOOD IN SAN 
FRANCISCO STORES 


Hotipay business in the San Fran- 
cisco Bay area was exceptionally 
good this year, according to reports 
by leading retailers. The Emporium 
Department Store reported the big- 
gest Christmas business in that store’s 
history. This is quite a record, for 
the Emporium has been known for 
the large volume of its business for 
many years, and this year’s Christmas 
business even surpassed the lush sales 
of the war years. Most of the other 
department and independent stores 
are making similar reports. 

Shoe retailers state that the holiday 
business started out very slowly, and 
many thought that it was going to be 
below last year, but during the last 
two weeks before Christmas, buying 
started with a rush and there were 
times when there were such crowds of 
customers that salesmen were unable 
to take care of all of them. 




















Sparkling shoes for after-dark affairs 

during the holiday season were of- 

fered in this ad by Pessemier's in 
Seattle, Wash. 









Sales were well balanced between 
men’s, women’s and children’s shoes, 
with slippers, belts, bags, hosiery and 
other accessories having their usual 
strong demand. Some merchants re- 
port as much as 10 per cent increase 
over last year’s Christmas business, 
and others had gains of from 2 to 5 
per cent. 

Immediately after Christmas most 
shoe retailers announced semi-annual 
clearance sales and quoted price re- 
ductions of from 20 to 50 per cent, the 
larger reductions being on the novelty 
and higher priced numbers. 

Heavy December snows in the 
Sierras started the skiing season, and 
many merchants promptly took ad- 
vantage of it to start promotions of 
ski boots and heavy footwear for those 
going to the snow resorts. 

San Francisco’s famous annual 
Debutante Cotillicn Ball was held 
at the Palace Hotel on the Tuesday 
night after Christmas and society re- 
porters of the leading newspapers 
covering the affair were impressed by 
the fact that most of the debutantes 
wore either very low heeled shoes 
or ballet slippers with no heels at all. 

Looking forward to 1949 the lead- 
ing shoe retailers in this area feel 
that business will be very good here 
due to two factors. First, the con- 
tinued high employment figures, and 
second, the continued heavy influx 





of new residents moving into this 
state from the East and Middle 
West. The long waterfront strike 
was settled in December and em- 
ployer-employee relations seem to 
be improving with both groups want- 
ing to keep production going without 
work stoppages. This should result 
in steady payrolls and good business 
conditions. 
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“NORMAL” CONDITIONS 
PREVAIL IN ST. LOUIS 


lr year-end observations of St. Louis 
shoe merchants can be taken as a 
significant criterion, the frequently 
predicted prewar norm has arrived. 
Because St. Louis is an old, conserva- 
tive city, whose population like that 

[TURN TO PAGE 136, PLEASE] 
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Can Radio Sell for You? 


Can radio sell for you? Can the medium that on na: 
tional programs has sold everything from cereals to elec- 
tricity, from cigarettes to good will, succeed in selling 
your shoe store? 

If the experiences of hundreds of shoe merchants in 
every town and city is any yardstick, the answer is yes. 
Rut some radio programs, like some newspaper campaigns, 
flop. What’s the answer to successful radio selling for 
shoe stores? 


Powerful Selling Tool 


Radio advertising is one of the most powerful selling 
tools ever devised. If you are thinking of trying it, or if 
you want a blueprint of how to make your present radio 
advertising pull heavier results, here are hints, ideas and 
suggestions gathered from successful radio advertisers: 

Briefly, you must consider four factors in planning to 
mass sell over the air. They are the program format; the 
commercials; the time of day you reach your prospects; 
and the station you use to carry your selling plugs 

Any one of these factors can wreck “an otherwise well 
thought-out radio campaign if it is not handled correctly. 
For example, if you are selling to men, the best commer- 
cials in the world, and the finest network program, won't 
do the job for you if you advertise at an hour when most 
radio listeners are bobby sox girls, or if the station you 
use has a predominately feminine listenership. 

The shoe merchant going into radio advertising has a 
wide choice of program formats and styles. He can use 
news broadcasts. He can sponsor broadcasts of sporting 
events. He can use chatty housewife programs. He can 
put on a shopping news of the air or, as one New Orleans 
company did, he can sponsor a Society News of the Air. 

Or he can use spot broadcasts, which are interspersed 
between popular programs. Here, the broadcast format 
can be a straight commercial, read by a station announcer. 
or it can include sound effects and music to punch across 
its message. as do the spot commercials of many big 
advertisers. : 


Deciding a Program Format 


In deciding upon a program format, you must first con- 
sider your budget. Naturally, a limited budget won’t allow 
for much fancy stuff. 

Next, you must decide upon the market you want to 
reach. What sort of program you use will depend to a 
great extent upon the people you want to reach with vour 
commercials. Different kinds of programs draw different 
kinds of audiences. It is obvious, for example, that a 
sports broadcast will have a primarily male audience, with 
only a scattering of women listeners. A program of shop- 
ping news or chatty gossip will interest women—but not 
men. A disc jockey program of recorded music will find 
its strongest appeal in the bobby sox market, with some 
appeal also to younger women and men. 

A news broadcast will interest both men and women, but 
listenership studies have found that it will draw a slightly 
heavier concentration of male listeners. If the news is more 
local than national, you can interest a greater percentage 
of women (who usually care more about what is happen- 
ing in their own home towns than what is cooking at the 
United Nations sessions). 

If the audience participates in your show, you have an 
almost sure-fire attention gimmick. An Arkansas adver- 
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SHOES 


jy you vee 


Ask your shoe man, or write for 
the name of your nearest dealer 


PETERS SHOE COMPANY, SAINT LOUIS 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Max “cli tht and Markets 


New England 


TRADE authorities in Boston estimate that, considered 
as a whole, this region’s shoe industry is operating at 
about 75 per cent of capacity, although they add the ob- 
vious by pointing out that this percentage cannot be 
applied to all segments of the industry. It is merely 
a general average. 

Manufacturers of men’s, women’s and children’s slip- 
pers are seasonally quiet following what some of them 
report to have been the largest business they have ever 
done. Much the same applies to the makers of work 
shoes whose runs have now been completed and who are 
working to build up a backlog of orders to insure steady 
employment during the next run. The manufacture of 
this type of shoe will probably engage more of New Eng- 
land’s attention during coming years. At least one New 
England company already has announced its intention 
of dropping the manufacture of men’s dress footwear 
and of concentrating on work shoe types. 

Makers of men’s volume grade dress shoes, selling 
mostly to chains and mail order houses, are busy and have 
orders on hand of sufficient quantity to insure production 
for some time to come. Higher grade men’s factories are 
working on a week to week basis; a few closed at the 
end of the year for what was believed would be a 
short time. 

Women’s higher grade factories also find the going a 
bit difficult since, although orders have been trickling 
in since last Fall, their total volume is not sufficient to 
insure full-time production. In the lower grades, however, 
there is more activity. Retailers are reported ordering 
leather dress types which they can sell at under $10. 
The busiest factories, however, are those making casuals 
to retail at $3 to $5. Almost without exception, these are 
operating close to full capacity. 


Chicago 


ALTHoucH the year ended with retail shoe sales in 
the Chicago area anywhere from 5 to 15 per cent behind 
a year ago, manufacturers and wholesalers are far from 
gloomy over prospects for 1949. They are confidently 
looking for good business for the first six months at least. 
Although competition is increasing and shoes are harder 
to sell, certain spokesmen point out that there has been 
no lessening in the demand for shoes. 

It is evident that medium and lower priced shoes will 
be in the best position and will show the heaviest sales 
total as the year progresses. Basement shoe sales con- 
tinue good and so do those of chains selling in the lower 
price brackets. New mail order catalogs issued by 
Chicago houses are concentrating on women’s dress shoes 
in the $5 bracket, in place of the $6 dominant seller of 
a year ago. Reductions ranging from 75 cents to a dollar 
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on sport shoes, work shoes, and some women’s utility 
shoes also appear, and prices on moccasins, tennis shoes, 
and other similar footwear are down from 25 to 50 cents 
a pair. 

Re-orders on Spring shoes are expected to come in 
in good volume after January 15. Wholesale sources are 
cognizant of the fact that they will have to wait until 
inventories are cleared out in January sales before re- 
tailers will think seriously about Spring. Inventories 
are unusually high this year due to the fact that lack of 
severe Winter weather in the early part of the season 
delayed storm wear sales substantially. 


Although shoe sales were down in December, general 
retail sales for December were encouraging and are re- 
garded as influential on the over-all picture. Sales from 
mid-December on showed a marked tendency to recover 
from the November slump. Mail order sales picked up 
sharply, much faster than did retail store sales. This 
was regarded as significant because mail order sales are 
considered the more sensitive barometer. The second week 
of December made a better showing compared with last 
year than the first week of the month. Marshall Field 
& Co. and Carson, Pirie, Scott & Co. each reported the 
biggest business days in their history in the pre-Christmas 
shopping period. 

The Chicago Association of Commerce reports that for 
the first time in history annual retail sales of stores in 
Chicago’s Loop area for 1948 were expected to exceed 
one billion dollars. According to the same organization, 
Chicago’s retail trade total for 1948 was expected to 
reach an estimated $4,200,000,000 and the wholesale busi- 
ness to amount to about $11,300,000,000. 


New York 


MANUFACTURERS are now working on orders for 
January, February and March delivery. Most of them 
believe that business will pick up when buyers arrive 
this month to place their Spring orders. Production 
was variously reported to be: a little ahead, behind and 
about the same as this time last year. Manufacturers 
state that they are working closer, but that production in 
general is going along at a fairly steady pace. 

One manufacturer said, “I believe the picture will change 
in two or three weeks when we get a customer reaction.” 
Another manufacturer stated that “the outlook for busi- 
ness in the New York area is gloomy.” He believed that 
this was undoubtedly due to increasing competition from 
other areas. However, manufacturers as a whole have 
not been deeply disturbed by the drop in sales and price 
resistance, because they realize that this reaction of the 
consumer has not been confined exclusively to the shoe 
industry. Consumers are now shopping more discrim- 
inately, they say, and this stimulates competition which 
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IPA TIE N'Y... of course 


Brauer Bros. Shoe Co. revives the tie of the twenties, and now, 
as in that star-lit era, its coquetry is enhanced by the gleam 
of Colonial Black Patent. You will find Colonial Patent, 

in black and colors, ideal for the romantic styles 

you plan for the new season. 


COLONIAL TANNING COMPANY, Ine. 
Boston II, Massachusetts 
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How to Analyze Your Inventory 


by J. E. BEDFORD 

Assistant Professor of 
Merchandising. 

Armstrong College 


Are you paying too much income tax? 

One way to be sure you aren't is to analyze your year- 
end physical inventory. Some little phase of the inventory 
analysis may point out how you can save money on your 
income tax. A few minutes spent in a study of the results 
of the count may mean money in the bank for you. 

Some shoe retailers have been paying more money out 
in income tax than is necessary because they haven't 
properly valued their stock. Unless everything is recorded 
at the same value when the physical inventory is taken. 
the grand total will give a distorted picture of store 
operations. 

Over-valuation of the stock will result in too much income 
tax this vear. Under-estimating the amount of stock will 
save money this year. but it may place your profits in a 
higher tax bracket next year. Either way you will lose 
money. To be sure that the correct amount is paid, check 
your inventory for the proper pricing of all merchandise. 

Counting the stock in a shoe store is one of the most 
disagreeable tasks connected with retail store operation. 
If all of this extra work and expense is used only to figure 
out how much income tax should be paid. the task doesn’t 
become any more pleasant. However, all of this accumu- 
lated information can also be used to chart your store 
operations for a more profitable year. 

By making a complete analysis of all of the facts and 
figures accumulated in the year-end inventory. it is pos- 
sible to reduce expenses, increase turnover, cut down stock 
investment, and substantially increase sales and net profits. 
To make the job of the inventory analysis easier and more 
effective in your store. consider the following points. They 
will help you chart the way to more profitable shoe store 
operation. 


Gross Margin 


One of the keys to more profitable store operation is the 
gross margin figure. Is your gross margin for the past 
year what you had planned? If it isn’t as high it may be 
that excessive markdowns to unload some unpopular num- 
bers have lowered it. Market conditions on some lines may 
have reduced the amount of gross margin actually ob- 
tained and the amount planned. 

If your gross margin percentage is lower than 32.4 based 
on net sales it might be advisable to check up on your 
selling price and the cost of your merchandise to arrive 
at a fairer figure—one that will yield a profit. If your 
store expenses are more than 32.4 per cent of sales, the 
gross margin percentage should be increased to cover this 
and enough more to yield a profit for your store. 


Stock Turnover 
Rate of stock turnover is another pvint to consider in 
an analysis of the year’s end. Some experts claim that 
retail shoe stores should have a turnover rate of from 1.5 
to 2 times a year. This will vary with the lines receiving 
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major emphasis in your store, but should be close to 
that figure. 

If your rate of stock turnover is below this figure it 
may be caused by an excess of slow selling stock. When 
volume isn’t up it may be that the turnover rate is lower. 
but it is necessary to keep it low to stock a complete run 
of sizes. A low rate of stock turnover indicates that dangers 
in heavy markdowns may lie ahead in the liquidation of 
odds and ends of stock. 

Stock turnover rates that exceed the average of 1.5 or 
2 indicate that the stock is turning too rapidly. In case 
it is much higher your store may be out of stock on some 
of the end sizes, and consequently you are losing sales. If a 
complete stock is carried and maintained, the rate of stock 
turnover would be closer to the average. One way some 
shoe retailers overcome this difficulty is to check their 
stock for a more complete coverage. 

There are two ways that the rate of stock turnover 
can be increased: (1) increase the sales without increas- 
ing the amount of the average inventory investment; and 
(2) decrease the stock investment without decreasing the 
sales volume. Applying either of these methods will help 
you operate your store for more profit. 


Stock Shortage 


When the year-end physical inventory is completed it 
may show a stock shortage. Some inventory shrinkage is 
not unusual, but if the figure is large. some corrective 
action will be required. Before this cause of profit loss 
can be corrected it is necessary to determine what is caus- 
ing the problem in the store. 

Inadequate stock room control such as back doors left 
open and unattended. shipments that are not complete 
when delivered, and errors on invoices and receiving 
records may be the contributing factors to the inventory 
shortage. 

Errors in bookkeeping may arise when the shoe store is 
divided into departments and sales and receipts are not 
properly credited by department. This trouble can be 
easily corrected, but it will give a distorted picture of the 
different sections’ operations throughout the year if it 
gets too bad. 


Property Taxes 


Property taxes are another point that should be con- 
sidered in the analysis of the physical inventory figure. 
If for some reason the stock valuation has changed con- 
siderably since the last time the figure was used as a 
basing point for the taxes, it might be that the store is pay- 
ing more than it should. 

Insurance of the stock may not be for anywhere near 
the full replacement value due to an appreciation of the 
value of the stock or an actual increase in the number of 
units stocked in the store. Insurance rates are figured on 
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Role of the Wholesaler in Today's Shoe Picture 


supplementing what the manufacturer 
is willing and able to do. This applies, 
too, to the wholesaler’s assumption of 
the credit risk when he deals with the 
small retailer who may not have un- 
limited credit. Most manufacturers 
would find it unprofitable, to say the 
least, to number among their accounts 
a large group of retailers with limited 
credit rating; the wholesaler assumes 
this risk as part of his normal function. 
In effect, he serves as a factor for the 
small retail firm with limited credit. 

One service which the wholesaler per- 
forms is related directly to the manu- 
facturer. In a period such as the pres- 
ent, when retailers are reluctant to 
place early orders and to make commit- 
ments far in advance of the actual 
selling season, the wholesaler helps to 
keep the factories of his resources busy. 
He places his orders early, and they are 
usually large. Thus he helps, to a cer- 
tain degree, to iron out the peaks and 
valleys of production by enabling the 
manufacturer to keep busy in an other- 
wise dull period. 

In his operation, the wholesaler has 
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had to concentrate on specialization 
and timing. His forte lies in his ability 
to give the retailer a new style in a 
minimum amount of time. To do this, 
he must possess merchandising “know 
how,” understand fashions and styles 
and have close-working arrangements 
with his resources. He offers the re- 
tailer fast operation in style merchan- 
dise. It is not only important, but 
necessary, that his operations have 
flexibility and speed. One wholesaler 
said, “Timing is, the most important 
thing in the wholesale business.” 

Wholesalers have adopted brand 
names for their shoes for an obvious 
reason: a branded shoe provides recog- 
nition and reputation. It gives the 
retailer the opportunity to associate his 
shoes in the minds of his customers 
with his store. 

The wholesaler has found that adver- 
tising is a necessary part of his opera- 
tion if he is to prosper. This advertis- 
ing is mainly to the retailer, and 
through him to the consumer. By sup- 
plying advertising mats to his retail 


customers, the wholesaler helps the 
retailer to do a constructive promo- 
tional job. As business has become 
more competitive, the wholesaler has 
been forced to specialize and to inform 
retailers of his specialization. Repeated 
and consistent advertising makes the 
wholesaler’s brand familiar to thou- 
sands of potential customers. 

Summing up, the three main func- 
tions of the wholesaler are: (1) service, 
(2) credit and (3) fashion adviser, 
with special accent on specialization 
and timing. According to a prominent 
wholesaler, one-third of all shoes pro- 
duced are sold through wholesalers. Of 
that third, 50 per cent are women’s, 30 
percent are juvenile and 20 per cent are 
men’s shoes. In the women’s line, 80 
per cent are novelties and 20 per cent 
are staples. The wholesaler thus 
appears to have an important role to 
play in the present and future of the 
shoe industry. The wholesaler’s strength 
lies in his job of handling a mass of 
detail, and in serving many small, inde- 
pendent retailers. 





In-Stock Service to 
Speed °49 Selling 
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as many of their shoes made up as they 
felt safe in ordering that far in ad- 
vance and then fill in on the balance 
from in-stock. Some stores endeavor 
to operate largely or almost wholly on 
in-stock shoes, but that is generally re- 
garded as a perversion of good merchan- 
dising practice, at least by stores of 
substantial size. 


As a matter of fact, both systems 
have their advantages and their place 
in modern shoe merchandising. The 
retailer who looks over the samples in 
a manufacturer’s line and then places 
orders for shoes to be made up for 
future delivery can select exactly the 
lasts, styles, colors and leathers he 
wants, even to the point of modifying 
the styles in the manufacturer’s sample 
line. This gives his stock the individ- 
uality that enables him to appeal to 
many customers who would not be in- 
terested in the more or less standard- 
ized styles included in the average in- 
stock department. But he has to specu- 
late to some degree on how many shoes 
he will be able to sell and on the styles 
that customers will buy. He has to wait 
for the shoes to be made up and de- 
livered. 

When he elects to buy from in-stock, 
on the other hand, the retailer is con- 
fined to the exact styles, colors, leathers 
and the detailings shown in the manu- 
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facturer’s or wholesaler’s in-stock cata- 
logue. He cannot change them to suit 
his individual requirements. But he 
does have the advantage of being able 
to get quick deliveries and to the extent 
that he can use in-stock shoes he can, 
as we have seen, keep his working capi- 
tal in a more liquid condition. He isn’t 
gambling on the future, or taking much 
risk on changes in style, for he can get 
the shoes quickly and sell them quickly, 
and the styles offered by the average 
in-stock department are naturally more 
conservative and standardized than 
most of those included in factory’s 
make-up sample line. 

Because of these considerations, it 
is readily apparent why most merchants 
favor a judicious combination of make- 
up and in-stock buying. Right now the 
swing of the pendulum seems to be back 
in the direction of a greater use of in- 
stock service. At any rate it appears 
as certain as anything in the future 
can be that in-stock shoes are destined 
to play a very important part in the 
shoe merchandising of the future. 

To ascertain the extent to which in- 
stock service has been resumed in shoe 
factories in the various manufacturing 
areas, BOOT AND SHOE RECORDER re- 
cently queried a representative list of 
manufacturers as to the extent of their 
present in-stock operations. As a result 
of this survey a list of manufacturers 
who provide in-stock service has been 
compiled and copies are available on 
request, which may be addressed to 
Boot AND SHOE RECORDER, 100 East 
42nd Street, New York 17, N. Y. 


Finds Business Better 
In Midwest 


BostoN—Business is picking up in 
Chicago and Milwaukee territory, re- 
ports John Mercon, of the Colonial Tan- 
ning Company. 

Mr. Mercon, who is head of the com- 
pany’s patent leather department, and 
supervisor of the side leather depart- 
ment, has been calling on shoe manu- 
facturers in Wisconsin and Illinois with 
Irwin C. Wehmeyer and Ray Schneider 
of I. C. Wehmeyer & Co., Milwaukee 
representatives of the patent leather, 
side leather, calfskin and split divisions 
of the Colonial Tanning Company. 





Named Assistant Manager 


St. Louis—Jerry Doyle has been 
named assistant manager of the down- 
town Florsheim Shoe Shop here at 701 
Olive St.,.by H. R. Adams, manager. 
Mr. Doyle is a graduate of the School 
of Commerce and Finance of St. Louis 
University. 





New Family Store Opened 


Detroit, MicH.—A general family 
type shoe store under the name of Mur- 
ray’s Shoes has been opened at 16394 
East Warren Avenue by Morris Fine 
and Rose Nathanson, both formerly 
with various local shoe stores. The 
store has no connection with the older 
Murray’s Shoes, formerly operated on 
West Warren Avenue. 
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Be Be Bond 
Be Be Tex Cements 


Products of BB Chemical Co. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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FOUR 


“Tailored to-theJob 


CEMENTS 


for Slip Lasting 





These cements are designed to help you in slip lasting 
operations . . . first, by ‘providing the cement characteristics 


. necessary to do a specific job . . . second, by fitting into your 


work schedule. 


@ Be Be Bond 542 (SOLVENT type). A popular general use cement for 
covers, platforms and sock linings. Applied by hand. Crude rubber base. 


@ Be Be Tex 888H (LATEX type). Cover cementing. A fast drying cement 
with exceptionally strong bond, long week-end tack and good layout. May 
be applied by hand, machine or spray. Natural latex base. 


@ Be Be Bond S-759 (SOLVENT type). Provides a week-end tack and a 
strong bond . . . for covers, platforms and sock liniags. Hand or machine 
application. Synthetic rubber base. 


@ Be Be Tex 7788 (LATEX type). This cement with overnight tack is a 
fast drying cement with a good bond. Use it on sock linings, platform covers 
and inner or outer platform surfaces. Spray, hand or machine application. 
Synthetic latex base. 


Note: Cements made from natural latex are com- 
patible with natural solvent cements — Synthetic 
latex cements are compatible with synthetic 
solvent cements. 


Want information about MORE shoemaking “4 
cements? ... you'll find it in a concise 8-page “2% 
guide titled “U/C ADHESIVES.” Ask your 
United sales representative for the latest copy. 











“HO IN-STOCK Socnd-the-Clock STYLES 





FIRST LADY 


Why is the Fashion Bilt line your best 


* dollar-for-dollar value? 
To retail from 
6.95 to 7.95 








TEATIME 





%, 





in your vicinity. 





Condon’s Opens 
New Building 
[CONTINUED FROM PAGE 74] 


The children’s department has the 
same fixture wall as the women’s, but 
its wall above is a deeper hibiscus shade, 
and 28 red, upholstered chairs provide 
a bright complement. The feature at- 
traction of the department is a “Merry- 
Go-Round” fitting stand in the center 
of the floor, where children can be 
fitted with speed and comfort. Guard- 
ing the stand on either side are two 
hobby-horse fitting chairs which help to 
make this department irresistible to 
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FASHION BILT SHOE COMPANY « PONTIAC, 





Because Fashion Bilt makes it possible to fit more feet, 
coordinate with more costumes, satisfy more customers. 


BLYTHE 


gre aa 
én GOOD HOUSEKEEPING | 
¢ Gadies Home JOURNAL | 

i 





ILLINOIS* 





children. A nationally-known brand of 
children’s shoes is advertised five days 
a week over the radio on a children’s 
program conducted by Jimmy Allen, a 
local radio personality. 

Carpeting in both departments is 
green with a figure. Combination 
fiuorescent and spotlight lamps in the 
ceiling provide ample illumination. All 
shoe stock is concealed. X-ray equip- 
ment is used to insure correct fitting of 
shoes. And special attention is given 
to the thorough schooling of each shoe 
department employee in fitting shoes, 
with special emphasis on children’s 
fittings. 

An aggresive advertising and pro- 


motion campaign led up to the open- 
ing of the new store. Radio, news- 
papers, promotion pieces and direct 
mail were utilized extensively. On the 
Sunday before the opening, the Charles- 
ton Evening Post ran an exclusive sec- 
tion devoted to the new store and to 
Condon’s history. 

Condon’s was founded by James 
Francis Condon in 1899. Son of Irish 
immigrants, he left “the best-paying 
clerk’s job on King Street” and with 
the sum of $1499 opened his own store. 
The early years were a struggle, but 
with faith and determination and the 
help of his wife, Mary A. McLaughlin 
Condon, he managed to make the store 
prosper. At a later date, he attributed 
the store’s success to the fact that “we 
sought always and only to deal fairly 
with the people who traded with us 
and with whom we traded.” 

Mr. Condon died in 1934, leaving his 
three sons to carry on the plans he had 
made. He was succeeded to the presi- 
dency by James Joseph Condon. Wil- 
liam F. Condon became vice-president. 
Mrs. Ella Condon Hurley, who had 
joined the firm in 1913, was made sec- 
ond vice-president. Matthew A. Condon 
was elected secretary and treasurer. 
Several grandsons have also become 
partners in the business. So the name 
of Condon is assured of being carried 
on in the spirit of its founder. 





CARE Seed Packages 


To Help Europe 


NEW YORK—Two CARE seed pack- 
ages containing potential vast harvests 
of food for humans and fodder for live- 
stock in Europe are announced by 
Executive Director Paul Comly French. 

Thirty-one selected varieties of vege- 
table seeds, enough to plant a garden 
up to 50 by 150 feet, are contained in 
the package designed for family use. 
The other, weighing 20 pounds, holds 
enough hybrid field corn seed to plant 
2% acres and provide valuable feed for 
fattening meat animals or maintain- 
ing a high level of production in dairy 
cattle. 

The new CARE packages are being 
offered for $4 each, and orders are now 
being received by CARE at 50 Broad 
Street, New York 4, N. Y., as well as at 
all CARE offices throughout the coun- 
try for guaranteed delivery in eleven 
European countries. Orders should be 
sent at the carliest possible date to in- 
sure delivery in time for the planting 
seasons. 

“This latest expansion of CARE’s 
service, supplementing our $10 food 
and clothing textile packages,” Mr. 
French said, “comes in response to 
many appeals both here and abroad. 
It has been pointed out that since 
Europe’s recovery depends upon its 
ability to produce for itself, anything 
Americans can do to provide the means 
of production will speed the recovery. 
These seed packages sent now, will go 
a lonz way toward solving Europe’s 
food problems next year.” 
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“Leave us face it...” 


not all women have 


“atsy bitsy footstes” 





to retail at $6.95 / 


Count your walkouts and hold your head because you ve had no J 
casuals to fit damsels with paddle feet. Total up the sales you've kissed rd 
goodbye because you couldn't fit “Winnie Widefoot.” a 
But now: now you can do right by Winnie . . . now you can Pd 
begin to cash in on this wide open opportunity for extra ek 
sales. Desco has poured all its talents into the devel- Pe 
opment of a new casual shoe specially designed Pa 
for those forgotten women. Special lasts, special /7 comfort construction features and special sizing techniques 

rs have all been skillfully combined with a strictly fashion foot- 
ae wear approach that’s as fresh as ‘49. 
oe. Retail tests already conducted with the aid of a few friendly Desco 
a dealers have justified our original enthusiasm. Now we can state with 
we absolute confidence, “\WE KNOW THAT THESE SHOES SELL!” 
ra A basic stock of the first two styles now available will quickly prove to your 
a. satisfaction that the volume possibility on Desco’s wide shoes is surprisingly big. 
a Eventually, so why not now, invite a Desco man to show you styles Sylph and Elf! 


* SizE heya Now available in full fuitiee 
sizes, 4 fo 11, in medium, | CF 
wide, and extra wide widths. let's Zo with fd 
mm SHOE CORPORATION 


Subsidiaries: REX SHOE CORP. © WING-STEP SHOE 
CORP., 47 WEST 34th STREET ¢ MARBRIDGE BLOG. « NEW 
YORK |, N. Y. © CHICAGO, REPUBLIC BLDG. ¢ LOS ANGELES, 
HAAS BLDG. 

Factories: LONG ISLAND CITY, N. Y. © WEBSTER, 
MASS. © EXETER, PA. 
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Can Radio Sell for You? 


[CONTINUED FROM PAGE 93] 


tiser worked out a simple and relatively inexpensive form 
of audience participation show that has not only built up 
a large audience, but serves to pull people off the street 
and inside the doors. It is a street radio broadcast. Each 
day, an announcer from the local radio station takes his 
place in the doorway of the store, microphone in hand. He 
has a ready-prepared list of questions. Then he stops 
passers-by and asks them for opinions on topics of the day. 

In addition to the heavy listenership the program has 
built up, it has succeeded in directing traffic inside the 
store. People stop to satisfy their curiosity about what is 
going on, then usually remain to watch the show. All 
through the broadcast, the announcer puts in plugs for the 
store, so it is only natural that, finding himself at the door, 
the prospect should enter to look over the specials men- 
tioned on the street radio program. 


The Syndicated Program 


The shoe merchant whose budget can afford a regular 
program now has a wide choice of material. For a sur- 
prisingly low cost, you can have many of the high-powered 
and high-priced radio stars working for you. This is be- 
cause the networks have gone in heavily for syndicated and 
canned programs. Both are programs of regular network 
quality. But they are available for sponsorship by local 
advertisers in cities having network stations, at prices as 
low as you'd pay for a locally handled program. 

The syndicated program is broadcast from New York, 
Chicago or Hollywood, but instead of delivering the com- 
mercials, the program announcer says: “And now, a word 
from our sponsor.” Then the local announcer at your home 
radio station cuts in to deliver your selling message. 

The canned program is set up in much the same way, 
except that instead of being a live broadcast on which a 
local announcer chimes in the sponsor’s advertisement, the 
canned program is on a record. The record has a “hole,” 
a blank spot where the local station’s man can dub in the 
sales plug. 

The canned program gives a somewhat wider lattitude, 
in that you can put it on at any time of the day. But this 
is offset by the national continuity and the accumulated 
national interest in the syndicated program, which is 
exactly the same as any network program except that up 
to a hundred local announcers deliver the advertising com- 
mercials for as many local sponsors. 

What’s the advantage of this sort of program over true 
local programs? Neither can claim any over-all advantage 
over the other. The syndicated or canned program often 
is smoother than the local effort, but the local program 
offsets that by its purely local appeal. 

What sort of writing and handling will make your com- 
mercials sell your merchandise after the listeners have 
been roped in by an interesting program, or by good pre- 
ceding and following programs in the case of station break 
spot announcements? 

Radio advertising experts all agree that if there is such 
a thing as a magic commercial touch, it can be summed up 
in the single word simplicity. Specifically, your offering 
and the style in which you offer it must be simple. 

It is useless to expect a single commercial to sell more 
than a single idea. If you listen to the smooth-as-silk com- 
mercials used by national advertisers, you will notice that 
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Nationally Advertisea 
No. 6345 on the Wales 
Last 
In Stock February 15th 





Ever think you'd finda 
value shoe in the market 

we have today? But it’s true! 
Ward Hill is value ... real honest-to-goodnhess shoe 

value. Ward Hill is priced at what it is worth — not at : 

what it could bring. Compare Ward Hill Shoes! See for yourself - WARD HILL SHOES HAVE 

if there is any other shoe... nationally advertised ... sold 12 BIG. VALUE FEATURES! 

at this price...except for Ward Hill, that has all oe 

12 of the big value, quality features! 


SURVEY PROVES WARD HILL A SUCCESS 
9 out of 10 men who've switched to Ward Hill Shoes — say they 
Fit better + Feel more comfortable + Break in more easily 
than the other brands they’ve worn previously! * 














(Quality features found intop-grade custom shoemaking) 


4 Setter Value... 
AT A MODERATE PRICE! 


Write for our FREE In-Stock Catalogue to Knipe Bros., Inc., Ward Hill, Mass., 
for over 60 years famous for fine shoes for men. (No obligation, of course.) *Results of @ two-year impartial survey conducted for Ward Hill Shoes 
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proven 
sellers 
that 
keep on 


selling 


Commuter 





NOMADS 





, 7 a aways IN STOCK 


GENUINE ALLIGATORS 
$8.30 Less 5% 


ALLIGATOR-LIZARD 
$7.60 Less 5% 


ALLIGATOR GRAINS 
$5.40 less 5% 





all available in black, brown, red 
or green AAAA to C, sizes to 10 


MERRIMACK SHOE MFG. CO., LOWELL, MASS. 


siete eclentitin ston 








Held Unique Place 
In Shoe Trade 
[CONTINUED FROM PAGE 70] 


with the firm. 

When Mr. Slater joined his uncles, 
the concern was already well known in 
New York City and had moved uptown 
to Broadway and 13th Street. From 
there it moved to Fifth Avenue and 
later to Madison Avenue. In recent 


years, the company has opened new 
stores, in Greenwich, Conn.; Washing- 
ton, D. C.; East Orange, N. J.; Garden 
City, L. I., and Palm Beach, Fla. 
Soon after joining the firm John 
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Slater began to take an active part in 
the management of the business and 
was considered one of the industry’s 
pioneers in the design of new shoe 
styles. In 1904 he was elected president 
of the firm. When advancing years 
compelled him in 1946 to relinquish 
most of his active duties, he was made 
chairman of the board and Larry J. 
Horan succeeded him as president. 

Mr. Slater’s wife, Mrs. Mary Conroy 
Slater, died in 1943. He is survived by 
his daughter, Mrs. Marion Keating of 
Scarsdale, N. Y., five grandchildren, 
and nine great grandchildren. His son, 
J. Harold Slater, died in 1944. 









Says Canadian Production 
Is Falling Off 


QUEBEC, CANADA—Fewer Canadian 
shoes were produced last year because 
of consumer resistance and heavy re- 
tailers’ stocks, L. Paul Duchaine, presi- 
dent of the Shoe Manufacturers’ Asso- 
ciation of Canada, said recently at the 
annual meeting of the association in 
Quebec. He told the association that es- 
timated production for 1948 will not 
exceed 31,000,000 pairs, a drop of 13 
per cent from 1947 figures and 28 per 
cent below 1946. He estimated that 
1949 production might go as high as 
34,000,000 pairs. 

Mr. Duchaine said he found it “diffi- 
cult to understand” a government pol- 
icy which prevented importation of 
United States leather by Canadian shoe 
manufacturers, when, at the same time, 
American shoes were allowed in to the 
full limit of their quotas, “and sold to 
the Canadian public at prices far in 
excess of comparable Canadian shoes.” 

Toronto was chosen as the site of the 
1949 convention of the association, and 
Mr. Duchaine was re-elected president. 
Officers re-elected were: Vice - presi- 
dents, Eric M. Sabiston, Perth, Ont., 
and George C. Hodges, Montreal; exec- 
utive vice-president, Frank Millington, 
Montreal; and secretary, Lionel Theo- 
ret, Montreal. 


Kate Kamen Honored 
By New York City 


New York.—Kate Goldstein Kamen 
was among those recently honored by 
the Mayer’s committee for the Golden 
Anniversary of the City of New York 
for their assistance in carrying out 
plans for the observance of New York 
City’s fifty years of incorporation. The 
event was held earlier this year. 

A “Board of Acknowledgment” se- 
lected those departments, firms, corpo- 
rations, associations and individuals 
who in its opinion warranted official 
recognition. 

Mrs. Kamen, who resigned on Janu- 
ary 1 as executive secretary of The 
Guild of Better Shoe Manufacturers, 
was the only member of the shoe in- 
dustry to receive the award—a plaque. 





New Store Opened 


PLYMCUTH, PA.—The Shoe Box has 
been opened at 101 West Main Street 
by Lou Tannenbaum, who has been 
associated with shoe stores in this area 
for the past 18 years. Mr. Tannen- 
baum was identified with Plymouth 
stores for 11 years, and prior to that 
worked in Shickshinny and Scranton 
shoe stores. 

The Shoe Box, a family store featur- 
ing advertised popular-price footwear, 
has a modernistic front of corrugated 
metal above and below large display 
windows. Interior shelves are of 
knotty pine. 
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How to Analyze Your 
Inventory 


[CONTINUED FROM PAGE 96] 


the insurable value, but even though a change in the valu- 
ation of the stock will result in more insurance premium, 
it is best to be covered in case something does happen. 

Another point that should be considered by shoe re- 
tailers in their analysis of the physical year-end inventory 
is the buying plan for the coming year. What lines should 
be dropped? What styles have been warming the shelves 
instead of selling? 

Facts and figures may be interesting—they may give 
an indication of the way that the stock should be moving 
for profitable operation. But, just looking at the facts and 
the figures won’t put dollars in the cash register. 

To save money on income tax, to make more money on 
store operation, to liquidate odds and ends will require 
some effort on the part of the store—effort along the lines 
indicated in the after-inventory analysis of your store’s 
stock condition. 


Keen Interest Forecast for 
MASRA Show 


[CONTINUED FROM PAGE 79] 


the manufacturers’ and wholesalers’ markets are offering. 
For a good many years shoe buyers have looked forward 








to this show for planning their Spring and Easter stocks. 
This year, with the date of Easter falling twelve weeks 
after the show, the market knowledge gained here is 
expected to be especially worthwhile. The MASRA shoe 
show will present more than three hundred lines of shoes, 
and will represent every pattern last and treatment that will 
be seen this coming Spring and Summer. 

As in the past, honor roll shoe exhibitors get first choice 
in display rooms. These are represented by about forty 
firms that have displayed annually over a period of from 
ten to thirty years and are divided into groups according 
to their. years’ standing. Out-of-town shoe buyers are re- 
quested to make their hotel reservations as soon as possible. 


On Sunday, January 23, there will be a board meeting 
of the association at which new officers for the coming 
year will be elected. Present officers are: John D. Dunn, 
Hagerstown, Md., president; William E. Morgan, Pitts- 
burgh, Pa., first vice-president; Arthur L. Herrick, Suf- 
folk, Va., second vice-president; Durell S. Pollock, Canons- 
burg, Pa., third vice-president, and I. C. Smashey, Bridge- 
ton, N. J., treasurer. ; 


The convention management committee is headed by 
John D. Dunn. Members of the exhibitors’ committee are: 
Gordon Evans, Scranton. Pa., chairman; Harry Hahn, 
Washington, D. C.; J. Frederick Schmidt, Pittsburgh; 
John G. Smith, Hagerstown; Nathan Neiman, Paterson, 
N. J.; Philip Selzer, Philadelphia, and E. R. Huntsberry, 
Winchester, Va. The speakers entertainment committee is 
composed of the following: Murray Rolfe, Philadelphia, 
chairman; Maurice Yoskin, Philadelphia; W. H. Hartzell, 
Souderton, Pa. 
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Well, Mom did some figuring. 5 or 
6 pairs of shoes every year for 






Junior . . . h-m-m! And surely 

\ - she could cut down on Friend 

= ° Husband’s repair expense! And 

she really could use a vacuum cleaner... 
+ 


Of course, Junior wasn't 


( ro Yes too happy about his new shoes. 





They were heavy, and hurt his feet. 
ate ¥ And in winter, they were cold as the 
r ground he walked on; in summer, 
they were hot as... you know. 
No ventilation—no insulation. 
ry 
Even Mom got a pair. Her Cast 
Iron Boots weren’t stylish, and 


—but, at least, she did get her 
vacuum cleaner... even though <; 
she was too tired most of the 







time to use it! 


THIS IS ONLY A SILLY STORY. . . 
But smart leather buyers know that con- 
sumers demand leather-soled shoes .. . 
for only leather gives comfort, keeps 
shoes in shape, and insures an impres- 
sion of ‘‘quality.’’ They also know that 
American Oak leathers cut economically, 
edge up and finish well, and give shoe ¥: — 
buyers and wearers what they want! oe faa 
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That’s why 
they buy... 


ROCK OAK ¢ AM-O-FLEX * ROCKROME 


America’s Finest Leathers—CONSTANTLY UNDERFOOT! 


THE AMERICAN OAK LEATHER CO. 


CINCINNATI, CHICAGO $T. LOUIS, ° SQa7ae 


MiRacu.ov* 
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to improve your 
children’s 
shoe business 


a— 


a. feature a brand thoi mothers know 


2. promote your exclusive construction features 





3. give perfect fit for every foot 


4. balance your buy better 
from one resource, for tots thru teens 


Are you missing this strength in your present brand or 
brands? Then send for your Pollyanna solesman ond see 
how the right resource can help you. 


OMMENDED 


PARENTS 
MAGATINE 





A. &. KREIDER SHOE CO. ANNVILLE, PA. 
NEW YORK CITY SHOWROOM Marbridge Bidg., 47 W. 34 St. 
West Coast Representative: J. R. Hamelin, 219 W. 7 St., Los Angeles 
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Can Radio Sell for You? 


[CONTINUED FROM PAGE 102] 


no commercial. whether it’s long or short. attempts to sell 
more than one idea. 

Your style. too. must be extremely simple. In writing 
advertising that is to he read, you can use long sentences 
and involved phrases: and. although it is not a recom- 
mended procedure. you can often get away with it. In 
writing radio commercials. you cannot. The radio message 
must be spoken. The eye will retain a long sentence. !). 
the ear will not. 

It is wise, too. to remember the rule that applies to all 
advertising: Appeal to what the reader wants. not what 
you want to sell. Before writing the commercial, ask your- 
self this question. “What need of the customer’s does this 
merchandise satisfy?” Then write your commercial around 
the satisfaction the customer will receive. 

What time should you buy? Roughly, it’s a good rule 
that during the daytime you will reach fewer listeners than 
you will at night. and that a great percentage of these da. 
time listeners will be women. At night. the audience w:i! 
be vastly greater, and it will consist of a true family group. 
But it will naturally cost you much more for a program 
or for spot announcements at night than during the day- 
time hours. 

Most radio stations today can give their advertisers good 
listenership breakdowns for every hour of the day. It is 
impossible to lay down a general rule that will cover every 
listening situation. Local conditions make the listening 
habits vary from town to town. That is why smart shoe 
merchants look over the listener ratings that the radio 
stations have available. 

Similarly, the choice of which station you will use must 
be governed by the audience you want to reach. The cheap- 
est station in cost-of-time may be the mo:t expensive in the 
cost of closing a sale. It all depends upon the people who 
are natural prospects for what you want to sell. Here 
again, the listener ratings of the local stations are your 
best guides. 


Shoe Store Opens in Vancouver 


Vancouver, B. C.—W. T. Wayte, has opened a new shoe 
store at 1509 Commercial Drive, Vancouver. The store, 
which caters to family trade. features better grade men’s, 
women’s and children’s shoes. 

Mr. Wayte has had ten years’ experience in the shoe 
business. For the past two years he was manager of the 
Kent’s Shoes, at Granville and Hastings, and prior to five 
years’ service in the R.C.A.F. was associated with Craig 
Brothers Shoes. North Battleford, Sask: 

In addition to the retail business, he has a shoe repair 
department located in the rear of the shop. 

The new store is modern with fluorescent lighting, natu- 
ral cedar woodwork. carpet in wine tones with chrome 
chairs in harmonizing leather upholstery. 


Free Nylons for Customers 
ProvipENce, R. 1—Kays-Newport used full page ads in 
this city and Boston to feature its 15th anniversary. The 
company offered a free pair of 51-gauge. shear nylons with 
each purchase of shoes at $6.95 or more. 
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Yes, the wise-birds of Fashion ““% 


are counting on the luscious 
= lustre and high-style appeal of 
patent leather to put Spring shoe 


selling on volume levels. 2 a 
: HARPER’S BAZAAR -- January -- says: 


| “We love the polish of patent leather, 
: see it coming in a shining landslide 
3 for Spring.” 
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LINIVERS A swars amtnca's BEST snot ronm 


Now america’s est VALUE 


: SHOE FORM 

















Hy ere’s the BIGGEST SHOE NEWS of the year...a 
years to come! 


NOW YOU CAN BUY UNIVERSAL SHOE F 





finest Shoe Display Form ever offered to’ 
finest in materials, finest in features and fin 


At last, every Shoe Stein America can have genuine UNIVERSAL FORMS, 
first essential to corfect shoe display at a cost so low that none can afford to be 
without them. 

It took courdge to launch a Quality Shoe Form at such a low price! But it took 
more COURAGE and INGENUITY as well, to retain all the features and quali- 
ties that made UNIVERSAL America’s FIRST Shoe Display Form. 

: challenge every shoe man to find any difference in the DESIGN and .. 
LITY and WORKMANSHIP of these new $1.25 UNIVERSAL FORMS 
those which formerly sold at almost three times their pret price. 
"*hey’re exactly the same except in their cost to you. \ 





When you see your UNIVERSAL FORMS you'll agree 
“there never were FINER Shoe Forms at a FAIRER price.” 









Boot and Shoe Recorder 








Sales compelling 
A UNIVERSAL FORMS 

are available in the 
Popular Natural Flesh 
Tone and in Rich Pearlized 
Creole finish. 





























UNIVERSAL FORMS 
4 feature non-chipping 
hand painted toe nails 


at no extra cost. 
Still available without painted 
toe nails, of course. 


NEW PRICE 


23, 


Packed 24 pairs to 
the case. Slight addi- 
tional charge for less 
than case quantities. 


3 HEEL 


HEIGHTS 








MEDIUM 


UNIVERSAL FORMS 
are made of SAME sturdy, non- 
fading plastic acetate material 
and have the same patent lip- 
sealing feature to prevent break- 
age, stand hard abuse. 


UNIVERSAL FORMS 
have SAME non-flammable fea- 
tures and are approved by Fire 
Insurance Underwriters as being 
perfectly safe from fire hazard. 


LOW 


IMMEDIATE DELIVERY 


Our unique In-Stock service permits 
us to ship UNIVERSAL FORMS 
direct from factory to you in 24 hours. 
WRITE OR WIRE YOUR ORDER TODAY. 


‘CORPORATION mon we 
(30 EAST agae 7 STREET © 4 NEW YORK, N. Y. 


ihe oes ‘baci Bases SN ARR A SURE BEE AOS. pas Eeadin 
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94,000,000 
CONSUMERS 





SPRING 


$3.95 
retail 


THE HEAVIEST ADVERTISED 


MOCCASIN IN AMERICA 


WRITE FOR NAME OF NEAREST DISTRIBUTOR 
Huskies Division 


Hussco Shoe Company, Honesdale, Pa. 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 94] 


ultimately operates for the benefit of the consumer, the 
retailer and the manufacturer. 

To understand the various reactions of manufacturers 
to the current situation merely requires looking at the 
source. Because of the pressure of the high cost of living, 
the public, the mass of public, is now searching for a 
maximum of quality and comfort for a minimum of price, 
attempting to strike a happy balance between the two. 
For dress. style becomes an important consideration, of 
course. Consequently, the medium-price manufacturers 
are experiencing a demand for their shoes, while the 
demand for high style shoes. in quantity, has been abating 
somewhat. with the competition between these manufac- 
turers becoming intensified. One manufacturer said 
that the war-boom trade is now shifting back to less ex- 
pensive shoes than they bought during the war and imme- 
diately after the war. The mass of the buying public, there- 
fore. is in a state of shift and adjustment at this time. Per- 
haps in a season or two this shift will become stable, and 
the shoe industry picture may then become more or less 
stable, too. z 

As for Spring styles, it’s becoming repetitious to say 
that shoes will be open. Sandals and other open types 
are being made for the Florida trade, with some spectators. 
Several manufacturers reported that platforms were coming 
back, with one stating that two-inch platforms were 
going over strong. Designs involve combinations of 
mesh and leather, and reptiles and suedes. The general 
business caution of retailers is also reflected in their 
color selections which have been more modest in range. 
Black, brown and blue suedes have been ordered, and 
calf has experienced demand for black, blue, green and 
light tan, with one report saying that grey is getting 
attention. 


St. Louis 


Boru production and sales were moving at a near normal 
tempo here with the close of 1948, in sharp contrast to 
lete November and early December. A number of make- 
up houses which had been operating only part-time for a 
month to a month and a half were calling shoe workers 
back for a production step-up expected to reach its sum- 
mit by mid-January. Frequency of orders likewise was 
increasing, a spot-check of novelty producers indicated, 
although sales during the late months of the old year 
were admittedly below the corresponding period of 1947. 

While this dip in sales charts reflected losses in both 
units and dollars for the initial road trip with Spring lines, 
specialty manufacturers pointed out that orders for Janu- 
ary and February delivery were near the level of those 
placed in late 1947. The deficit, they said, resulted from 
retailers’ holding up on order for March delivery. While 
buying in all parts of the country had been cautious, 
manufacturers said they still had hopes that volume would 
come up to earlier expectations. 

One prominent specialty producer stated, however, that 
the only difference, as he saw it, was that his firm’s orders 
in late 1948 were just about equal to his production 
capacity, whereas a year ago his orders exceeded his pro- 
duction capacity. Producers of casual shoes have enjoyed 
a steady demand all season and production likewise has 
been high. Thus, with casuals averaged in, production 
and sales for the Spring season, when compared with a 
normal prewar year, could be described as good. 


Boot and Shoe Recorder 





i. ae) i ee ae 


oa hh wm 


Mn hea aA 


nD = FS = Af FF A 


Tans oo Trniteo meres 


—— key 


Je 





St. Louis Market Restores Immediate 
Delivery Service 


St. Louis—Sizing up on Saturday night for re-order 
Monday from a manufacturer's in-stock service department 
was a weekly routine for many shoe merchants before the 
war. Now it appears likely that merchants who buy in 
St. Louis either already are or soon will be reinstituting 
the practice. 

Within the last year both specialty manufacturers and 
general line houses here have made great progress in 
building up their in-stock departments. Jobbers and whole- 
salers also have increased their inventories and one of the 
leading eastern shoe manufacturers who maintains a large 
warehouse in St. Louis has increased its inventory five-fold 
since the end of the war. 

To the independent merchant this means greater flexi- 
bility in inventory and less cash tied up in heavy stocks. 
It means that he can keep sized up on top demand pat- 
terns, obtain a greater turnover, make more money and 
share a greater portion of the gamble on satisfying his 
customers’ wants with the manufacturer. 

But probably most important, the re-birth of the in- 
stock department gignifies the willingness of the manufac- 
turer to work closer with the merchant in doing a better 
job of merchandising in these days of declining units and 
increasing consumer selectivity. 

Manufacturers in St. Louis market could not, of course, 
maintain shoes in stock during the war years nor the 
period immediately following hostilities, because the de- 
mand continually surpassed production. And jobbers and 
wholesalers could not maintain complete stocks at pre-war 
levels for the same reason. 

But now that demand has receded to more normal 
stature, in-stock departments have become a reality and 
wholesalers and jobbers again are in a much improved 
position to service the independent merchant better. 

Customers of such firms as Brauer Bros.. Samuels, Inter- 
national, Brown and Carmo, to mention a few, will find 
shoes in stock which they can have on their shelves as 
soon as the orders can be filled. Buyers from jobbers and 
wholesalers also will find greater selection and variety 
available on short notice. And the retailer who deals with 
such firms as Paramount, for example. who do not have 
shoes in stock, can obtain fast re-orders. 

At International, for instance, general lines now are 
carried in stock in men’s, women’s and children’s shoes, 
though not in every pattern; while some specialty branches 
of International also offer limited in-stock service. Inter- 
national’s purchase last Summer of the Illinois Terminal 
building in St. Louis for greater warehouse space was 
made for the express purpose of providing for a larger 
stock of shoes to be carried in-stock. 

While Carmo’s in-stock department for plain pumps is 
not yet operational it is expected to be by mid-February. 
Brauer Bros. in-stock department, reportedly enjoying a 
good response from retailers, features the Tango pump. 
Samuels in-stock department, carrying opera pumps in 
black suede in both 21/8 and 17/8 heel heights also is 
moving at a relatively fast tempo. Johnson, Stephens and 
Shinkle, while limited in this operation, is providing such 
service on gypsy ties. 

The Brown Shoe Co. is developing in-stock departments 
in all divisions, limited to authorized dealers of the com- 
pany’s branded lines. 

A good example of the inventory levels of shoes which 
can be purchased from stock is found in the Endicott 
Johnson warehouse here, whose officials estimate that they 
have 120,000 dozen pairs. 
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Habit. 


iThese Spring ‘‘McB’s”’ are being worn 





in Hollywood where Styles are born... 
There’s glamour, Value, In Stock here, 

the greatest buys we've seen in years! 
They're right, for day or dress-up wear, 


so size up now and sell more pairs! 


No. 6046 


om 
425 
* 

An all-over Blue Kip 


Sandal with 20/8 heel; and the 
same style with 17/8 heel is 
No. 6047. We also have it 
in all-over Black Patent, 20/8 
heel, No. 6024. The 
Black Patent with 17/8 
heel is No. 6025. 







in Black Suede, gunmetal piped 

on vamp, 20/8 heel. With 17/8 
heel it’s No. 6031. Here are other 

colors: Blue Kip-No. 6032, 
Gray Suede-No. 6034, Green 

Suede-No. 6036, all 3 with 
20/8 heels. Blue Kip is 

also available in 17/8 

heel, No. 6033 


A complete line of Novelty 
Footwear In Stock™ 
Sizes: S: 5Y2 to 9, M: 4 to 9. 





Black Kid Suede with 3,” 

platform and 20/8 heel. 9 
With a 17/8 heel. 

it's No. 6019. We have it in Blue 

Kip, too, with 20/8 heel, No. 6020, 

with 17/8 heel, No. 6021. 


itn. 


SHOE CO. 
305 W. Monroe St., Chicago 6 
Write, stating your needs, 
ask for sample pairs, 
Immediate Delivery. 



















when you sell THE BEST for less! 


Send in your order now—for your full share of the 
BIG FOOTLETS PROFITS between their shoes and 
their summertime feet. The best—and your cus- 
tomers know it! Because Footlets are carefully crafted 
to sizes set by the Better Fabrics Testing Bureau. 
No sole or cross-toe seams ... in superior fabrics. 
Yet they cost less! 

Invisible on the feet—but they sell on sight and 
how they show up in your sales curve. 

Available in full Footlets, back strap Footlets and 
toe guard Footlets in cotton and nylon. Reserve 
your supply right away! J. W. Landenberger & Co., 
Philadelphia 24, Pa. 


Trade Mark 


leading magazines 
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the only foot sock nationally 


advertised in LIFE and other 




















MIKE 


Black Kip upper, oak 
bend outsole with full 
leather midsole, half rub- 
ber heel. ARCH COR- 
RECTOR SHANK, 
ELONGATED COUN- 
TER, CONTOUR 
MOLDED INSOLE. 
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California 
Los Angeles, Chesney Shoe Co. 
— Van Voorhies-Phinney 

2. 

Colorado 

Denver, Kemp Shoe Co. 
Florida 

Jacksonville, J. H. Churchwell Co. 


Georgia 


Nebraska 
Lincoln, Branch Bros., Inc. 
Omaha, Driscoll Leather Co. 


New York 
Buffalo, Reliable Wholesalers, Inc. 
New York City, Powell & Campbell 
C) 
Cincinnati, Robert Graefe Leather 


oO. 
Cleveland, Bibow & Srail Shoe Co. 





Atlanta, Gramling & Colli th 
Ilinois 
Chicago, Keehn Bros. 

Peoria, John Moser & Son 
indiana 
=o E. P. Bayless Shoe 

°. 


lowa 
Cedar Rapids, Otis Leather Co. 
Dubuque, Merchants Supply Co. 
Louisiana 
Shreveport, Lee Dry Goods Co. 
Maine 
Bangor, W. S. Emerson Co., Inc. 
Massachusetts 
Springfield, M. T. Shaw Shoe Co. 
of N. E., Inc. 
Michigan 
Detroit, American Shoe Co. 
Grand Rapids, Hoekstra Shoe Co. 
Saginaw, Michigan Shoe Co. 
Minnesota 
Duluth, Kremen-Duluth Co. 
Minneapolis, Dodson-Fisher Co. 


Toledo, Ainsworth Shoe Co. 


Pennsylvania 
Philadelphia, Bell, Walt & Co., Inc. 
Pittsburgh, Newell & Schneider Co. 
York, D. S. Peterman & Co. 

Tennessee 
Bristol, King Bros. Shoe Co. 
Knoxville, McCallie Shoe Co. 
— Wm. R. Moore Dry Goods 
o. 


Utah 
Salt Lake City, Zion’s Co-Operative 
Merc. Inst. 
Washington 


Seattle, Washington Shoe Co. 
Spokane, Adams Leather Co. 


West Virginia 
Huntington, Jeff Newberry Co. 


Wisconsin 
Eau Claire, Schwahn-Seyberth 
Milwaukee, Gaenslen Bros. Leather 


°. 
Oshkosh, H. C. Roenitz Co. 


M. T. SHAW, INC., Coldwater, Mich. 
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JANICE 


Black Suede 

Blue Suede 
Brown Suede 
Pine Green Suede 


S & M Widths 


3i° 
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Always tn Style 
Always tx Stock 





FLEX STEP SHOE CORPORATION 


Krischer, Rogers & Fischer 
Women’s Dress, Sport & Casual Shoes 
20 North Fourth Street, Phila. 6, Pa. 


See the complete Flex Step line at 

the Philadelphia Show, 
Hotel Benjamin Franklin, Betsy Ross Room, 
January 23, 24, 25. 
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“9 out of 10° 


means repeat sales for you 


9 out of every 10 men who buy Matrix come back to 
buy Matrix Shoes again. Smart good looks . . . and 
the supple, supporting comfort of ‘‘your-footprint-in- 
leather’’ make Matrix their favorite! That's why the 
Matrix franchise is so valuable to you! 


Illustrated: The Brookwood, 
style #123. In stock for immedicte de- 
livery. Send for new In-stock catalogue. 


Matrix Shoes 


BY HEYWOOD 


THE HOUSE OF HEYWOOD, Worcester 4, Mass. « Makers of Men’s Fine Shoes Since 1864 
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X-Ray Regulations 
Announced in Detroit 


Detroit—Detailed regulations for the 
use of X-Ray fitting machines have been 
formulated by the Detroit Department 
of Health’s Bureau of Industrial Hy- 
giene, following several months of study 
and conference with shoe men as well 
as with manufacturers of X-Ray equip- 
ment and radiation physicists. The 
new rules were formally presented to 
the Detroit Shoe Retailers’ Association 
at a recent luncheon meeting, and shoe 
men were advised that they would be 
placed fully in effect on May 1, 1949, 
and that machines which did not com- 
ply by that time could no longer be op- 
erated. 

There was considerable difference of 
opinion upon the new requirements 
among shoe men, but it was generally 
realized that the rules were adopted for 
the safety of both the customer and the 
staff of the store, including the pro- 
prietor. 

General rules established for the pri- 
mary X-Ray use in fitting covered three 
factors: 

1. Intensity. Maximum intensity, 
measured on the base of the foot open- 
ing, must not exceed 12 roentgens per 
minute, while two other intensities, 
sufficient to measure for women’s and 
children’s shoes respectively, must be 
provided, with the signs “Children,” 
“Women” and “Men” placed on the ap- 
propriate controls. The maximum may 
not be measured within the shoe, but 
taken outside. 


2. Filtration. The floor of the shoe 
opening must have a sheet of aluminum 
at least one mm thick, and of dimen- 
sions at least equal to the floor. This 
aluminum filter must be placed so that 
it is not a part of the wearing surface 
of the floor, and so that its thickness 
can be readily measured. While it is 
recognized that other materials might 
be acceptable, aluminum is specified in 
order to provide uniform conditions in 
the city. 

3. Control. A reliable timer that will 
limit exposure to five seconds must be 
provided, together with a starting mech- 
anism sufficiently complex to prevent 
eperation by the average customer. In 
this latter connection, a supplementary 
off-on switch or slide mechanism is con- 
sidered sufficient. 

To control stray radiation and protect 
the store staff, the X-Ray tube must be 
shielded so that stray radiation is less 
than 12% milliroentgens per hour at 
all positions to the rear, sides and top 
of the cabinet, measured at a distance 
of 6 inches, and at eye level at the view- 
ing ports. 

The foot opening must be so con- 
structed that stray radiation at 10 feet 
forward shall not exceed the same mea- 
surement. This figure, equal to 0.1 
roentgen per day, is the generally ac- 
cepted safe tolerance, and, in practice, 
is based upon the assumption that the 


[TURN TO PAGE 120, PLEASE] 
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A First Sale... 
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by a United Finishing Specialist. And, to insure 
the continuation of uniform results, you can 


Y ou can be confident that a properly 
finished shoe will retain its eye-appeal . . . as 


it begins its journey to the shoe store . 


. as it 


helps make sales for the retailer. 

Finishing materials must first provide the 
desired degree of lustre and character. In 
addition, they must produce and maintain a 
uniform finish on a variety of tannages. 

A suitable combination of materials and 
methods for your shoes can be demonstrated 


count on him to check back regularly. 

There’s a United Finishing Specialist in your 
locality who can bring you this worthwhile 
assistance. He’s available on short notice. 
Call or write the nearest United branch office. 


UNITED SHOE MACHINERY CORPORATION 





BOSTON, MASSACHUSETTS 
A New Formula for Heels and the Return of 3 Old 
and Edges Favorites 
It's NEW BOSTON HEEL SUPERFIL NATURAL EDGE STAINS 
& EDGE STAIN SUPERFIL EDGE BLACKINGS 

° Better Fill SUPERFIL HEEL BLACKING 
e Easier Working e The preferred pre-war edge finishes. 
* Uniform Color Coverage ¢ More wax — more fill than other edge 
¢ High Wax Content finishes. 
¢ Rich Mellow Lustre e We've never sold finer black and nat- 
¢ One or Two Set ural edge and heel finishes. 


Y el 
aNINTEaS re 


PRODUCTS 
OF 


BB CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS * HEELS © EDGES 
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GOLD SEAL RUBBER COMPANY 


174 LINCOEN STREET, BOSTON 11, MASS. 


Sole Distributors for 


GOODYEAR RUBBER COMPANY, MIDDLETOWN, CONN. 
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FOR SMART 
SETTINGS 



















Sleek, trim styling in the modern manner... beauti- 
ful cabinet work in matched grain veneers... rich, 
mellow hand-rubbed finish . . . handsome, modern 
fittings . . . all are combined in the Simplex De Luxe 
X-RAY Shoe Fitter to enhance the quality atmos- 
phere of any store interior. 


Add to these the proven performance, safety and 
convenience features, pioneered and developed by 
Simplex ... and you have everything you could 
ask for in a beautiful, efficient X-RAY fitting aid. 
It's Simplex — the Original X-RAY Shoe Fitter. 


















The Simplex X-RAY representa- 
tive in your territory can give 
you complete information on both 
the new Simplex De Luxe and 
the new Standard Model. If you 
can’t wait ‘till he calls, please 
write for Delivery Dates, Prices 
and E-x-t-e-n-d-e-d Payment Terms, 
no interest or carrying charge. 


X-RAY SHOE FITTER, Inc. 
3533 N. Palmer St., Milwaukee 1, Wis. 
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X-Ray Regulations 
Announced in Detroit 


[CONTINUED FROM PAGE 116] 


X-Ray fitter may be used continuously. 

A warning sign must be placed, fac- 
ing the customer, on each machine, 
reading—“Warning. Exposure to X-Ray 
may be harmful. Customers must not 
operate this machine. Limit for each 
customer: 5 X-Ray shoe fittings per 
day, yearly total not te exceed 20 fit- 
tings.” 

Standard electrical safeguards are 
also required, including grounding of all 
metal, non-current-carrying parts, an 
interlocking switch on the container 
housing the X-Ray tube, which must op- 
erate to break the circuit whenever the 
container is opened, and a provision 
that all alterations be made only by a 
licensed electrician. 

A set of operating instructions is also 
required to be posted near the machine, 
warning of danger to both operator and 
customer. Among these are the follow- 
ing instructions: 

(1) Employees working at one loca- 
tion must not be placed in front of the 
machine at any distance, while others, 
as salesmen, should not regularly work 
within 10 feet in front thereof; (2) 
Viewing time should be restricted to the 
shortest time necessary to accomplish 
the fitting; (3) Total exposure time for 
one customer must be limited to 25 sec- 
onds per day; (4) Machine must not be 
used to’demonstrate fit or lack of fit to 
the customer, or to relatives or friends; 
(5) Operation of machine by customers 
is prohibited; (6) The operator may not 
use his own hands ‘or feet to demon- 
strate fluoroscopy. Children’s feet may 
not be held in place by an employee un- 
less his hands are protected by leaded 
gloves designed for such use; and (7) 
Customer must have shoes on both feet 
when machine is used. 

It is further advised that a latest type 
fluoroscopic screen be used, in order to 
obtain the best quality image at the in- 
tensities permitted. and also that ef- 
forts be made to reduce intensity of 
radiation directly in front of the ma- 
chine to less than that permitted. 

A milliammeter or other indicating 
meter is not required as it is felt that 
any change in the X-Ray circuit should 
be made by a qualified X-Ray engineer. 
Further, it is considered “desirable to 
accomplish the reduction of beam inten- 
sity by using the highest kilovoltage 
and lowest milliamperage consistent 
with good image formation, together 
with adequate filtration.” 


Schiff Opens New Store 


Fort WAYNE, IND.—A new Schiff 
store has opened at 1018 South Calhoun 
St., featuring a complete shoe line and 
a large assortment of women’s hosiery 
and handbags. The comrany plans to 
install a new front. 
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RUBY (black) KID 
BROGANDI 
CARA 
BOKHARA 
VALENCIA 
PEERLESS KID 
EVANETTE SUEDE 
TOFBUK WHITE SUEDE 
PEERLESS LININGS 
PEERLESS SLIPPER KID 
JIMMY PIG 
EVANIDE KIPS 
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You'll find them 
everywhere 
in everything from 
baby shoes 
to rugged styles 


for men 





JOHN R. EVANS & COMPANY °< Camden, New Jersey 
Est. 1857 
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Extra Services Pay Off 


| “EXTRA service with quality workmanship are still the 
| unbeatable way to win customers, both repeaters and their 
friends through word-of-mouth,” says Manuel Couto, pro- 
prietor of Ideal Shoe Rebuilding Shop, Fairhaven, Mass. 
Located in a small town with largely discriminating 
residents, Couto and his manager-son Abel have realized a 














Working with orthopedist's instructions, Abel Couto, man- 
ager of Ideal, prepares to custom-build a woman patient's 
shoe. Note completely stocked shelves in background. 


20 per cent sales increase through extra services. Estab- 

lished three years ago as one of two shops in the area fea- 
| turing a custom-built line, today Ideal makes over 200 
| babies’ shoes annually from physicians’ instructions. Forty 
| to 50 orthopedic patients are served. 

Thé craftsmanship that Manuel is passing on to Abel, 
is grounded in 50 years of experience, started in Portugal 
and brought here 43 years ago. He says that the best 
means of winning recommendation by orthopedists is to 
| satisfy the patient first and last. “Certainly the person 

goes back to his doctor for checkup and shows him the 
| shoe he got.” 

Abel summarizes, “It pays us from $20 to $30 weekly to 





outstanding features 
BRINGS DEALERS 


REPEAT BUSINESS 
ann EXTRA PROFITS ! 


maintain a telephone service tied in with free pickup and 
delivery. We receive 10 to 15 calls each week from a 
radius of eight miles.” The specialty is advertised in the 
papers, and appropriately, “where the customer would 


atte 





1. Genuine Goodyear Welt. 10. Mesther Quevter Linin, Lace look for it,” he added, “which is in the ‘yellow section’ 
H nm a wear- . ° e 
“ sae thay ther Se —— ~ youn * Spay dyes ‘to dis- | of neighborhood directories. 
< : color stockings or cause any | . < 2 i 125 a= . 
4. Full Grain Welting. cl | Although well stocked with custom building equipment 
5. Flexible insoles. f , occupying a shelved corner of the shop adjacent to his 
. . ll. Special Full Grain Overweight } ° * ° ‘— a 
6. Ground Cork Filler for cushion Long Orthopedic Counter, | machinery, Manuel is probably proudest of his personally 
resienty. moulied to conform to lines of e s : ots bs ae 
7. Full Grain, Overweight Soles Last and extending to within designed arch support. The innovation has won Couto 
for longer wear. Vo" of the ball. | numerous requests for rebuilding the arches of shoes. 
8. Special X-Ray Tempered All . 2 
Steel Orthopedic Shank. 12. Extra Strong Twill Napped Lin- 
9. Special Solid Leather Ortho- ing. i e ish ‘as 
pedic Heel and Top Lift. Ye” Three-Point Merchandising Formula 


wedge on inside. 13. Full Grain Elk Upper Leather. 


Works 


J. D. LLOYD and P. K. Friesen, women’s shoe store 
operators of Tacoma, Washington, started business 14 
years ago in their present main store location with a 
few chairs and a fitting room, and just two lines of shoes. 
To save the expense of building hardwood shelves, the 
two owners unknowingly anticipated later merchandising 
| trends by installing a salon-type fitting room. This allowed 
them to stock their shoes on inexpensive back room shelv- 


| KREIDER’S LO} SS | ing, built by the owners themselves after regular store 


hours. 
# MANUFACTURING COMPANY | Today, Lloyd-Friesen not only operates the originally 


[TURN TO PAGE 124, PLEASE] 


Add all these together, mix with 
our three score years of successful 
manufacture and you have a recipe 
that means real corrective shoes 
with satisfaction for your custom- 
ers and stimulated sales for you. 





Middle Atlantic Show | 

Meet Us In Room 429 

Benjamin Franklin Hotel 
Phila., Jan. 22-25 





- ~~ 











cellu h age 


Pennsylvania 
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, ROOMS! 405 and 406) . a ; Lo | % ' 
s Jan. 22nd to 25th— MM, J. 
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Retailers Assn. 


Wholesale Distributors of Women’s Fashion Shoes 


or see us at our 152 DUANE STREET : NEW YORK 13, 


own showrooms. CHICAGO - 189 West Madison Street 
use these regional offices \ LOS ANGELES - 219 West 7th Street 
ola -1 4°] Mt -1 8d 4-o PITTSBURGH - 355 Fifth Avenue 
BOSTON : 190 Lincoln Street 
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THE NEW ALL SEASON WOODEN SANDAL 


FOR CRUISES, RESORTS... RELAXING AT HOME! 
retains at °4.95 


e Buoyant, relaxing, perfect for play, beach, 
country or at home! 


e The secret is in the exclusive patented 
“Flexi’’ twin joints. 


e Six-fold hinges at nature’s own points for 
walking comfort. 


e Waterproof-coated hard maple is oil cured, 
kiln dried: will not warp. 


e True-fitting plastic straps: will not slip or 
break. 


e Natural finish or lacquer finish in fashion- 
right pastel colors: full sizes 3 to 9. 


e With interchangeable straps in your choice 
of assorted colors. 


e Also Men’s Flexiclogs 8—12 in natural 
maple and masculine colors. 


Write for information to: 
FLEXICLOGS SALES CORPORATION 
NEW HOLSTEIN. WISCONSIN 













Three-Point Merchandising Formula 


[CONTINUED FROM PAGE 122] 


established store, but six other branch shoe stores as well, 
located in smaller communities of Washington and Oregon. 
Their main store, which has shown a steady, year-by-year 
increase ever since its first month of operation, now offers 
20 different lines of shoes to customers, and branch stores 
offer a similar varied assortment. Sales volume requires 
2 crew of four to five salesmen in each of their seven stores. 
An example of the effectiveness of the owners’ merchan- 
dising methods is the better than 50 per cent sales in- 
crease recorded during the first year,of operation of their 
most recently acquired branch store in Mt. Vernon, Wash- 
ington. 

The merchandising formula which was primarily re- 
sponsible for Lloyd-Friesen’s growth is summarized by 
Mr. Lloyd as follows: 

1. Quantity buying based on consumer acceptance. 

2. Systematic clearance of seasonal shoes. 

3. Delegation of authority for all but major decisions, 
to individual store managers. 


Quantity Buying 


The firm’s method of quantity buying can best be illus- 
trated by showing how it works in the parent store. Buying 
of new style shoes begins with only a limited quantity 
being ordered. A sample is then placed with other mer- 
chandise in one of the firm’s four display windows. If a 
sufficient number of passers-by come in to inquire about 
the shoe, the firm then orders in quantity to fill the 
anticipated demand. 

The “sufficient number,” Mr. Lloyd estimates, is four 
or five inquiries per day. His reasoning here is that this 
degree of interest starts a “chain reaction” on the part of 
prospective buyers which will result in an accelerated 
demand for that particular slioe. The initial quantity 
ordered is not more than 24 pairs for each popular size 
in a given shoe, which may increase to many times that 
number before its sales appeal is spent. In one instance, 
they started with only eight pairs with matching bag, and 
ended up with over 250 pairs sold in seven weeks. 


Regular Clearances 


The firm’s buying policy is closely adjusted to its policy 
of clearing all shoes at the end of each six-month period 
in January and July clearance sales. Shoes still on hand 
are given a price reduction of 20 to 50 per cent, or are 
reduced even more drastically if necessary. By having two 
sales of short duration per year, the novelty and _attention- 
getting value of the newspaper advertising which head- 
lines the event, remains fresh and fully effective. Due to 
careful buying, the quantity of shoes which must be sold 
at a discount or loss, is small in relation to total turnover. 
The firm’s entire stock, Mr. Lloyd estimates, turns over 
approximately four times per year. 


The multiple store operation on which the firm em- 
barked several years ago, presented several new problems 
in management. The best method, the owners decided, 
would be to leave routine decisions to individual store 
managers, and also delegate to them most of the responsi- 
bility for buying. The reason for this, Mr. Lloyd stresses, 
is that buying preferences vary in different cities as well 
as different districts in a city. These preferences can be 
learned only by the individual shoe salesmen and store 
managers in day-to-day contacts with customers. 

[TURN TO PAGE 126, PLEASE] 


Boot and Shoe Recorder 






























































porn’ - _ EVERY SEASON, 
ae a \' 112 | EVERY YEAR... 









footwear of 
distinctive ... style treatments are interpr 
consumer demand ... and finished footwear appears 
at its best, when shoe manufacturers use Rosebay 


Willow Calf — the versatile style leather. 





AMERICAN HIDE-and 
LEATHER COMPANY / 
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Cat-Tex is the super sole 
with super SELL . . . because: 


@ Cat-Tex is light in weight, yet tough and sturdy! 
@ Cat-Tex outwears leather! 

@ Cat-Tex positively won't mar or mark floors! 

@ Cat-Tex soles are non-slip! 

@ Cat-Tex is easily, securely sewn or cemented! 
@ Cat-Tex is comfortable, makes walking tireless! 
@ Cat-Tex is flexible, moulds readily to the shoe! 


@ Cat-Tex is waterproof, protects feet from 
heat and cold! 








Write for 


samples © 
details 


NOW! 






(Made by makers of famous Cat's Paw products) 


Cat's Paw Rubber Co., Inc., Baltimore 30, Md. 
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Three-Point Merchandising Formula 
[CONTINUED FROM PAGE 124] 


The procedure in selecting lines to feature, therefore, 
is to have all store managers as well as Mr. Lloyd and 
Mr. Friesen, preview the manufacturers’ samples. The 
managers then make up tentative order lists which are 
submitted to the two owners. 

In this way, the owners make certain that their own 
buying preferences as conditioned by shoppers at their 
main Tacoma store, do not prejudice the buying for the 
branches; yet they retain a sufficient degree of control to 
assure that their own successfully developed buying 
formula is applied by all the managers. Control is further 
maintained by frequent trips by both Mr. Lloyd and Mr. 
Friesen to all the branches, during the course of the year. 





Salon Has Luxurious Atmosphere 


As you arrive on the escalator at the second floor, at 
Harvey’s, Nashville, Tenn., you are immediately attracted 
to the women’s shoe department because of its impressive 
entrance. This section is situated a few steps down from 
this floor level, segregating it from the rest of the store. 





Women's shoe salon at Harvey's, Nashville, Tenn. Notice 
the clever display arrangement at the left. 


The woodwork is white, with black and beige marbleized 
walls in contrast. The light reflected from a ceiling of 
cream color creates a soft illuminating effect. There is a 
huge electrical fixture in the center of the ceiling with 
rich satin-finished shades of various brilliant hues. Through 
the department large lamps with white bases and shades 
ot a similar kind are placed on round tables which offer 
an opportunity for display of footwear. 

The pillars throughout the department have mirrors 
which enhance the apparent size of the interior. Circular 
couches constructed around these columns, and chairs of a 
like type placed against the walls, are covered with leather 
in chrome yellow. 

At the foot of the steps leading into the shoe department, 
seasonal footwear is always displayed to attract traffic 
and offer suggestions to the shopper who has just arrived 
in the department. A member of the sales staff greets the 
patron at the wide doorway and shows her to a seat. There 
are 16 on the sales staff. Regular meetings are held once a 
week but it is not unusual at times for the group to meet 
every day to discuss changes in styles, the arrival of new 
merchandise, etc. Courtesy and interest in the customer 
are considered the keynote of Harvey’s successful sales 
records. 
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Each season more customers turn to Kangaroo shoes and, 
once they’ve worn this excellent leather, they’re never 
satisfied with any other. Always a PROFITABLE part of 
their business, retailers currently report even more cus- 
tomers are “asking for shoes of genuine Kangaroo 
tanned in America.” 


Kangaroo’s tightly grained surface is beautiful, polishes 
easier, looks better longer with a minimum of care. But 
much of the growing popularity of Kangaroo Leather has 
been won for it by the fine tanning techniques which 
have been put into it by America’s experienced tanners 
of Kangaroo leathers. Over six decades of tanning 
“know-how” is the record of these long established firms, 
specialists in Kangaroo tanning. That is why more retailers 
are planning to be kind to their customers’ feet in ‘49 by 

° giving them more shoes of Genuine Kangaroo Leather. 





Kangaroo Leather is 17% 
stronger, weight for weight, 
than any other leather used 
in shoes. 
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One is the harmless King Snake... the other, 
the deadly poisonous Coral Snake. Meeting 
either unexpectedly, you’d want to know the 


difference .. . but you'd have to be an expert! 


Similarly, only experts like England Walton 
craftsmen can tell at a glance the minute dif- 
ferences in sole leather fibre structures. Such 
skilled knowledge is vital to the accurate 
matching of soles for paired flexibility and 
longer, more even wear... as in England 
Walton FIBRE-SORTING. 


Put this plus feature to work for you... 


building good-will, increasing sales and 


Y . e T e ) 
W / 110 / 118 W / 11 / Ll? profits. Give your customers the extra value of 
When You Can Tell /nstantly, England Walton FIBRE-SORTED SOLES. 
You’re An Expert! 


*ayeUS JeIO SNOUOSIOd 9y3 $1 WIOII0g ay} UO dUO ay, 


if : England Walton 


FIBRE-SORTED 
SOLES 


| 
| 
| 
| 
7 Cut soles and sole leather - Pure oak bark tanned 
| 
| 
| 
| 
| 


by 


England Walton Division 
A.C. LAWRENCE LEATHER COMPANY 


Boston « Camden « Peabody « New York « St. Lovis « Columbus 
Milwaukee « Los Angeles + San Francisco « Ashland, Ky. « Newport, 
Tenn. * Hazelwood, N. C. 






Three greatly magnified cross-sections of sole 
leather. A and B are similar in fibre structure; C 
is noticeably different. England Walton experts 
will poir A and B, and find a matching fibre- 
structure for C. 
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. Shoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Mid-West Leather Prices Reported Firm 





Shoe Manufacturers, However, Buying Sparingly and for Immediate 
Needs—Argentinian Stockpile of Hides Believed Decreasing 


CHICAGO—With few exceptions, 
leather prices are fairly firm in the 
Midwest, and this tendency is likely 
to continue during the current month. 
However, despite this firmness, tanners 
report slower sales. Shoe manufactur- 
ers are buying sparingly and, when 
they do, they request prompt delivery. 
Some leather firms continue to do busi- 
ness on old orders. The best that can 
be said for the leather business at the 
moment is that tanners are hopeful 
that buying for Summer may stimulate 
selling that is definitely sub-standard 
at the moment. 


Colored Suede in Demand 


There has been a noticeable improve- 
ment in the demand for calf suede 
leather, particularly in bright colors, 
such as blue, green, grey, beige, etc. 
Brown calf suede is also getting a 
good call. The increase in orders is in- 
dicative of the fact that when the suede 
season is on in earnest in February, it 
could mean considerable activity. Also, 
there has been better than average in- 
terest in women’s weight calf leather. 
Black is not only a staple, but a leader, 
with green and blue other wanted calf 
leather colors. Men’s calf leather sels 
best in the better grades, but there is 
only moderate demand for the medium 
weights, and less interest in the lower 
selections. The trend in the whole calf 
leather market is steadier, with prices 
more clearly defined. 

The side leather price picture is gen- 
erally unchanged, and the market is 
much the same as it was in December. 
A large Midwestern side leather tan- 
ner said recently that there are fewer 
hides in the Argentine than there were 
a month ago. Thus, the threat of an 
influx of Argentine hides reaching our 
shores and affecting our price structure 
‘is no longer considered a serious factor 
by some supposedly authoritative 
sources. However, it is hard to tell how 
much anyone actually knows about 
what is going on in the Argentine in 
regard to hides. 

Good business has been had in sheep 
linings. Colored vegetable linings and 
colored chrome linings both: find a 
ready market. Russets sell compara- 
tively well for the shoe trade. 

Suede splits are wanted. especially 
in colors. There is less call for black 
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West Coast Offices Moved 


Los Angeles, Calif.—The West Coast 
offices of Boot and Shoe Recorder have 
been moved to 2412 West Seventh 
Street, this city; the phone number is 
now Fairfax 6255. Harry ‘R. Terhune 
will continue to look after the advertis- 
ing. Ruth Miller and Virginia Behrens 
constitute the editorial staff. 





suede splits. Brown, white, blue, green, 
etc., are popular. Otherwise, the split 
market is a bit spotty. Lining splits 
are said to be experiencing a limited 
movement. In other words, there is 
room for improvement in this side of 
the leather market. 

Hit-or-miss buying has been the rule 
for several months past in patent 
leathers. It’s no different now, but 
tanners are expecting an upswing in 
sales soon, for this is normally a Spring 
item. 

Heavy sole bends are still in tight 
supply, but the easing of Navy restric- 
tions on sole leather requirements has 
helped the movement of sole leathers to 
a marked extent. Anyway, business 
is a little better. Prices are slightly 
softer, and buyers shop before making 
leather purchases. The sole leather 
market is apt to be more active from 
now on. 

In sole leather offal, bellies and 
double rough shoulders head the list. 
While there is a mixture of prices, the 
tendency is toward greater stability. It 
may be easier to peg prices more accu- 
rately once selling takes place in ear- 
nest. Right now this market seems to 
be coasting. 

Some business has taken place in cut 
soles. Findings are wanted in most 
tvpes, but women’s repair leather is the 
weakest item at this time. 





Navy Buys Women’s 
Athletic Shoes 


NEw YorK—The Navy Purchasing 
Office here has awarded to Bristol 
Manufacturing Corporation, of Bristol. 
R. I., a contract to make 8000 pairs of 
women’s athletic shoes at $1.40 per 
pair. 


Labor Difficulties Settled 
In New England 


BostoN—Labor difficulties in the 
North Shore district’s shoe industry 
came to an end on Friday, Dec. 31, 
when at a meeting called by the State 
Board of Arbitration it was agreed by 
manufacturers and employees to renew 
the contract which had been in effect 
during last year, with a clause permit- 
ting the reopening of wage negotia- 
tions on July 1, 1949. 

The union involved was the United 
Shoe Workers of America (CIO). 
Manufacturers involved were members 
of the Lynn Shoe Manufacturers Asso- 
ciation, Haverhill Shoe Manufacturers’ 
Board of Trade and approximately 30 
others not affiliated with either or- 
ganization. Ten thousand workers were 
represented by the union. 





Army Contracts to Buy 
476,000 Pairs 


New York—Awards covering the 
manufacture of 476,000 pairs of low- 
quarter tan shoes have been announced 
here by the New York Quartermaster 
Purchasing Office. Two firms shared in 
the awards: Endicott-Johnson Cor- 
poration, which is to make 388,500 pairs 
at $4.385 per pair; and the Doyle Shoe 
Company, which is to make 87,500 pairs 
at a price per pair of $4.3675. 





Establishes Door-to-Door 
Shoe Fitting Service 


KENosSHA, Wis.—Bob Pinzger, a 
young World War II veteran of Ken- 
osha, has come up with a new twist in 
shoe merchandising. Dealing exclusively 
in children’s footwear, he has introduced 
his “Shoe Store to Your Door” service 
in the city and county. 

Equipped with a small van, Pinzger 
offers his customers the utmost in con- 
venience by fitting shoes carefully in 
the home. The new business, in addi- 
tion to carrying a stock of 500 pairs 
of shoes, ranging from infant to adult 
sizes, will also handle a complete line 
of rubber footwear for children. 

The idea of the mobile shoe store 
was conceived by Mr. Pinzger, who has 
had extensive experience in the shoe 
manufacturing field in Kenosha and 
Chicago. 
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Where the Outside Wall is Inside 





Window arrangement adds considerably to the appearance of width in this twelve- 
foot front of the new Bostonian Store in Brooklyn. The depth, exclusive of a 40-foot 
stockroom, is 60 feet. 


BROOKLYN, N. Y.— Approximately 
two-thirds of the left hand wall in the 
recently opened Bostonian Shoe Store 
at 1553 Pitkin Avenue, Brooklyn, is 
covered with siding of the kind used 
now to finish the exterior walls of 
ranch house types—a tongue and groove 
board which presents a series of ver- 
tical, parallel lines, and which is stained 
a deep mahogany. The remaining one- 
third is covered with drapes of hand- 
blocked prints. 

To get contrast, the opposite wall is 
panelled in wheat-colored oak to a 
height of four feet, the wall above 
having been finished in flat green. The 
rear wall of the sales room is also in 
house siding with one effective shadow 
box. Ceiling is chartreuse. Wall to 


wall rug is of green twist broadloom. 
There are indirect fluorescent lights in 
the cove-type ceiling and baby spot- 
lights are used at strategic points. The 
store was designed by Dan Berk, son 
of one of the owners, Herman Berk. 
The other partner is Herman’s brother, 
Sam Berk. 

Although owned by the two Berks, 
who operate the Treadeasy store near- 
by, the Bostonian store, carrying Con- 
formal shoes as well as Bostonians, is 
managed by Charles Rosenzweig and 
Al Schwarz, manager and assistant 
manager, respectively. The former has 
had 23 years of experience in the men’s 
shoe business; Mr. Schwarz has had 
16 years, many of them with the A. S. 
Beck Company. 





Cartoon Characters 
Decorate Store 


ROCHESTER, N. Y.— Featuring the 
decorative scheme of the Junior Foot- 
wear shop which has opened in new 
quarters at 10 Stillson Street here are 
cut-outs of Mickey Mouse, Donald Duck, 
Pluto and other cartoon characters 
dear to children. 


The big cut-outs in color adorn the 
walls of the shop, which is owned and 
operated by Mark Goodman. The new 
home of Junior Footwear is around the 
corner from the old location at 44 East 
Avenue. 


The shop’s front is clear glass, with 
structural glass above and at the sides, 
in grey and maroon. The carpeting 
inside is heather taupe, the walls are 
grey and yellow, and the ceilings are 
pink and off-white. There are seats 
for 24 customers in leather chairs red 
and cream in color. Lighting is in- 
direct and recessed. The store mea- 
sures 18 feet wide by 60 feet deep. Mel- 
vin Morris of Buffalo was the ar- 
chitect. 
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Spokane Shoe Man 
Heads Civic Group 


SPOKANE, WASH.—Otto Warn, weil 
known shoe retailer of Spokane, has 
been elected president of the Spokane 
Chamber of Commerce. 

Mr. Warn is the owner of the Warn 
and Warn shoe store here and is also 
the manager of the main floor and base- 
ment shoe departments of the Palace 
Department store. He has long been 
active in trade circles and has been a 
leader in many civic activities as well. 
He assumed the leadership of the Spo- 
kane business group on January 1. 

Mr. Warn is a past president of both 
the Spokane and Northwest Shoe Re- 
tailers’ Association and is a present 
director of the National Shoe Retailers’ 
Association. 





New Shoe Buyer Named 


CuicaGco—G. C. Petersen has recently 
been appointed divisional merchandise 
manager in charge of all shoe buying 
for Butler Bros. His headquarters will 
be in New York. 





Dates to Remember 


Shoe Show, Shoe Travelers’ Association 
of Chicago, Hotel Morrison, Chicago, 
il. January 18, 19, 20, 1949 
35th Annual Convention and Shoe Mart, 
Middle Atlantic Shoe Retailers’ Asso- 
ciation, Benjamin Franklin Hotel, Phil- 
adelphia, Pa. 
January 22, 23, 24, 25, 26 1949 
Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hotel Statler, Buffalo, N. Y. 
January 23, 24, 1949 


Mid-Season Shoe Show, Pennsylvania 
Shoe Travelers' Association, William 
Penn Hotel, Pittsburgh. 

January 29, 30, 31, February |, 1949 

Market Week, Ak-Sar-Ben MAC, Omaha, 
Nebraska. February 5, 6, 7, 8, 1949 

Sixteenth Semi-Annual Allied Shoe Prod- 
ucts and Style Exhibit, Hotel Belmont 
Plaza, New York March 6, 7, 1949 

Opening of American Leathers for Fall, 
Tanners’ Council of America, Waldorf 
Astoria Hotel, New York. 

March 8 and 9, 1949 

Spring Showing, Associated Shoe Trav- 
elers, Hote! Wisconsin, Milwaukee, Wis. 

March 21, 22, 23, 1949 

Shoe Manufacturers’ Fall Opening, Man- 
agement Eugene A. Richardson Asso- 
ciates, Hotel New Yorker, New York. 

April 3, 4, 5, 6, 7, 1949 

Fall Style Show, St. Louis Shoe Manu- 
facturers’ Association, Statler, Lennox, 
DeSoto and Mark Twain Hotels, St. 
Louis April 27, 28, 29, 30, 1949 


Shoe Show, Northwestern National Shoe 
Travelers’ Association, Hotel St. Paul, 
St. Paul, Minnesota. 
April 30, May 1, 2, 3. 1949 
Advance Fall Showing, Southeastern 
Shoe Travelers’, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. May I, 2, 3, 4, 1949 
Fall Shoe Show, Central States Shoe 
Travelers, Hotel Muehlebach and Phil- 
lips Hotel, Kansas City, Mo. 
May |, 2, 3, 1949 
Fall Shoe Show, Southeastern Shoe Trav- 
elers' Association, Sheraton Bon Air 
Hotel, Augusta, Ga. May 2,.3, 4, 1949 
Fall Shoe Show, Southwestern Shoe Trav- 
elers Association, Adolphus, Baker and 
Southland Hotels, Dallas, Tex. 
8 May 8, 9, 10, 11, 1949 
Shoe Show, West Coast Shoe Travelers 
Associates, Plaza Hotel, San Francisco. 
May 15, 16, 17, 18, 1949 
Shoe Show, Ohio Shoe Travelers’ Club, 
Hotels Gibson and Netherlands Plaza, 
Cincinnati, O. May 15, 16, 17, 18, 1949 


Foot Health Week May 21-28, 1949 


Popular Price Shoe Show, National As- 
sociation of Shoe Chain Stores and 
New England Shoe and Leather Asso- 
ciation, Hotel New Yorker, New York. 

May 23, 24, 25, 26, 1949 

Fall Shoe Show, Indiana Shoe Travelers’ 
Association, Hotel Severin, Indianap- 
olis, Ind. June 5, 6, 7, 1949 

Annual Shoe Show, Baltimore Shoe Club, 
Baltimore, Md. July 23-27, 1949 

National Shoe Fair, Chicago, Ill. 

October 31, November |, 2. 3, 1949 





Shoe Chain Incorporated 


CINCINNATI, O. — Incorporation of 
Grasso Shoes of Cincinnati, Inc., to 
operate a retail store in the Netherland 
Plaza Hotel building has been an- 
nounced. The corporation will succeed 
a partnership between the Grasse 
Brothers. 
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Women everywhere welcome 
the comfort and fit of Lastex in Shoes 


Beauty, too, because shoes made of leathers backed with Lastex yarn 
give with the foot in action, and return to lasted trimness. They actually 


seem to make the foot look smaller. They fit as though custom-made. 


For models, samples and prices of those types of shoe materials made with Lastex yarn which are 
now available, apply to ALFRED VAMOS, 408 Marbridge Building, New York City. Alfred Vamos” 
is the inventor and patentee* of Vamos Stretchable shoes and is the selected consultant for shoe 


manufacturers using materials made with Lastex yarn. *Patents assigned to United States Rubber Company 





Léuteo ... the miracle yarn that makes things fit 


An elastic yarn manufactured exclusively by UNITED STATES RUBBER COMPANY 
1230 Avenue of the Americas, Rockefeller Center, New York 20, N. Y. 
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No. 845 — Same as 4245 in 
CHILD LIFE Size Runs 


124¥, to 3—A, B,C, D, E$5.45 
8, to 1I—A, B,C, D, E... 4.85 
ALL PRICES 5% I5 DAYS 











BY 
CHILD LIFE 
SHOEMAKERS 


No. 4245 — Tan Elk Orthopedic 
Oxford, Brown Elk Saddie_..$6.40 
Sizes Larger than Size 9, Addi- 
tional per Pair... ee 60 





AAAA and AAA . e ~~ to in] 
Re See. eee ..4to 
AA and A... ...5 to 
Cand D. ...4 to 10 


ALL PRICES 5% 5 ‘DAYS 


Smart correlated styles with such 
orthopedic features as . . . * Left 
and Right Thomas Wedged Heels 
... *®Left and Right Spring Steel 
Shanks ... * Left and Right Quar- 
ter Patterns Coordinated Size for 








Size and Width for Width... 
* One-piece Vamp and Tongues... 
to give you fitting control and fea- 
ture footwear second to none in 
this great market of shoes for grow- 
ing girls, 














S. CALIFORNIA NEW YORK OFFICE 
. E. Kappel, Jos. Wasserberger & Son, 
315 McHenry Rd., 557 Marbridge Bidg., 
Glendale 6, Calif. New York 17, N. Y. 





NO. CALIF., WASH. & ORE. 
Cc. F. Bearce, 
2260 Sherwood Rd., 
San Marino, Calif. ur 











Retailer Takes Over 
Second Store 


Detroit, MicH.—The Health Spot 
Shoe Shop, operated at 125 East Grand 
River Avenue for the past year and a 
half by George Newcomb, has taken 
over the former Campbell Health Spot 
Shoe Store at 2009 Park Avenue from 
Howard K. Campbell. The new store 
will remain under the management of 
H. T. Martell, who was manager under 
the Campbell regime. A son, Fred New- 
comb, is taking over direct manage- 
ment of the parent store, with George 


132 


Newcomb dividing his time between 
both downtown stores. 

The other Campbell store, at 15391 
Livernois, in the Northwestern section, 
has been sold to Edward F. C. Haldy, 
who was manager of the store, and 
will operate it under the Health Spot 
Shoe Shop title also. Mr. Campbell is 
now on the road as a traveler for the 
Musebeck Shoe Company of Chicago. 





New Store Opened 


Syracuse, N. Y.—Kay’s Shoe Stores 
have opened a new unit at the corner of 


Warren and Washington Streets here. 


Fashion Expert on 
Trip to Bermuda 





New York.—This Bermuda-bound fash- 
ion expert will use the coral isles for 
shoe and dress background in promo- 
tional photographs. Miss Molly Appleby, 
noted promoftionist for Frank Bros. 
shoes, as well as for several suit and 
dress manufacturers, is heading-up a 
safari to Bermuda. Video actress Irene 
Shamplin, and fashion model Doris Lane 
will act as mannequins, while fashion 
photographer Sidney Binder will oper- 
ate the shutter and lens department. 





Show Merger Rumors 
Are Denied 


Boston.—Rumors that the Shoe Man- 
ufacturers’ Spring and Fall Openings, 
held twice annually at the Hotel New 
Yorker, New York City, have merged 
or been sold, is emphatically denied by 
Eugene A. Richardson, managing di- 
rector of these shows. Mr. Richardson 
issued a statement recently in which 
he said: 

-“The report that my shows have 
merged with another group is untrue. 
In October, I completed my twenty- 
third season at the Hotel New Yorker 
and prior to that pioneered the way for 
manufacturers to display their foot- 
wear at low cost to thousands of shoe 
buyers from coast to coast. I will open 
the twenty-fourth season on April 3 at 
the Hotel New Yorker and every indi- 
cation right now is that the same ex- 
hibitors and the same buyers will be in 
attendance at the opening—my twenty- 
fifth anniversary and my sixtieth suc- 
cessful show.” 


Correction 


In Boot AND SHOE RECORDER, issue of 
November 15, there appeared on Page 
109 an illustration of a thick crepe sole 
shoe with saddle stitched apron and cuff, 
shown at the British Fashion in Foot- 
wear Exhibition in London and credited 
to George Evans & Sons, Ltd. Credit 
should have been given to De Nero, Ltd., 
of South Wigston, Leicester, England, 
by whom the shoe was exhibited. 
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HOLLYWOOD 


PALM SPRINGS ALLEGRO 

ARMY RUSSET BLK. SUEDE WHITE ELK 
WHITE ELK WHITE ELK RED ELK 
GREEN ELK MULTI COLOR GREEN ELK 
BLUE ELK CAPE SKIN PATENT LEA. 
RED ELK PATENT LEA. BLK. SUEDE 


All leather wrappers 


In Stock—N & M Widths 


B. FRIEDMAN SHOE CO., INC. © cscs + xven + 





MIAMI 


NEWPORT 


MULTI COLOR WHITE ELK 
CAPE SKIN PATENT LEA. 
WHITE ELK RED ELK 
BLUE SUEDE GREEN ELK 
BLK. SUEDE 


. . 4/10 @ $2.50 Net 
Established 1880'’ 








For Dance Footwear 


DEPEND ON 


AN OLD ESTABLISHED 
BALLET MAKER 


SOFT TOE BALLET 


Fully lined, short soles, 
pleated toes. Hand 
made ...A to D 
width. Full and half 
sizes, 8 small to 2? 
large. White or 










PATENT LEATHER 
TAP SHOES 


Genuine black patent? 
leather with wood heel. 
A and C width. Sizes, 
12 to % Net, in case 
lots of 36 pairs. 


$2.15 
NATURE SANDALS 


Mellow chrome split, 
heavy soles. In Black 
or Fawn. Full and half 
sizes. 9 small to 9 


large. The | 


Look to Leo for Nationally 
Advertised Dance Footwear 


ADVANCE Theatrical Shoe Co. 


32 W. Randolph Chicago 1, Ill. 

















Red Cross Drive to 
Be Held in March 


WASHINGTON, D. C.—“Community 
safeguards depend upon a united peo- 
ple,” says a statement issued by the 
American Red Cross in furtherance of 
its March drive for largely increased 
donations with which to carry on the 
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many activities of that worthy organ- 
ization. “Especially in time of dis- 
aster,” the statement continues, “effi- 
cient functioning is necessary if lives 
are to be saved and the injured and 
homeless given practical aid. That is 


YOU TOO CAN HELP 
through RED CROSS 


a < Ss 


1949 FUND CAMPAIGN 





why an organization such as the Amer- 
ican National Red Cross is necessary. 
Haphazard planning won’t do. People 
must know where to turn, how to co- 
ordinate their efforts to help. 

“All Red Cross work is divided be- 
tween community volunteers and a full- 
time staff. Whether the work is educa- 
tional and preventive, such as first aid, 
water safety, accident prevention, home 
nursing, nutrition; or remedial, such 
as aid to veterans, servicemen, and 
civilians, both hospitalized and able- 
bodied, the Red Cross counts on com- 
munity cooperation. 

“The growing Red Cross National 
blood program particularly demon- 
strates the need for partnership that 
makes service possible. So far approx- 
imately 64,000 persons have offered to 
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NO RISK 


NO LOSSES * NO BAD GUESSES 
when you put in this 


Mens Shoe Dept. 


From over a quarter century suc- 
cessful experience we've ae 
3 oul ing plans featuring Na- 
tionally Famous Adler shoes for 
| Men. of these is just right for 
your set up. 

| || -1. CONSIGNMENT 

No Investment. No Reorder Prob- 
lems. 

UNIQUE DIRECT PURCHASE 
With Privilege of Returning Slow 


Moving Merchandise. No Dead 
Stock. 





Where Volume Is Justified We 
Will Merchandise and Operate De- 
| partment. 


For details write to 


| ROBERT LOWELL 


LER 





ig SHOES pr MEN 


249 West 42nd Street 
New York 18, N.Y. 





























donate blood in this peacetime program, 
and blood’ has been distributed to more 
than 350 hospitals. 

“Let us continue to have faith in this 
people’s partnership to the end that we 
will contribute our money, our time, 
and our moral support to make the 1949 
Red Cross fund campaign a success. 
The month of solicitation is March. The 
service is year-round.” 
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IN '49 reLty on GERDA 
FOR VALUES THAT ARE UP 
AND PRICES THAT ARE DOWN 


Gerda's national reputation for 
fair dealing has been earned by 
its rigid policy of service, qual- 
ity merchandise and sensible 
prices. ‘49 will bring a new 
parade of values like this All 
Eik Leather Unlined Sandal. 

Watch this space for more of 
them. 


5680 
All Elk Leather 
Unlined Sandals 
Panolene Soles 
Buckram Box Toes 
Edge Set Edges 


Colors: Brown, 
Red, White, Green 
Sizes: 5-8 $1.80 
8!/p-12 1.85 
12'/2-3 1.85 


Packed in attractive Gerdakin boxes. 


GERDA Footwear Co. INC. 


158 DUANE STREET, NEW YORK 
‘*GERDA GRAM’’ 













Also 568 ! 


with RETAN 
LEATHER SOLES 









Colors: Red and Brown 
Same Sizes and Prices 


Samples and Mats on Request. 


Ss, 
FOR setvines 











October Production Down ‘Sharply 


Kind of Footwear 





Production 
(thousand pairs) 


Percent of Change, 
October 1948 
Compared With 

















| October 1948 | Sept. 1948 October {September October 
(preliminary) | (revised) 1947 1948 =| 1947 

Shoes and slippers, Total...| 39,014 42,081 | 46,765 - 7.3 | —268 

| } | 
Shoes, sandals, and playshoes.... 33 ,063 36,482 40.098 — Se" 7 87.6 
EE ne ik Bs Bs ak lots wid, 4 cote 8,649 | 9,269 10,350 — 6.7 | -—16.4 
Youths’ and boys’........... 1,630 | 1,853 1,815 | -12.0 | -—10.2 
ER 0s a kinins wes:kae es 5 15,803 | 17,976 | 19,242 le | ee es | 
OS ES ee are 2,269 2,370 | 2,763 | — 4.3 | -17.9 
SER ear 1,778 1,978 2,514 —10.1 —29.3 
DEE pcclslick 6 Cc ue wk ch cvah's 1,682 1,674 1,894 0.5 —11.2 
Ee ee, Cee eT 1,252 1,362 1,520 —- 8.1 | —17.6 

| 
Slippers for housewear.......... 5,304 4,892 5,936 | 8.4 | 10.6 
SS Sra ae 349 396 492 —11.9 | 29.1 
Olher GGURWONE. 23 ok ka. 5s. ss | 298 311 230 | ~—4.2 | 24.7 





Minus sign (—) denotes decrease. 


WASHINGTON, D. C.—Shoe, sandal, 
and playshoe production of 33 million 
pairs in October, 1948, was 9 per cent 
under the September output of 36 mil- 
lion pairs and 18 per cent less than the 
40 million pairs produced in October, 
1947, it is reported by the Bureau of 
the Census. 

The October output of housewear 
slippers was slightly in excess of 5 
million pairs, 8 per cent more than in 
September. Christmas trade demands 
accounted, in part, for this increased 
output. 
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Comparative production figures for 
October and September, 1948, and Octo- 
ber, 1947, and the per cent of change 
are shown in the accompanying sum- 
mary. 


Opens Shoe Department 


Daas, TEX.—Lalla’s has opened a 
new shoe department in the Miracle 
Mile Store, community center at 4420 
Lover’s Lane, under the management 
of Jerry Matterock. 


Unromantic Tables Made 
Into Slipper Bar 


MILWAUKEE, Wis.—Edward A. 
Younggren, manager of the basement 
shoe department at the downtown J. C. 
Penney store at 400 W. Wisconsin 





Leatherette and waliboard transform 
tables into a slipper bar. 
Avenue, Milwaukee, has the knack of 
taking ordinary fixtures and glamor- 
izing them into something quite differ- 
ent. And then he has the acumen to 
use those fixtures to increase his shoe 

sales. 

Take his latest idea, for instance. 
He had long, narrow tables in his 
department. He wanted to boost the 
sales of house slippers. Rather than 
toss them all on one large counter to be 
sold at clearance prices, he decided to 
try a rejuvenating job. By getting 
together with Bill Ballard of the dis- 
play department, he hit on the use of 
leatherette and colored wallboard sides 
to give these tables the look of a bar; 
high, narrow, and sophisticated. Each 
was then devoted to showing one kind 
of house slipper, women’s, children’s, 
men’s and boys’. 

According to Mr. Younggren, the 
result was a very pleasant increase in 
sales. “The height of these fixtures 
brought the slippers closer to the eyes 
of our shoppers,” he remarked, “and it 
helped dramatize them. By placing a 
row of slippers across each top we dis- 
played many styles at one time, thus 
creating a demand.” 





New England September 
Output Shows Gain 


Boston — The New England shoe 
states, Massachusetts, Maine and New 
Hampshire produced during September 
13,205,000 pairs, an increase of 0.2 per 
cent over September, 1947, thus leading 
the country in the percentage gain in 
output for this period, according to an 
analysis prepared by the New England 
Shoe and Leather Association based 
on a report issued by the U. S. Bureau 
of the Census. 

The New England shoe states reg- 
istered the following changes in output 
in this period, Massachusetts —0.7; 
New Hampshire —1.2; and Maine +5.8 
per cent. 


Boot and Shoe Recorder 








Qutlines Aids to 


Shoe Travelers 


CHICAGO—All officers of the Shoe 
Travelers’ Association of Chicago who 
served last year have been re-elected 
for the new term. Election results were 
announced at the annual Christmas 
luncheon held Dec. 27 in the Roosevelt 
Room of the Hotel Morrison. John F. 
Walsh is president; Joseph Messner, 
vice-president; and E. A. Bailey, secre- 
tary-treasurer. 

Norman N. Souther, secretary-trea- 
surer of the National Shoe Travelers 
Association, outlined services of that or- 
ganization planned for the coming year. 
He also explained in detail the function 
of the recently organized Bureau of Na- 
tional Salesmen’s Organizations. Dur- 
ing the past year, he stated, material 
had been furnished the Small Business 
Investigation Committee of Congress in 
defense of trade shows. Wider cover- 
age and more benefits for salesmen un- 
der national] security laws, removal of 
excise tax on domestic travel, more uni- 
form regulations on income tax reduc- 
tions, and cooperation from automobile 
associations in assistance to salesmen 
traveling by car are among the organi- 
zation’s aims, he said. The organization 
has developed a universal hotel reserva- 
tion blank for use by members, which 
1400 hotels have already agreed to 
honor. Mr. Souther also reported that 
the organization is supplying informa- 
tion and advice on state legislation and 
pending bills of interest to salesmen 
and is establishing a central clearing 
house for interchange of ideas between 
groups on market weeks, shows and 
other trade events. Prestige publicity 
for salesmen and the profession of sell- 
ing will also emanate from organization 
headquarters. 

Two tables at the luncheon were re- 
served for members of the press and as- 
sociation members of many years’ 
standing. Jack Clark, now of the Mid- 
west Shoe Travelers, and B. C. Bowen 
of BooT AND SHOE RECORDER, each made 
short speeches. Among the special 
guests were Mr. Clark, Mr. Bowen, Bar- 
ney Coens, Howard Enquist, George 
Harris, Jack Llewellyn, F. Nitchy, John 
Schiller, Sam Solomon and Joseph 
Allgier. 

Mr. Clark announced plans for a 
membership contest with a radio of- 
fered as a prize to the man bringing in 
the greatest number of new members. 

New directors of the association are 
George Slater, U. K. Allen, Ralph 
Wolpe, Stan Hultgren, Billy Hubbard, 
Julian Chapman and Ira Mack. 


New Melville Store Opened 


Ft. LAUDERDALE, FLA.—The Melville 
Shoe Corporation has opened a store 
at 309 S. Andrews Avenue. Thom 
McAn and Melcraft shoes for men are 
carried. 
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of Trimfoot profits. 


had 4 





APPLIANCE PRODUCTS DIVISION 





"SUE EHVS SHELL WHIT 
OR THE TRINMF007 WAw” 


In shoe stores and shoe departments good cus- 
tomers look for the Trimfoot man. If your store 
doesn’t have a Trimfoot man — here’s your chance 
to make extra profits, because Trimfoot P.M.’s 
are liberal. What’s more, your customers will ap- 
preciate the quick, effective relief you give them 
....Come back to you again and again. 
Write Trimfoot today. Let the Trimfoot man 
from Farmington tell you how to reap your share 





Trimfoot Company ¢ Trimfoot Terracee Farmington, Mo. ~ 





Old Shoe Collection 
Given Museum 


New YorkK—A famed collection of 
antique footwear, valued at over $5,000, 
has been presented by K. M. Stone of 
Jerro Brothers, to the Costume Insti- 
tute of the Metropolitan Museum of Art 
in New York City for display in the 
footwear room which contains a col- 
lection of folk, period and Eastern foot- 
wear from the 18th through the 20th 
centuries, 

Displayed in many leading stores, 
institutes, colleges and women’s clubs 


throughout the country over a period 
of years, the K. M. Stone antique shoe 
collection of 38 pairs of historic shoes 
was assembled in Europe by Mr. Stone 
who started securing antique shoes 
while in the Orient in 1905. 





New Treadeasy Store Opened 


RocHEster, N. Y.—A new Treadeasy 
Shoe Shop has been opened at 44 East 
Ave., ultra-modern in every detail. 
Manager of the store, which specializes 
in women’s and children’s footwear, is 
Neil Colvin. 
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No “blood and thunder" . . . Parents, churches and 
school groups revolt against it . .. our comics are the 
kind you would not mind your own children reading. 





Write for information concerning our monthly delivery schedule 
which will enable you to get a series of new subjects each month in 






minimum quantities. 


This means you will always have a fresh stock of 
new subjects for the kids. 








HEADQUARTERS Since 1901 for Good-will Creating Toys 
Novelties, Souvenirs, Birthday Gift Specialties, 
Premiums and Give-Aways. 


Call or 
Write for 





THE Lederer INDUSTRIES, Inc. 39 West 19th St., N.Y. 11 


Catalogue 


and prices 








Review of the 
Retail Trade 


[CONTINUED FROM PAGE 92] 


of many other average segments of 
the nation’s buying power places util- 
ity above vanity in purchases of 
clothing and shoes, there is reason 
to believe that the St. Louis con- 
sumer is similar to the consumer in 
many other communities. 

And, retailers here point out, the 
men and women of St. Louis are no 
lenger buying an extra pair of shoes. 


Their customers are wearing shoes 
longer. They are purchasing re- 
placements less frequently, and when 
they do they shop for them. 

It all adds up, retailers here be- 
lieve, to the return to normal times. 
And it means a continuation of cau- 
tious buying from manufacturers, 
a need for better merchandising, 
greater necessity for accurate ap- 
praisals of customer wants. and 
prompt filling of reorders on top 
demand merchandise. 


Another retailer here said he be- 


lieved the current competitive period 
would be a case of survival of the fit- 


test. “The smart merchandiser who 
put his customers’ needs first,” he 
said, “would continue to make com- 


fortable profits for a long while to 
come.” 

Opinions of other retailers here 
also jive with this thinking. It is 
likely that there will be at least a 
limited mortality among shoe stores 
this year, many declare, because the 
number of outlets in existence spreads 
the available volume a little thin. 
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You'll Sell More of 
These Pads, Easier 


This Exclusive Cloverleaf Metatarsal, especially designed to 
give needed support over a wider area of the metatarsal 
arch, is just one of 8 different styles in the popular line of 
Scott Metatarsal Pads. Each designed with important ad- 
vantages so you can properly fit every type of foot—please 
every customer. Superior design and construction. Tacked, 
adhesive-bottom or plain. Leather-covered or regular. Com- 
plete size range. Extra sales and profits for you. Priced right. 


WRITE for complete catalog showing 
full line of foot appliances 
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WELLINGTON 


BOOTS 
IN STOCK 


Colt-Cromwell now has in 
stock for immediate de- 
livery a popular priced 
Wellington boot. Black or 
brown elk vamp with kid 
uppers. Leather soles and 
fully lined. 













Sizes 6-12D 


$7.65 Net FOB Boston 
B-974 Brown, B-975 Black 
“FOR 50 YEARS—FOREMOST AFOOT AND ASTRIDE" 
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Sees New England 
In Good Position 


BostoN—Declaring that “the New 
England shoe industry, fourth largest 
employer in this region, can look for- 
ward to 1949 with optimism,” Maxwell 
Field, executive vice-president of the 





MAXWELL FIELD 


New England Shoe and Leather Asso- 
ciation, predicts that the output this 
year will equal last year’s output of 
approximately 150,000,000 pairs. In a 
year-end statement, Mr. Field said: 

“During the first nine months of 
1948, the latest period available, New 
England shoe production amounted to 
109 million pairs, according to the U. S. 
Bureau of the Census. Continuation of 
the September rate of 13 million pairs 
monthly during the final quarter should 
result in a production total of 150,000,- 
000 pairs for the year with a factory 
value of over $500,000,000. 

“Total U. S. shoe output for 1948 is 
estimated at 460,000,000 pairs. New 
England’s share of the country’s shoe 
output, therefore, is estimated at 31 
per cent, which was unchanged from 
last year. 

“The outlook for 1949 shoe output by 
New England’s 400 shoe manufactur- 
ers is based largely on the American 
public’s continued and increasing de- 
mand for medium and lower priced 
footwear of good wearing qualities. It 
is precisely in these type shoes, which 
are largely merchandised through such 
volume distributors as mail order 
houses, chain and large department 
stores, and jobbers, that New England 
excels and out-produces the balance of 
the industry. 

“The 80,000 shoe workers in New 
England, plus the 20,000 leather and 
allied trades’ employees, can look for- 
ward to a fairly good year in 1949. 
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M. K. WEIL SHOE CO. 


| BEST ¢ 
BUYS 





1215 Washington Ave., 





ALWAYS TRACKS DOWN 


AMERICA’S 
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BEI JOBS ons CANCELLATIONS 


That’s why we're the Number One Quality Shoe 
Jobber in America’s Number One Quality 

Shoe Market. We bring you the finest 

“shoes at a price” from the leading St. Louis 
resources. A letter from you will bring 

quick action from us. Simply outline your needs 


/| MLK. WEIL SHOE CO. 


Nationally Known for Quality Shoes Since '32 
Sample Rooms — Haas Bidg., Los Angeles; Marbridge Bidg., New York 
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...and we'll do the rest! 


St. Louis 3, Mo. 











However, seasonal] fluctuations in em- 
ployment can be expected to continue, 
due to the industry’s excess produc- 
tive capacity and spot purchases due 
to the current buyers’ market. 

“Shoe prices are not easily predict- 
able for ’49. A predicted lower U. S. 
cattle slaughter and reduced hide sup- 
ply, and high world prices for skins, if 
continued through next year, should 
maintain leather prices at current lev- 
els. Inasmuch as leather costs repre- 
sent 50 per cent of the wholesale prices 
of shoes, and labor costs another 25-30 
per cent, which costs cannot be lowered 
in the foreseeable future, it is self-evi- 
dent that little opportunity presents 
itself for lower shoe prices, especially 
as American shoe manufacturers plan 


to continue their. policy of maintaining 
quality, fit and style standards, which 
are unsurpassed anywhere in the 
world.” 


Chain Adds Another Unit 


PHILADELPHIA.— The Dial Shoe 
Stores recently opened another branch 
in Darby, Pa. To advertise the open- 
ing, premiums of first quality sheer ny- 
lons were given to all customers who 
purchased at least $2.99 worth of shoes. 
Newspaper ads,- which heralded the 
opening day, included congratulations 
from the builders, architects, and 
others who had a hand in constructing 
the store.: 
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The Shoe Of The BABY Determines 
The FOOT Of The ADULT 




















Second Wise Store Opened 
In Detroit 


DETROIT, MicH.—A new Wise Shoe 
Salon, the second in Detroit, was open- 
ed last month at 6310 West Seven Mile 
Road, in the North End of the city. The 
store features women’s shoes, with em- 
phasis on high fashion types. 

The store, individually designed by 
the Wise organization, is of the salon 
type, with an unusual decorative treat- 
ment in murals at selected points on 
wallpaper. 

Wise opened its downtown store in 
Detroit in 1933, and this marks their 
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first expansion here since that time. 
M. Winston, general sales manager of 
the chain, who was here for the open- 
ing, said that a chain of five or six 
new stores is ultimately to be opened 
here, with one definitely planned for 
the near future. 

Irving Karpman, formerly with the 
Wise organization in New York City, 
came here to manage the new store. 





Chain Opens New Store 


Extmira, N. Y.—Miles Shoes has 
opened a new store at 210 West Water 
St., here, featuring shoes for men, wo- 
men and children. 


’ the end of the thrilling talk, each child 


Children Given Records 
Of Talks with Santa 


INDIANAPOLIS, IND.—For the second 
year, intimate conversations between 
Junior and Santa Claus were recorded 
at Marott’s Shoe Store, Indianapolis, 
in the children’s department on the 
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Junior and Santa Claus have an inter- 
esting recorded conversation. 


third floor. These are not toy records, 
but valuable mementos of childhood 
days which may be replayed through 
the years. According to A. L. Cox, 
secretary and advertising manager, the 
response far exceeded that of 1947 
when 6,994 records were made. 

The recordings, which last two and 
one-half minutes, were made on six and 
one-half inch unbreakable aluminum 
base records, and could be carried away 
a minute after the conversation. At 


was presented with a candy cane. An 
original poem by Marott’s Santa is on 
the reverse side of the record. 

A certificate entitling a child to a 
recording without charge was given 
with the purchase of children’s shoes, 
house slippers, or rubber footwear. 
Recordings were made without the pur- 
chase certificates of footwear at 50 
cents each. They cost the store 60 
cents. 

A new addition in 1948 was “Mary 
Christmas”, Santa’s sweet young sec- 
retary, attractively dressed in an eye- 
catching red and white costume. 

Two Santas in shifts interviewed the 
kiddies and the front elevator was used 
as a private express to recording head- 
quarters. Santa and Mary Christmas 
sat on a platform before a background 
of simulated ice cakes which added 
sparkle. 


Chain Manager Transferred 


YAKIMA, WASH.— William S. Mil- 
ford, former manager of Block’s Shoe 
Store here, has been transferred to the 
Portland, Ore., unit of the Block Shoe 
Stores system. 
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Detroit Merchant Celebrates 
Fiftieth Anniversary 


DetroiT—A record of 50 years in the 
shoe business is being celebrated by 
V. V. McBryde, one of Detroit’s best 
known retailers. It was in September, 
1898, that he started work with the 


Vv. ¥. McBRYDE 


James LI. Carlton store, a downtown 
family type store in Atlanta, Ga., at 
the age of 18. 

Mr. McBryde remained there for 12 
years, selling, then opened the women’s 
shoe department as manager for the 
George Muse Clothing Company in 
Atlanta. After three years, he went 
to Indianapolis as manager of the 
women’s shoe department for the Wil- 
liam H. Block Company. 

In 1915, he moved to Detroit as man- 
ager of the Queen Quality Boot Shop, 
and on November 30, 1918, he bought 
the Rogers Shoe Company store in the 
David Whitney Building and has run 
this ever since. 

The store itself is located on the 
second floor, with access from a shop 
arcade as well as by private elevator 
from the street floor. The store is 
about 56 by 60 feet, with a stock mez- 
zanine on three sides. Stock space is 
provided for about 8,000 pairs. The 
store carries a full range of women’s 
shoes, with the volume in the middle 
price range. There is a staff of seven 
salespersons. 

Conservatively managed, McBryde’s 
has long enjoyed a special and steady 
position with Detroit women, perhaps 
best explained by the owner’s policy, 
“We make them buy shoes big enough.” 
His second hobby is “selling shoes.” 
On the floor most of the time, he keeps 
in touch with the business at all points. 
Recently he was relief elevator opera- 
tor for a couple of weeks, and enjoyed 
meeting his customers on their way 
in or out. 

Valera Valentine McBryde—and this 
may be, the first time in decades that 
his full name has been printed—now 
68, likes to play golf a couple of days 
a week, with some steady cronies; he 
won’t say what his score card reads, 
though. He is married, and has one 
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WINTER WEATHER IS 


This season it is apt to be wet and slushy underfoot. Impress your 


customers with the importance of taking proper care of those fine 
shoes you sell. Molded light-weight SNUG FITS will, in most 
cases, fit all the different style shoes in their wardrobe.,Fair weather 
or foul, during these months you should sell a pair of SNUG FIT 


Clogs 


or Sandals with every pair of men’s shoes. And remember 


SNUG FIT Footholds for the ladies. 


Ask your distributor or write us today for a free supply of 
SNUG FIT RUBBER Window Streamers. 


TINGLEY-RELIANCE RUBBER CORP. 


RAHWAY, NEW JERSEY 





son, 23, and one daughter, 13. Four 
years ago he bought a cottage on the 
Straits of Mackinac, where he likes to 
spend much of his time in the Summer. 
Before that he had a home at Clear- 
water, Fla. 


Shoe Store Closed 


OAKLAND, CALIF.—After twenty-five 
years of selling women’s footwear in 
Oakland, Carol Wills is closing out his 
well known shoe store at 1724 Broad- 
way. With his lease expiring the last 
of December, Mr. Wills stated that be- 





cause of higher operating costs and 
other factors, sound business judgment 
has influenced him to make the decision 
to discontinue the Broadway store. He 
will, however, continue operating the 
shoe salon in the Capwell, Sullivan and 
Furth Department Store, and since 
January 1, has been selling all his usual 
lines in that location. 

Mr. Wills is one of California’s vet- 
eran shoe retailers and has been very 
active in both the Bay Area and Cal- 
ifornia State Shoe Retailers’ Associa- 
tions. 
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See These Famous Branded Lines 


TRED-STEP vores 
LIFE GUARD « von 
YORKER «= 


M.A.S.R.A. Show 


Hotel Benjamin Franklin 
Room 438 
Philadelphia e Jan. 22-26 





THE- “ond spoticut 1S 


Genuine Leather 


‘*DOGGIES"' 


Featuring full sheepskin linings and 
flexible no-skid molded rubber sole. 


The 
SNO-SLIDE 


Suggested 
retail price 





NEW YORK 





YOURS TO SELL WITH PROFIT 
AND PRESTIGE IN ‘49 


DIA-TRED SHOE CO., INC. 


139 DUANE STREET 
CITY 











Free 


Time proven last assures correct fit. 
All women’s sizes from 4 to 10. 
Available in Black and Brown. 


IN STOCK 
uy Mats Availabl 


ae! Gn Stock 





She MONDL MFG. CO. Jue. 


38-42 OTTER STREET: 


OSHKOSH +» WISCONSIN 


Aarbridge Building - 47 W 34th S»+ 


New York City 











Small circus set up for the small fry in the Delaware Park Bootery, Buffalo, N. Y. 
Wheel in the center under the clown revolves slowly all day, making it appear that 
the clown is doing tricks. 


BUFFALO, N. Y.—On December 6, 
Buffalo opened its huge Delaware Park 
Shopping Center to the public with im- 
pressive ceremonies. Prior to this there 
was no community shopping center in 
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that area, until recently a section of 
the city in which were largely the 
homes of the wealthy. Within the last 
few years, however, many single homes 
and several large apartment buildings 


have been erected in the district and 
the need for a shopping center became 
acute. 

An ideal site was found at the Dela- 
ware Avenue end of the old Pierce 
Arrow Company’s plant. One block 
wide and 1000 feet deep, this has pro- 
vided space for 19 modern stores, serv- 
ing just about every need of the neigh- 
borhood. Parking space in front and in 
the rear of these shops accommodates 
1000 cars. It has been estimated that 
110,000 people now live within a radius 
of one square mile of the new center, 
which attracts from ten to twelve 
thousand customers each week. 

One of the new stores is the Dela- 
ware Park Bootery, owned by Harold 
Fink, for sixteen years shoe buyer and 
manager of the several shoe depart- 
ments of the Sattler Company, one of 
Buffalo’s largest department stores. 
Mr. Fink is also president of the new 
Delaware Park Shopping Center Asso- 
ciation. 

This store is one of the most attrac- 
tive of its kind in the city. It has char- 
treuse walls and a white ceiling, with 
inlaid linoleum of grey and thyme 
diagonal stripes on the floor. Chairs 
are of chrome with padded seats and 
backs of chartreuse leatherette. In all 
there is a seating capacity for 30 
patrons. 

This is a family store, having a 
women’s department on the south side, 
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men’s across the rear and children’s 
and teen-agers on the north, where a 
small circus has been set up to attract 
the small fry. All shoes are X-ray 
fitted and leading brands are handled. 
Mirrors set in at an angle at floor level 
give a perfect view of shoes as they are 
tried on by customers. 





HAROLD FINK 


All stock is in a rear room, except 
that on display in long shadow boxes 
set up in both side walls and lighted 
with concealed fluorescent tubes. New 
open-view type windows allow passers- 
by to view the entire store from the 
outside while still offering attractive 
window displays. 

The store does extensive advertising 
in both Buffalo daily newspapers as 
well as in a community paper. The 
center plans to have its own Shopping 
News in the near future. It has 
adopted a unique character which will 
appear in all types of advertising. This 
attractive young lady will be known as 
“Della Park” and her picture will be 
seen in the newspaper advertising of 
all stores in the center. She will also 
be heard on spot radio announcements 
and will be seen on television. In the 
last she will be shown carrying pack- 
ages from the various stores of the 
shopping center. In all this the Dela- 
ware Park Bootery will have a leading 
part. 

Mr. Fink was one of the main figures 
at the opening ceremony, speaking to 
assembled guests and on the radio, and 
extending a warm welcome to the new 
center. While in operation only since 
December 6, the new shops have al- 
ready demonstrated their popularity 
and the merchants who make up the 
new association anticipate a bright fu- 
ture for their project. 





New Department To 
Sell Men’s Shoes 


PROVIDENCE, R. I.—Gollis, men’s ap- 
parel shop, located at 562 Pleasant St., 
New Bedford, Mass., has opened a new 
shoe department in charge of Raymond 
Lebeau. The new department is air 
conditioned. 
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At your 
Service 


| Dick Lawless 
| of Grinnell Shoe 


















COLORADO 





KANSAS MISSOURI 





HIS JOB IS BUILDING YOUR STORE PROFITS 


@ He believes, as all Grinnell representatives do, that 
his first duty is to help you select the proper stock of 
fast-moving, high-quality shoes. Only when he can help 
you toward faster turnover . . . satisfied customers ... 
and better profits, is he doing a job for himself and his 
company. 





@ Use the Grinnell man to buy carefully. Take advan- 
| tage of his fast, in-stock, order service that protects you 
from over-stocking and costly clearance sales. Apply his 
news and knowledge of national demand for better style 
selection for your own trade area. Turn this Grinnell 





| service into better profit. 


A letter today will bring a Grinnell 
representative to your store soon. 


Grinnell SHOE COMPANY 
| GRINNELL, 


IOWA 
SPORT WELTS 








PPSSA Applications to 
Be Mailed in February 


New York—Official applications for 
display space at the Popular Price Shoe 
Show of America, which will be held at 
the Hotel New Yorker, May 23-26, 1949, 
will be mailed to all shoe manufacturers 
the first week in February, it has been 
announced by Maxwell Field and Ed- 
ward Atkins, co-managers. 

“Dozens of requests for rooms have 
already been received, but exhibit space 
will not be allocated until official appli- 
cations are filled in and returned by 
prospective exhibitors,” the co-managers 
said. “Space will then be assigned in 


” it was 


order of receipt of applications, 
added. 

The Popular Price Shoe Show of 
America is under the joint sponsorship 
of the National Association of Shoe 
Chain Stores and the New Englani 
Shoe and Leather Association. 

The first show under these auspices 
was held November 29- December 2, 
1948, at the Hotel Commodore and at- 
tracted more than 3,000 buyers from the 
popular price and volume shoe trade. 
Over 600 exhibits of shoes and related 
lines were on display. The shift to the 
New Yorker will allow a larger number 
of displays than would have been pos- 
sible at the Hotel Commodore. 
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STOP WORRY ic ann START BUYING 


The nationally recognized best fitting and fastest selling 
sandal line in the popular priced field. Distinguished by the 
exclusive ESQUIRE BOLD LOOK. Nationally Advertised. 


Men’s, Boys’ and Children’s Models. 
Write for new 1949 style catalogue 
Introducing the new SNAP-FAST feature! 


RECORDIA MFG. CO., INC. 


142 W. 14TH STREET + NEW YORK II 





STYLE 


1405C 
Recordia Process 


8491C 
Littleway Process 


























FOR EVERY SLIPPER NEED 
Men’s, Women’s, Boys’, Children’s Leather Slippers 
with Padded Leather Soles * Ladies’ Leather D’Orsays 
and Bridges, with Hard Soles. 

$9.80 


PLAY THIS 


FAVORITE ~ 
LINE 


Careful workmanship and finest ma- “—@@ 
terials produce this top quality line, ¢ ~~ 
which is setting such a remarkable | 


And Now . . Introducing Movement with Lights! 
a o Boos Yel Model "712" 


—— oto-Sho 


| wth Soles! 
ELECTRIC SHO 










MODEL "712" ROTO-SHO'S two- 
way, built-in electric outlet per- 
mits novel, self-contained . lighting 
effects by means of sliding contacts 

- . as well as operation of elec- 










5 ith table i i while tabl vol 
record for turn-over. Built for com- Kid Leather | -* is" 7, tur ble aie © trical devices while table revolves. 
fort and durability, it represents a fimes ¢ minute Build-up Fixtures available too! 


Write TODAY for full information 
and complete new ROTO-PROD- 
UCTS catalog. 


Moccasin Slipper 





new standard for fine slipper selling. 


FAV Oo R IT E FOOTWEAR, incorporate 


| 318 EAST 32nd STREET NEW YORK 16, N. Y. 















Officers Elected by 
Indiana Shoe Travelers 


INDIANAPOLIS, IND.—At the annual 
meeting of the Indiana Shoe Travelers’ 
Association, Ine., held here recently, 
Carlton F. Klaus was elected president 
to serve during 1949; and Lee Witham 
was made vice-president. R. F. Gross- 
kopf and Hilary B. Thrall were re- 
elected treasurer and secretary, re- 
spectively. 

O. W. Tovey was elected a director 
for two years and F. M. Brown was 
re-elected for the same term. E. P. 
Bayless was re-elected a director for 
one year. Other members of the board 
are Mr. Grosskopf and H. M. Smeltzer 
who were elected for two-year terms 
one year ago. 





Store Site Sold 


CLEVELAND, O.—Edbro Ohio Realty 
Co., Ine., a subsidiary of Edison Bros. 
Stores, Inc., has sold the building oc- 
cupied by Cole’s Shoe Store at 222-228 
Euclid Ave., Cleveland, for $1,046,000, 


St. Louis —A group of members active in promoting the Third Fall Showing of 
the St. Louis Shoe Manufacturers’ Association, to be held April 27 to 30. Seated, 
left to right: Archie Bregman, Entertainment committee; Harry Bennigson, chair- 
man Fall Showing Convention committee; A. J. Brauer, Jr., chairman, Publicity 
committee; A. V. Wheeler, Convention committee. Standing: A. H. Gale, associa- 
tion secretary; Fred J. Weber, chairman, Housing committee; Harry B. Johansen, 
Program committee. 








New Suburban Store Opened 


HARTFORD, CONN.—Battley’s Shoe 
Stores of Hartford have opened their 
third store at 936 South Quaker Lane 
in Elmwood. Announcement of the 
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store opening was made by William B. 
Berry, treasurer, who declared that the 
new store will cater to all members of 
the family. The original Battley’s Shoe 
Store at 1023 Main Street in Hartford 
is one of the oldest shoe stores here. 


in one of last year’s largest downtown 
realty transactions. Purchaser was the 
Mutual Life Insurance Co. of New 
York, which leased the property to the 
seller for a 30-year period, for an un- 
disclosed annual rental. 
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IN STOCK 
STYLES: 


Outfiare Last 
5100 and 5400 


One of the strongest repeaters you've ever known! 


COPEGS for men and women are the kind of shoes that make their 
wearers supremely happy with them. It’s an extraordinary shoe in 
every way — in design, in craftsmanship, in unique structural fea- 
tures, and in marvelous fitting, wearing and comfort-giving qualities. 


Knox Last 
5106 and 5406 






Dover Last 
5107 and 5407 


Its sturdy, resilient, hand-pegged arch never lets the foot down — 


one of the secrets of the tremendous popularity of COPEGS! 
Yes! Dr. Scholl’s COPEG is the same footwear made since 1868 by 


The Custom Crafted 
Shoe with the 
“made-to-order” 
feel! 







Inwood Last for Women: 
2407 and 2107 


In Stock — Men's 6 to 16, 
AAA to EE; Women’s, 
4% to 12, AA to EE 

Tim Last 


5144 and 6144 


the old guild of master shoemakers of Copeland & Ryder Co., 
Jefferson, Wis., now a division of The Scholl Mfg. Co., Inc. 


OPPORTUNITY! Open a Dr. Scholl's Foot Comfort Service Department, 
fitting Dr. Scholl’s Arch Supports, Remedies, Shoes. Write for details and 
catalog of Dr. Scholi’s COPEG Shoes. 


THE SCHOLL MFG. CO., INC. 
213 West Schiller St., Chicago 10, Ill. * 62 West 14th St., New York 11, N.Y. 








Store in San Francisco 


SAN FRANCISCO.—In a full-page ad- 
vertisement in the San Francisco news- 
papers, Florsheim Shoe Company an- 
nounced the opening of a new shop at 
756 Market Street. The ad copy read 
in part: 

“Last week, the largest Florsheim 
Shoe Shop in America opened on San 
Francisco’s Market Street. Nearly one 
thousand square feet of plate glass 
make this store a shining showcase for 
fine quality Florsheim and Worthmore 
shoes. Largest men’s specialty shoe 
store in the nation, Florsheim’s newest 
outlet houses a complete stock of shoes 
styled for San Franciscans, and a va- 
riety of men’s leather accessories.” 

Other Florsheim shoe shops in San 
Francisco are at 680 Market Street and 
at 884 Market Street. 


Canadian Chain Names 
New Officers 


BRANTFORD, ONT.—R. F. Whitby was 
elected a director of Agnew-Surpass 
Shoe Stores, Ltd., at the annual meet- 
ing of shareholders, filling a -vacancy 
left by the late A. L. Scott, vice-presi- 
dent. K. R. Gillelan was appointed 
vice-president in addition to being sec- 
retary-treasurer of the company. 
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Uses Chinese Fireplace to 
Decorate Shoe Department 
MILWAUKEE, Wis.—The main floor 
shoe department of the T. A. Chapman 
department store at 407 E. Wisconsin 
Avenue, in downtown Milwaukee, has 
a most unusual fixture. This is an 





Unusucl store fixture is paneled in 
porcelain. 
elaborate Chinese teakwood fireplace 
which was transferred to the store from 
the mansion home of this firm’s owner, 
Thomas Chapman. 

People came from distant places to 
see this huge fireplace with its niches 
housing stunning Chinese vases. With 
its three long sides and two short 
sides, this fixture fits into the store 
for it appears to face in several direc- 
tions, and the clocks built into each 


side are a convenience to the passing 
shoppers. 

Two sides of this fixture hold fire- 
places while the third, and longest side 
is paneled in porcelain. Half way up 
is a narrow ledge upon which several 
fine vases are displayed. These touches 
of color dramatize the light brown of 
the teakwood. Other fragile pottery 
stands immediately above the fireplaces 
themselves. To the left and right of 
this fixture stand two bronze statues. 

Shoe department manager, Tom Cal- 
lahan, has set a row of chairs in a 
graceful semi-circle around the base 
of this fireplace for customers who 
want their shoes fitted there. 





Store Celebrates 
27th Anniversary 


HUNTINGTON PARK, CALIF. — Bar- 
nett’s Shoe Store, 6617 Pacific Boule- 
vard, in Huntington Park, recently 
celebrated its 27th anniversary in the 
retail shoe business in Southern Cali- 
fornia, featuring special sale prices on 
their regular stock. 

Barnett’s, located in one of the fast- 
est-growing commercial and industrial 
areas in the country, has maintained 
*its popularity by selling quality mer- 
chandise in especially attractive shops, 
stressing efficient service and courte- 
ous treatment in training its sales- 
people. 
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WINDOW CARDS 
In Yellow & Fuchsia 
As illustrated 
8” x 14” 
five other texts 
to choose from 


$1 ea. 3 for $2.25 





30c dz. $3.00 gr. 
102 prices in-stock 


CARD HOLDERS 
Natural wood finish 
$2.10 ea. 





¢ with colorful new cards 
¢ with bright new price tickets 


ee 






Price Tickets FOR THE 

In matching colors EASTER 

and other Spring PARADE 
designs 


4) ANNOUNCING 

































209 S. STATE ST. 





WRITE TODAY for Spring circular 
and Sample Tickets 


BOOT & SHOE RECORDER 


MERCHANT’S SERVICE DEPT. 
CHICAGO 4, ILL. 


thru twenties. 
with Whirlers. 











Genuine Patent 
Leather or ite 


Lip Taps—Cleated » 
Heel of 


delight of the heart of every gal from teens 
Step out this dancing season 


« 


a 


YOUTHFUL DANCING SHOES 
FOR AMERICA’S DANCING 
DAUGHTERS ; 










5203 CHILD'S 8-12 
N & M Widths $2.55 
5204 MISSES’ 124/2-3 
N & M Widths 2.65 


5205 GROW- 
Happy dancing shoes for happy dancing feet, . peg Fs 
scintillating styles to catch the eye and 3.00 


Taps included 
with order. 


o 





About Shoe People 


Joe Mellott, who has been with Carol 
Wills for the last 23 years, has taken 
over the Carol Wills leased shoe depart- 
ment in the City of Paris, San Fran- 
cisco. This will be an independent op- 
eration. 

x * ~ 

B. F. Shaffer, owner of the Shaffer 
Shoe and Canvas Shop in Macksville, 
Kansas, has closed out his business and 
is moving to Dodge City, Kansas, where 
he has purchased another shop. Mr. 
Shaffer has been in business in Macks- 
ville for two years. 

i. \.% 

Joseph C. Beck, Jr., has been named 
manager of the Jacksonville, Florida, 
Baker Shoe Store, 114 Main Street. Mr. 
Beck has been associated with the Baker 
organization for the last 15 years. He 
replaces Milton Brown who has been 
promoted to the managership of a 
larger Baker store in Atlanta. He has 
been with the company for the last 
eleven years. 

* * ~ 

N. A. Lindstrom, well-known Bakers- 
field shoe man, has been appointed man- 
ager of Gallen-Kamp’s new branch shoe 
store at 2019 Chester Avenue, Bakers- 
field, Calif. 
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Frank Switzer, manager of the J. C. 
Penney Co. store at Lander, Wyo., for 
the past two and one-half years, has 
been promoted to manager of the Rock 
Springs, Wyo., store. His successor at 
Lander will be Walt Ririe of Soda 
Springs, Utah. 

oS cs co 

Passing out the cigars recently was 
Judson Turner, assistant manager of 
the women’s shoe department at Miller 
& Paine department store, Lincoln, Neb., 
who became the proud father of an 
eight - pound - two - and - one-half-ounce 
daughter, Miss Judith Ann. 


eae 


Bunte’s Shoe* Salon, in a new shop- 
ping center at the southeast corner of 
38th and Meridian Streets, Indianapolis, 
Ind., opened recently, with Jack Hood as 
manager. 

, ~ * * 

Kelly Minton, manager of the local 
store of Baker Shoe Company, has been 
promoted to managership of the Baker 
store in Chattanooga, Tenn., and Robert 
Roberts, who has been with the com- 
pany for 12 years, has been named man- 
ager of the store here. Mr. Roberts was 
formerly assistant manager in Atlanta, 
Ga. 


Ben Schwartz, operator of the Reli- 
able Shoe Store in Uhrichsville, O., for 
a quarter of a century, has sold the 
business to the Hunt Shoe Co., which 
has also operated a retail shoe store 
there for 25 years. 

ok x * 


Ralph L. Stone, recently became as- 
sistant manager of the J. C. Penney 
Company store in Atchison, Kansas, 
succeeding L. A. Birch, who has been 
promoted to the managership of the 
Penney store in Greensburg, Kansas. 


* * * 


Sydney Stern and Sol Holtzman have 
opened up a cancellation shoe store at 
1938 E. Las Tunas Dr., Temple City, 
Calif. Mr. Holtzman returns to the 
shoe business after a lapse of ten years. 

* * * 


Jack Spong, formerly connected with 
the men’s and boys’ shoe department at 
Bishop’s store in Salem, Oregon, has 
been made manager of a new enterprise 
known as Ortho Poise Functional Foot- 
wear. The owner is Dr. Elmer H. K. 
Dorr, chiropodist, who will operate it as 
an adjunct to his service. As implied by 
the name, orthopedic lines will be 
stocked and fitting will be exact. 
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Murray M. Weiner has been named 
manager of the newly-opened Johnston 
& Murphy Shoe Shop on Lincoln Road, 
Miami Beach, Fla. 

~ * * 

M. Kuperberg and E. L. Weinfield 
have opened a shoe shop at 8204 N. E. 
2nd Avenue, Miami, Fla. It will oper- 
ate as Boots Bootery. 

ox * cs 

Fred Haga, shoe buyer for the Gordon 
Department Store, Casper, Wyo., has 
been named president of the Casper 
chapter of the Izaak Walton League. 


* * * 


Robert Firstman and his wife, who 
own Roberts Shoe Salon in Gardena, 
Calif., have opened their second store at 
128 N. Hawthorne Blvd., Hawthorne, 
Calif., under the managership of Al 
Duvire. Both stores carry nationally 
advertised shoes. 

~ < ~ 


Romeo J. Couture, who is connected 
with the Rochester, N. H., office of the 
United Shoe Machinery Corporation, 
and Miss Florence L. Desmarais were 
married recently at St. Leo’s Church in 
the Gonic section. The bridegroom 
served four years in the Army Air 
Force and the bride, a graduate of the 
Notre Dame School of Nursing in Man- 
chester, is employed at Frisbie Memo- 
rial Hospital in this city. 

x * * 

Miss Ruby Fisch] became the bride of 
Manuel M. Solomon in a recent cere- 
mony in Fort Worth, Texas. Mr. Solo- 
mon is associated with his father, J. E. 
Solomon, and his brother, Leroy, in the 
Juvenile Shoe Store in Fort Worth. 


* * * 


A. Louis Gagnon has opened up a can- 
cellation shoe outlet at 603 West Hunt- 
ington Drive, Monrovia, Cal. 

* * * 

S. Finkelman, who was in the shoe 
business in Milwaukee, Minn., for 22 
years, has come to Los Angeles, Cal., 
where he has opened up a jobbing house 
selling nationally advertised discon- 
tinued shoes. His offices are at 921% S. 
Los Angeles St. 


* * * 


Maurice Mizraki, who has been in the 
shoe manufacturing business in New 
York City for the past 25 years, has 
opened up a children’s shoe store at 
453 N. Canon Dr., Beverly Hills, Cal., 
and is carrying Red Goose shoes. 

* * * 

Ernest W. Dunbar, president of the 
Carroll Shoe Company of Littlestown, 
Pa., and board chairman of the Cam- 
bridge Rubber Company, is serving as 
an officer of Rotary International, 
world-wide service organization, for the 
fiscal year 1948-49. 

* * «* 

Joseph and Sam Schechter have 
formally taken over the firm of Frank’s 
Shoes, at 8-21 Gratiot Avenue, Detroit, 
following the death of their father, 
Frank Schechter, founder of the busi- 
ness, several months ago. 


January 15, 1949 











*BEST 
IN BALLET 
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* ACROBATIC 
SANDAL 











@ Deluxe pleated soft toe ballet 
in black or white kid, unlined. 

Sele TE hacen 
Same, lined, style 


Full sole student ballet (not illus- 
trated) in black or white kid. 


Unlined, style 11............ $1.90 


@ New, improved 
construction, 
“Master Taps” included, in black 
patent or white leather, style 17. 
Child’s, 812/12, one width... .$2.50 
Misses’, 1212/3, A & C widths. $2.75 
Girls’, 32/9, AA & B widths. .$3.00 


@ Acrobatic sandal in fawn, black, 
white or red suede, style 1... .$0.75 


There is a service charge of 15¢ per pair 
on orders for less than 12 pairs of a 
style. 


PRIMA, Ine. 
705 Ann Street +. Columbus 6, Ohio 


“Feb Nyaleors “tr the Vowr Generation 7 


pont WSS bh STEADY PROFITS orFERED BY 
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light - weight 
Prima over the toe 


Terms—net 30 days. 


* HANDMADE - HAND-LASTED 





Harry L. Farnham, head of the Loth- 
rop-Farnham Co., clothing and shoe 
dealers, of Dover, N. H., and secretary 
of the Dover Retail Merchants’ Asso- 
ciation, was guest lecturer recently be- 
fore the advanced class in distributive 
education at Dover high school. 

oe ae 


Vincent Marcin, formerly associated 
with the shoe department of the Wilkes- 
Barre Lazarus store, is new shoe buyer 
for the Lazarus store, recently opened at 
20 North Main Street, Pittston, Pa. 
Women’s and children’s shoes are car- 
ried. 


Gorden Evans, head of Lewis & 
Reilly, Inc., Scranton, Pa., shoe store, 
was the principal speaker at a recent 
district meeting of business men dis- 
cussing proposed state legislation. The 
meeting was sponsored by the Pennsy]l- 
vania and Scranton chambers of com- 
merce. 


* * * 


Warren Miller is now the new shoe 
buyer for O’Neill & Co., Baltimore de- 
partment store. He was formerly buyer 
at Wanamaker’s in Philadelphia. 
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WMisry CO WEN 


MEDICALLY CORRECT 
INFANTS’ and CHILDREN’S SHOES 


Write today for illustrated catalog and 


prices on our complete line of Happy 
Go Lucky Infants’ and Children’s Shoes. 
A wide selection of medically correct, 
beautifully styled shoes to please 
your most particular 








Says Rawstock 
Is Too High 


PEABODY, Mass.—A. C. Lawrence 
Leather Company, Peabody, reports net 
earnings for the fiscal year ended Oc- 
tober 30, 1948, totaling $1,135,384.. This 
sum was equal to 2.2 per cent on $49,- 
930,234 of net sales and compared with 
net earnings of $2,307,384 for the pre- 
vious fiscal year. 

Harold N. Goodspeed, president, in a 
letter to shareholders, pointed out that 
a year ago he had stated that prices 
of hides, skins, and leather “are all on 
a dangerously high level,” and that by 
the middle of February, 1948, hides and 
skins had declined, some as much as 50 
per cent of their prices at the end of 
October. 

“This was one of the most drastic 
declines ever recorded for such a short 
period,” Mr. Goodspeed said. “Prices of 
finished leather generally also declined 
during the year, creating a condition 
under which it is always difficult to 
operate freely. 

“1948 has proven conclusively that 
if leathers cannot be sold at competi- 
tive prices, other materials may take 
their place. As an example, high prices 
for sheep leather saw the almost com- 
plete elimination of so-called cape 
leather jackets in favor of fabric gar- 
ments. 

“As of the close of our year, prices 
of hides and leather are much nearer 
to commodity prices in general than 
they were a year ago but, of course, 
are still extremely high compared with 
prewar. We anticipate that during the 
coming year raw material will continue 
in short supply and that competitive 
products will continue to make it diffi- 
cult to merchandise our leathers except 
at close prices. 

“Shortage of dollars in foreign coun- 
tries continues to hamper our export 
business. The number of countries able 
to buy and pay for American leathers 
is being continually reduced. Total 
quantities of leathers they can buy 
from this country are relatively small 
except as they purchase under the Eco- 
nemic Cooperation Administration 
Plan. 

“Most of your company’s profits this 
last year were made during the first 
part of the year. Since April, our re- 
sults have been relatively small. Costs 
of tanning materials have continued to 
increase although in recent months 
there are indications that they are level- 
ing off. 

“In general, hides and skins have 
been tanned as fast as they have been 
produced. Imports have again been 
light, due to artificial barriers created 
by certain foreign countries. Because 
of limiting of raw hides and skins and 
domestic shortages, raw hides for sev- 
eral months have been selling for sub- 












GET FOOT COMFORT WITH 


[it oida\ ~ 


Make walking a pleasure! Try 
these famous feather-lite, Cali- 
fornia-made Foot Balancers. They 
- give amazing foot comfort! Worn 
in shoes. Recommended by doc- 
tors and nurses. Sold in shoe 
stores and shoe departments. For 


4,714, D. 








j men, ‘omen, 
| | BURNS CUBOIDS! 
3% Seca For Name of Your Dealer Write 


BURNS CUBOID CO., SANTA ANA, CALIF 


MILLIONS OF PEOPLE 


Many of them YOUR CUSTOMERS have 
seen the above ad in American Weekly, 
Good Housekeeping, in medical journals 
and over the signatures of the nation’s 
best stores. They will be expecting you 
to carry CUBOIDS. Why don’t you? For 
a possible franchise on this profitable 
service addition to your shoe department, 








| Burns Cuboid Co. 
Santa Ana California 














stantially more than tanners’ customers 
have been willing to pay for leather. 
We hope that this situation will be cor- 
rected shortly.” 


Savannah Shoe Store 
Changes Ownership 


SAVANNAH, GA.—Sol Lesser, who has 
had 30 years of experience in the retail 
shoe field, and associates, have pur- 
chased the Globe Shoe Company, 17 
East Broughton Street, Savannah. 

“Operation of the store will con- 
tinue without interruption,” Mr. Lesser 
said. “There will be no change in poli- 
cies or personnel at the Globe, which 
has been in existence 56 years. Miss 
Laura C. Johnson will continue to be 
in charge of the office and credit de- 
partment; and Frank D. Butler, sales- 
man, will be floor manager.” 

Mr. Lesser and associates acquired 
the business by purchase of its entire 
corporate stock from Mrs. Susie C. Sut- 
live; the Estate of Armond S. Weil, of 
which Mrs. Weil and Edgar A. Weil 
are executors; and Miss Johnson. 

Mrs. Sutlive, president of the corpo- 
ration before the sale, commented: “I 
feel that the traditions and policies of 
the Globe have been placed in good 
hands.” 

Globe Shoe Company will continue at 
its present location. 
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Devises Theft-Proof 
Outside Display 


MILWAUKEE, Wis.—Here is the very 
practical, yet decorative outside boot- 
display box which was a recent addition 
to the fixtures at the Leeds Shoe Store 





Outside boot display box draws atten- 
tion to the store. 


at 149 West Wisconsin Avenue, in 
downtown Milwaukee. 

It is simply three shelves—two of 
them glass—enclosed in glass and ply- 
wood of a modernistic design. One 
side unlocks to permit the boots and 
galoshes and rubbers to be changed. 
There are no lights on this fixture it- 
self, as the strong illumination from the 
two nearby store windows supplies it. 

Manager Hy Berdikoff finds it very 
practical. “In the first place,” he com- 
ments, “it forstalls any theft, since the 
case is locked. And in the second place 
it shows all the boots clearly. We have 
always liked to show a few sample 
items outside the front of our store so 
as to catch the passing shoppers’ atten- 
tion. And this is a perfect way of 
doing that safely.” 


Shoe Salesmen Paid Extra 
For Handbag Sales 


BIRMINGHAM, ALA.—Co-ordination of 
shoes with handbags will be the pre- 
dominating thought in the Spring plan- 
ning of Gilbert Brown, buyer and mer- 
chandise manager for shoes and hand- 
bags at Burger-Phillips Co. department 
store. 

“If we can’t get the two to match 
we won’t carry them,” the buyer said. 
“Ninety per cent of our shoe sales 
carry a handbag sale, too, and our shoe 
displays are always coordinated with 
handbags. Our shoe salesmen get a 50 
per cent commission with every bag 
sold. They are trained to introduce shoe 
customers interested in handbags to the 
handbag sales people and the same ap- 
plies to handbag customers.” 


January 15, 1949. 











e Twenty Fourth Season e 


% SHOE MFR'S « 
FALL OPENING 


«Hote. New YORKER 
eNEW YORK CITY, 


APRIL 3¢ to 7* 











of SUMMER 


° for ¢ 
RETAILERS 
CHAIN STORES 





500 Lines 


and EARLY FALL 
FOOTWEAR 


DEPARTMENT STORES 





WHOLESALERS ! a i A 
HOTEL YORKER 
TIMED RIGHT ¢ 
The Show That Serves Most 
Because It Serves Best 
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NO CHICAGO SHOW THIS SPRING 
—=—=MAKE EARLY RESERVATIONS—— 
¢ MANAGEMENT « 


EUGENE A. RICHARDSON ASSOC. 
ATLANTIC AVE., 


BOSTON, MASS. 























‘Opens Store in 


Rockefeller Center, New York 


New YorkK.—Rockefeller Center, Inc., 
has announced the signing of a lease 
with Tom Austin, 2 East 45th Street, 
for shop space on the street floor of 
the RCA _ Building, 30 Rockefeller 
Plaza. The space will be used as a store 
for the retail sale of men’s footwear 
and hosiery, and will feature Winthrop 
shoes. The new Rockefeller Center 
Shop is located on the north corridor 
of the RCA Building in space which 
housed the Esso Touring Service for 
many years prior to its recent removal 
to new quarters in the Esso Building. 


Christmas Bonuses for 
Stores’ Employes 


St. Pau, MINN.—Irving Dryfoos, 
manager of Burt’s Shoe Store, 89 E. 
Seventh Street, St. Paul, announced re- 
cently that 25 men and women em- 
ployes of the store have received Christ- 
mas bonuses. Length of service, posi- 
tion and salary decided the amounts. 
This is the 15th consecutive year that 
such bonuses have been paid. 

The company, with 202 stores in 113 
cities, made known that it is distrib- 
uting $235,000 among 3,350 employes. 
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a ore a go-getter, producer, and have a 
‘ollowing in the states listed below, and service 
1. Women's Specialty Shoe Stores 

2. Department Stores 
3. Chain Stores, or any other stores 
where the number one problem of today is 


getting a uniform shoe line that will “ring the 
register’ on AMERICA'S NO. | DEMAND ITEM, 


THE TICO PLAN SHOULD INTEREST YOU! 


We have openings for 


LIVE WIRE SALESMEN 


(Not Order Takers) 


with an eye to big earnings, Page e solid 
future for a top notch sideli 

sion basis, non-conflicting, fcr punathon’ s fastest 
growing line-up of ; 








Ticolettes 

(unusual casuals) 

Tico-Teens 

(unusual ‘teen leaders in ‘teen agers) 

$4.00 - $5.00 - $6.00 - Retailers Opens A New Era for Your 

Write giving full details—sales background— 

SS ae All inquiries will be kept BA BY bn, H O f B U S : N E S ee 
MICHIGAN” se  Rascissieri See Dr. Posner's Baby Shoe Bar At Our New 
-. . 4 — York Showroom — Or Write For Information 
KENTUCKY FLORIDA OKLAHOMA 


NORTH CAROLINA fissouml ARKANSAS Dr. A. POSNER SHOES, INC. 


Executive Offices: 101 West 31st Street, New York 1, N.Y. 


Tico Shoe Corporation 32,905", 51°7 Sales Offices: Chicago Merchandise Mart ....Room 1046 


Pacific Coast: Haas Bidg. . . . Suite 1112 . . . Los Angeles 

















° Los ANGELES, CALIF.—Chief feature 

Officers Elected by West Coast Travelers of the December meeting of the West 

Coast Travelers Associates for Decem- 

ber was the election of new officers and 
directors. 

The president for 1947 is Walter J. 
Galvin of Allen-Squire Co., who will be 
assisted by the first vice-president, 
Harry R. Terhune, of BooT AND SHOE 
RECORDER, and the second vice-presi- 
dent, Gil Winneguth of Louis H. Sal- 
vage Shoe Co. 

Newly-elected directors include the 
officers and Alex August, Vogue Shoe 
Co.; Marshall Bee, Selby Shoe Co.; 
Ken Brayton, Gilbert Shoe Co.; Jack 
Evans, Selby Shoe Co.; Emil Goldman, 
C. F. Richmond Shoe Co.; Phil Graffis, 
House of Crosby Square; Porter Jones, 
Stetson Shoe Co.; Jack May, Tweedie 

Newly elected officers and honorary officers of the West Coast Shoe Travelers Footwear Corporation; Sid Minster, 
Associates are—left to right, seated—Harry Evans, president of the National Shoe Bates Shoe Co.; Jack Newcombe, 
Travelers Association; Harry R. Terhune, first vice-president; Walter J. Galvin, _Oomphies, Inc.; Jack Tate, Johnson and 
president; Gil Winneguth, second vice-president; and Dave Klinesmith, secretary- Murphy; and Martha Weisler, Mar- 
treusurer, tha’s Advertising Service. 

In the back row, board of directors and the committees of which they are 
chairmen: Sid Minster, Employee and Salesmen Relations; Phil Graffis, Shoe Indus- Charles I. Schottland was guest 
try Research; Porter Jones, Sports; Jack Tate, Housing; Emil Goldman, By-laws; speaker at the luncheon meeting. Mr. 
Martha Weisler, Publicity; Marshall Bee, Hotels; Alex August, Liaison between Schlottiand, a lieutenant colonel on 
—— = A abte ~¢: cag erg Mong agama Jack Newcomb, Grievance; Jack General Eisenhower’s staff in Europe, 

vans, Entertainment; and Jack May, Roster. 

In addition, Harry Terhune is alee of the Membership committee with Gil ns ee. ar ba aphaoes 
Winneguth as chairman of Conventions and Shoe Shows. The following Welfare ments for his outstanding work as head 
Trustees were chosen: Carl Winneguth, Tom Malley, Edwin Kabat, Ben Soinit, Of the staff to repatriate displaced 
Walter Galvin, and Dave Klinesmith. persons. 
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’ Gift Box of Shoes 
For English Prince 





Danvers, Mass.—Six pairs of crib 
shoes, as previously reported, were sent 
by Mrs. Day's Ideal Baby Shoe Co., to 
the baby son of Princess Elizabeth of 
England. They were shipped in this un- 
usual box, designed by Mrs. P. S. Me- 
Cutcheon, who, with her husband, oper- 
ates the business. 





Big Cleveland Shoe Store 
Now 85 Years Old 


CLEVELAND, O. — The Stone Shoe 
Company, which got its start in a lit- 
tle store just west of Cleveland’s Pub- 
lic Square in 1863 and which is today 
one of the largest retail footwear es- 
tablishments in the Mid-West, recently 
completed the celebration of its 85th 
anniversary. A high mark of the con- 
tinuing celebration occurred on Octo- 
ber 24 when an entire section of the 


Cleveland Plain Dealer was devoted to 


the company’s history and present po- 
sition. 


The Civil War was in full swing 


when N. O. Stone opened a shoe store 
at 202 West Superior Avenue in 1863. 


He hired a young clerk by the name 


of Fred J. Fontius and together they 
made the business prosper. 


As the 


IN-STOCK 


Investigate Virginia Per- 
petual Inventory Plan. 
it is the modern, scien- 
tific way to keep your 
Selling geared to our 
IN-STOCK Departmert. 





NATIONALLY 


y 
/ ustoria 


SHOES FOR INFANTS AND CHILDREN 


Careful designing of lasts, rigid selection of materials and 
exacting standards of workmanship make Play-Poise the logi- 
cal selection for the merchant who is determined to build a 
QUALITY business. Consistent National Advertising tells this 
Quality story to “PARENTS” effectively and forcefully. 


No. 306 DELUXE 
MACCAURN SANDAL 
in Tan, Tan and White, 
Red, Blue and Green. 


ADVERTISED 


years went by, Mr. Fontius took more 
of the responsibility and in 1912 he 
succeeded Mr. Stone as head of the 





company. 

The business continued to grow, and 
with the expansion, Mr. Fontius hired 
more able young men. One of these 


was Jay Harold Roberts who was later 


named manager of the Euclid-East 
105th Street store, and then vice-presi- 
dent and general manager of the Stone 
organization. In 1937 he became presi- 
dent of the company, the position he 
occupies today. 

Today, in addition to the main store 
at 840 Euclid Avenue, largest retail 
shoe store in Ohio, the company oper- 
ates large branch stores at East 105th 
and Euclid Avenue and at Shaker 
Square. Not only is the company a 
pioneer in the shoe field, but it is one 
of Cleveland’s oldest retail institutions. 

Mr. Roberts, president of the Stone 
Shoe Company, is proud of the long 
service record of his employees. Many 
of them have been with the organiza- 


January 15, 1949 











tion for 25 years or more, with some 
running up to 38 years. He is like- 
wise proud of the esprit de corps. Each 
Fall he plays host at two outings— 
one for the men of the organization 
and one for the women. These outings 
have become traditional events. 





Offer Photos at Opening 


BerRwYN, ILu.—Bill Conner has re- 
cently opened a “Cradle to College” 
shoe store known as Gunner’s Bootery 
at 6337 West Cermak Road, here. The 
new store was carefully and efficiently 


planned to take full advantage of all 
space. As a special opening feature, 
in cooperation with a neighborhood pho- 
tographer, a framed child’s photograph 
and bronzed baby shoe were special 
opening offers. 


New Salon Opened 


Houston, Tex.—Louis Leon, presi- 
dent of The Smart Shop here, an- 
nounced recently the installation of a 
new shoe salon in the store under the 
managership of Henry D. Wexner, vet- 
eran shoe expert. 
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MR. SHOE DEALER! 


Ask Yourself These Questions... 


QUESTION: What one Infant's ‘Shoe can I stock that will solve my fitting 
problems almost 100%? 

. It’s the Number 80 Self-Starter by Carpenter . . . a versatile “first- 
ANSWER: step” shoe which, if stocked in sizes 1 to 6 including half sizes and | 
widths C and E . . . will enable you to fit practically every normal | 
foot! No more lost sales . . . no more lost profits! 


and, with his four sons, the operator of 
the Hartman Shoe Company and its 
well-known instock department later in- 
corporated under the name Hannahsons 
Shoe Company, Mr. Hartman had been 
active at various times in a number of 
other enterprises. 

Coming to this country from Hungary 
soon after his marriage, he established 
a wholesale dry goods business in New 
York City. Later, moving here, he 
opened a dry goods store, the profits 


| from which enabled him to establish 


| himself in the shoe manufacturing busi- 


QUESTION: Can I order as many pairs as I want? 
ANSWER: Yes! Increased production on this one number now permits delivery 


from stock in any quantity! 
QU ESTION: (Thinking out loud) Maybe this is the answer to my problem. 


P. S.: We couldn’t help overhearing you, Mr. Dealer . . . and our answer is— 
a Sr ass 

Write or wire your order today for this fast-selling Self-Starter Number 80 

. . . popularly priced to sell around $2.95. 





THE CARPENTER SHOE COMPANY, INC. @ Y fe 
161 CLARISSA ST., ROCHESTER 3, N. Y. >e 





Self-Starters 


BY CARPENTER 








Obituaries 


(Additional obituaries are on page 169.) 


James Moorhead David Hartman 


Quincy, Mass.—James Moorhead, HAVERHILL, MAss.—David Hartman, 
one of New England’s best known retail who until his retirement several years 
shoe merchants, founder of two stores ago, was one of the best known shoe 
here which bore his name and actively 
associated with the shoe industry for 
more than 50 years, died recently at 
his home in this city. He had retired 
from active business a few years ago. 

In addition to his business associa- 
tions, Mr. Moorhead was active in civic 
and fraternal affairs, particularly in 
the Masonic order. He was a life 
member and director of the Quincy 
Y.M.C.A.; treasurer for 10 years of the 
Bethany Congregational Church here; 
and past president of the Quincy Rotary 
Club. 

Well known in Masonry, of which he 
was a 32nd degree member, his affilia- 
tions included membership in several 
lodges. In addition, he was a past com- 








mander of the Quincy Commandery, 
Knights Templar and a life member of 
both the Scottish Rite and Aleppo Tem- 
ple, Boston. 

Mr. Moorhead is survived by his 
widow, Mrs. Gladys Moorhead; and a 
daughter, Miss Lotta Moorhead, of 
Quincy. 
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DAVID HARTMAN 


manufacturers in New England, died 
here recently at the age of 98. Death 
came quietly at his home, 38 Columbia 
Park. 

Though best known as the organizer 


ness. Later he also entered the leather 
business, manufacturing heels and top 
lifts, and by 1913 had also built up a 


| successful real estate business. He also 


operated a retail clothing and furnish- 
ing store at 128 Washington Street, this 
city. 

His wife died about 15 years ago and 
his fourth sen, Abraham, 13 years ago. 
Surviving are his other three sons, Sam- 
uel, Joseph and Louis, all of them active 
in directing the Hartman Shoe Com- 
pany and Hannahsons Shoe Company; 
by two daughters, Mrs. Daniel Wallach 
and Miss Millie Hartman, both of New 
York; by seven grandchildren, nine 
great grandchildren, and one great- 
great grandchild. 


Joseph Zahn 


NEw YoRK—Joseph Zahn, 55, general 
manager of the Selby Shoe Store at 5th 
Avenue and 38th Street, died in his 
sleep on Dec. 28 at his home at 811 
Bronx River Road, Bronxville, N. Y. Mr. 
Zahn had been in good health, but had 
suffered from a mild cold just prior to 
his death. 

He had been in the shoe business most 
of his life. In his early years, he was 
with the Thomas G. Plant Company as 
a women’s shoe buyer. Subsequently 
he worked with James McCreery of 
New York; the O’Neil Department 
Store of Akron, Ohio; and the William 
Hahn Company of Washington and Bos- 
ton in the same capacity. He joined 
Selby Arch-Preserver Store here 10 
years ago. 

Surviving are his widow, Mrs. Myrtle 
Marquardt Zahn; a son, Carl J. Zahn; 
a stepson, William Marquardt; and a 
stepdaughter, Mrs. Lajeanne Shattuck. 


Mrs. Sophie Strohbeck 


BROOKLYN, N. Y.—Mrs. Sophie 
Strohbeck, at one time associated with 
her husband in the management of 
Charles W. Strohbeck, Inc., manufac- 
turers of slippers and shoes, died Dec. 
31 at her home, 3 Schenck Court, 
Brooklyn. 

Active in church affairs, she was one 
of the founders and Sunday School 
teachers of the Willoughby Avenue 
Presbyterian Church, now the Bush- 
wick Presbyterian Church for Peace. 
She and Mr. Strohbeck were married 
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in 1888 and, on Jan. 3 of last year, 
celebrated their sixtieth wedding anni- 
versary at which time they were the 
guests of honor at a reception held in 
the Bossert Hotel. 

Mrs. Strohbeck is survived by her 
husband; one son, Charles W., Jr., and 
three grandchildren. 

Services were held Jan. 3 in the 
Bushwick Presbyterian Church for 
Peace, followed by interment in Ever- 
green Cemetery. 





Rocco Franceschini 


NEw YorRK.—Rocco Franceschini, 
president of the United Shoe Workers 
of America, CIO, died recently in Nor- 
wegian Hospital, Brooklyn. His age 
was 50. He resided at 362 Fifty-fourth 
Street, Brooklyn. 

Mr. Franceschini was born in Italy 
and was brought here by his parents 
in 1904. He was a laster with various 
shoe companies before he quit in 1928 
to devote himself to organizing work- 
ers. He was active in Joint Council 13, 
composed of shoe unions in the metro- 
politan area, for the last twelve years, 
and from 1941 until his selection as in- 
ternational president in March was sec- 
retary-treasurer of the council. 





Joseph H. Bears 


PHILADELPHIA. — Joseph H. Bears, 
secretary of the Malis Leather Com- 
pany, passed away suddenly early Tues- 
day morning, December 28. 

Mr. Bears started in the leather busi- 
ness in 1924. While working as a young 
man, he attended the Wharton School 
of Finance at the University of Penn- 
sylvania at night and finished his edu- 
cation. 

In 1930 he became associated with 
the Malis Leather Company and in 1935 
was made secretary. In 1942 he also 
became a partner in J. K. Malis & Com- 
pany which position he held until his 
death. 

He is survived by three brothers and 
a sister. 


Claude H. Crowder 


INDIANAPOLIS, IND. Claude H. 
Crowder, 86, retired shoe wholesaler, 
died recently at his home in Indian- 
apolis. He was believed to be the oldest 
shoe wholesaler in Indiana. 

He entered the shoe business with a 
retail store in Sullivan, Ind., where he 
was born. In 1884 he opened the C. H. 
Crowder Shoe Store on the west side 
of the Sullivan public square. Several 
salesmen he trained there have become 
executives of large concerns. 

In 1904, with a partner, he purchased 
the McKee Shoe Co., a wholesale shoe 
firm in Indianapolis, and changed the 
name to Crowder-Mason Shoe Co. In 
1907, the company consolidated with 
the Cooper Shoe Co., becoming known 
as the Crowder-Cooper Shoe Co. He 
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A. H. ROSS & SONS CO. 
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Boston: Merchant-Loveys; St. Louis: Al W. Meier Co.; Philadelphia: Schoenberg Leather (o.; Milwoukee: 
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served as its president many years prior 
to selling out and retiring 11 years ago. 

A sister, five nieces and two nephews 
survive. 


Fred W. Sherrill 


STATESVILLE, N. C.—F red W. Sherrill, 
president of the Sherrill-White Shoe 
Company, Statesville, and for more than 
three decades actively identified with 
the business, civic and fraternal affairs 
of Statesville, died of a heart attack 
while driving his car recently. He was 
60 years old. 

He is survived by a brother and three 
sisters. 





Howard F. Weaver 


ALLENTOWN, Pa.—Howard F. 
Weaver, 79, partner in the former 
Philip Schneider Shoe Co., manufactur- 
ers of women’s and children’s shoes un- 
til the company was dissolved about 
1940, died recently in the Allentown 
Hospital. 


William H. Barnes 


E.yriA, O.—William H. Barnes, 88, 
retired shoe merchant who was in busi- 
ness in Elyria, O., for 45 years, died 
Dec. 11, leaving two sons and a daugh- 
ter. 





i5f 








ductus =o ame. 


shipment. 


assured. 


C406; 844-12 B-EE SPG. HEEL 
M406; 12%-3 B-E LEA. HEEL 
L416; 4-9 AA-D LEA. HEEL (illus.) 


Illustrated Stock folder available upon 


written request. 


Our 50th Year of Service to the Retailers of America 


JULIUS ALTSCHUL, INC. 


BROOKLYN 6, N. Y. 


117 GRATTAN STREET os 


RESOLVED! 


That the ALTSCHUL line for °49 is the ONE 


to feature in “tots to teens” quality shoes. 


ALTSCHUL’S TAN ELK MONKSTRAP CLASSIC 
is just one of the many unusual and finely 
crafted shoes that are ready for immediate 
Prompt delivery from our large 
IN-STOCK Dept. of over 30 numbers is 











IN-STOCK 





Tops in Taps! 





apes 





@ Selva's 1949 Special! 


Designed by Fred Astaire and made 
by Selva! Has 3 “mushroom shaped" 
pivots that allow "play" in the tap 
for close-to-the-floor work. Available 


in Ballet or Straight 
m6. $150 


To Retail at $2.50 pair. PAIR 


ELVA & SONS, Inc. 


1607 BROADWAY, NEW YORK 19, N. Y. 





Rectangles and Circle in Unusual Floor 





Windows in Weisen's Bootery, Salem, N. J., are 10 feet deep and 3 feet wide and 
have sides of amber-colored plywood. 


SALEM, N. J.—With one exception, 
the floor in Weisen’s Bootery here is a 
study in rectangles. The main floor of 
the newly-opened store at 144 W. Broad- 
way is of asphalt tile in green and rust, 
partially covered by long green runners 
in front of the seats. 

At the back of the store, however, is 
a large circular, rust-colored section de- 
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signed to set the children’s department 
apart from the rest of the store where 
men’s and women’s high grade shoes are 
sold. 

Seats harmonize with the floor cover- 
ing, being green with rust piping. Walls 
are of striated plywood painted pink. 
Murals on yellow leather decorate the 
back wall of the selling room which is 


40 feet deep and 20 feet wide. 

Window walls and the interiors of 
shadow boxes are also of plywood which 
is amber-colored. 





Sees Good Business 
Ahead for Wholesalers 


St. Louis—Irving Sachs, president 
of Shu Stiles, Inc., a wholesale firm 
here, sees the position of the wholesaler 
this Spring as more important than at 
any time since the war. In a recent 
statement he said: 

“This Spring the in-stock whole- 
saler of fashion footwear is going to 
be of inestimable service to his custom- 
ers, as he has been for many a year, 
since style calls for such a large vari- 
ety of colors, materials and patterns. 


“In the past, during the periods of 
recession, our customers have always 
needed the ‘hot things’ to stimulate 
business. We think next season will be 
such a time, and therefore business 
with us should be good.” 





Chain Opens New Link 


ALBANY, N. Y.—Miles Shoes has 
opened a new store in its chain at 161 
Central Ave., here. The shoe chain 
has another store here at 24 South 
Pear! St. 
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Shoe Store Has Unusual Design 


Tuxsa, Oxta.—The Trippet shoe store, which for the 
past ten years has been fitting Tulsa children, moved last 
Summer from its old quarters in the Mayo Building to its 
own building at 1535 E. 15th Street. The new store 
building was completely remodeled to accommodate the 
shoe store. 





Exterior of the new Trippet shoe store in Tulsa, Okla., is 
strikingly different from the ordinary shoe store. 


Not only does it present a striking appearance from 
the street, but it has a quiet spacious interior where cus- 
tomers can sit in relaxed comfort and select the shoes 
that meet their requirements. 

Customers entering the front door find themselves in 
a large, beautifully furnished entrance foyer. Imme- 
diately adjoining is the main fitting room. A small room 


off to one side is used as a private fitting room. No show 
cases or stock racks are visible, but a few selected models 
are placed in odd corners. 





The interior is both spacious and comfortable, and has 
a homelike atmosphere. 


The store is owned by Floyd E. Trippet, a veteran who 
earned his DSC. His wife, Mrs. Mary E. Trippet, manages 
the store and supervises the fitting. Both Mr. and Mrs. 
Trippet are professionally trained fitters and take pride 
in the fact that no customer is ever sold a shoe that does 
not fit properly. 


New Store Opened 


Detroit, Micu.—A new shoe store catering to the gen- 
eral family trade has been opened at Flat Rock in South- 
eastern Michigan by Louis and Charlotte Watson. The 
store, located on the main street, will be known as the 
Watson Shoe Store. The Watsons are newcomers to the 
shoe business. 











USMC Announces Its 
Fiftieth Anniversary 


BostoN—In a simply worded an- 
nouncement, printed in gold and black, 
the United Shoe Machinery Corpora- 
tion calls the attention of the indus- 
try, its stockholders and employees to 
the fact that February 7 will be the 
fiftieth anniversary of the founding of 
the corporation. Signed merely with 
the name of the corporation, the an- 
nouncement reads: 

“On February 7, 1899, this Corpora- 
tion was founded and throughout the 
fifty years of its existence has stead- 
fastly continued in its operating policy 
to preserve, follow, and develop the 
basic concept of its founders—the ad- 
vancement of shoemaking through more 
efficient machinery, improved supplies, 
and better service. 


“The extent to which these purposes 
have been fulfilled is reflected in the im- 
pressive development and growth of the 
Shoe Industry during the half century 
now passed. We feel justly proud of our 
contribution to the advancement of 
shoemaking during this period. In such 
a record of progress we find inspiration 
and confidence to continue our every 
effort through research. and service to- 
ward a greater fulfillment of the ob- 
jectives originally established by the 
founders of this Corporation. 


“On the occasion of our Fiftieth An- 
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niversary we wish to express our sin- 
cere appreciation to our customers, our 
suppliers, our employees, and our stock- 
holders for the important parts they 
have played in our success. For their 
splendid cooperation and loyal support 
we-are deeply grateful and we invite 
them to fook forward with us to con- 
tinued success and still greater achieve- 
ment during the years which lie ahead.” 





Manufacturers Urged to Be 
More Promotion-Minded 


New YorkK—“Each shoe should have 
a story, a ‘gimmick,’ to help the re- 
tailer sell his shoes,” Kate Kamen, fash- 
ion expert, told the members of the New 
York Association of Younger Shoemen 
at the Hotel New Yorker on December 
29. 

Mrs. Kamen, making her last appear- 
ance before the group as executive sec- 
retary of the Guild of Better Shoe 
Manufacturers and whose topic of dis- 
cussion was “What is in the Style Pic- 
ture for Spring and Summer,” said that 
manufacturers did not do enough with 
styles in the past season. She pointed 
out that they were too lax and had 
failed to have any direct selling points. 
“Manufacturers,” she went on, “have 
not been relating shoes to clothes and 
the fashion picture in other accessories. 
They should educate the retailer as to 
the fashion picture connected with 


shoes. Now is the time to add plus ser- 
vices, promotions and the like for the 
benefit of the retailers. Keener com- 
petition makes it necessary.” 

Another criticism Mrs. Kamen voiced 
was directed against the pessimism of 
the manufacturers in the New York 
area. She said there was no cause for 
it. 

Speaking of styles for the Spring and 
Summer, she said that the top story was 
color in tone on tone, contrast and neu- 
tral tones. A very open shoe will be 
featured for Spring with open shanks 
and vamps, she said, suggesting that 
manufacturers use historic designs for 
present-day shoes and for future shoe 
styles. In conclusion, she emphasized 
again that the shoe business must be 
promotion minded. 





Shoe Man President of 
Men’s Apparel Club 


OMAHA, Nes.—Ak-Sar-Ben Men’s 
Apparel Club has changed the date for 
its market week next Fall from Novem- 
ber 4-8 to October 20-November 1, it is 
announced by Harry A. Jones, presi- 
dent and Weyenberg Shoe Manufactur- 
ing Company representative. Other 
market dates in Omaha for 1949 will 
be February 5-8, June 4-7. Mr. Jones, 
who served as secretary-treasurer of 
the MAC for several years, was re- 
cently elevated to the presidency. — 
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that’s all we make! that’s why... 


LION SANDALS are increasing sales 


for Lion dealers throughout the country! 


for men, women and children 
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Children's 


Infants’ ° 


144 Duane Street 





FAMOUS FOR QUALITY 
UNCHALLENGED VALUE 


In The $3.00 RETAILER Juvenile Field 
Over 100 Numbers 


Every Wanted Style and Color 
GOODWEAR SHOE COMPANY, INC. 


New York 13, 


° Misses’ 








DARLING DISPLAYS 


WORLD’S MOST COMPLETE 
LINES OF DISPLAY AIDS 


@ Shoe Stands, groups and ele- 
vations in metal and plastics. 


@ Displayers, Stools and Mirrors. 


@ Hosiery Forms in plastic. 10 
sizes from full length to kids. 


WRITE FOR CATALOGS 


L. A. DARLING CO. 


BRONSON, MICHIGAN 














Open Shelving Out—Shadow Boxes In 





Chicago.—View of remodeled women's salon section in Walk-Over State Street 
Store, Chicago. Gray wall backgrounds and built-in shadow boxes cover an area 
which was formerly open shelving. Pillars were enclosed with full-length mirrors 
and new bright yellow upholstered seats have been installed. 





Pittsburgh Shoe Retailers 
Honor President 


PITTSBURGH, Pa.—The Greater Pitts- 
burgh Shoe Retailers’ Association re- 
cently honored its president, William E. 
Morgan, at a Ladies’ Night testimonial 
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dinner in the William Penn Hotel. 
Oliver S. Kitchen, banquet chairman, 
said President Morgan was being hon- 
ored “because he has done more for the 
shoe business in this territory than any 
other person.” I. D. Wolf, vice-presi- 
dent of Kaufman’s Department Store, 
was the principal speaker. 


Holiday Shoppers Choge 
Wide Variety in Footwear 


CHEYENNE, Wyo.—Best sellers dur- 
ing the holiday season at the Chey- 
enne Shoe Store, 202 West 17th Street, 
were a bunny fur scuff, a flat casual; 
a high-heeled platform sandal and a 
high-heel wedgie, it is reported by the 
management. Slippers were in good de- 
mand for Christmas gifts and the fur 
scuff has been a favorite in both white 
and black, with elastic back strap, 
leather soles and rayon faille platforms. 

The wanted high-heel wedgie was in 
black suede with sling heel and open 
toe, while the sandal was in black slip- 
per satin with platform sole, sling heel, 
instep strap and criss-cross open toe. 
The casual in antique brown calf has 
been a favorite with ‘young matrons, 
co-eds and business girls alike. It is of 
moccasin style with swanky, hand- 
sewed vamp and extremely low heel. 


— 


Will Carry Infants’ and 
Children’s Shoes 


CHEYENNE, Wyo.—The Youth Fash- 
ion Center has been opened for busi- 
ness at 1720 Capitol Avenue, and will 
carry a full line of infants’ and chil- 
dren’s shoes as well as clothing and ac- 
cessories, 
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Financial News 


Nunn-Bush Reports 
1948 Increase 


MILWAUKEE, Wis.—The Nunn-Bush 
Shoe Company and its subsidiary, the 
Nunn-Bush Shoe Corporation of Vir- 
ginia, report an increase of approxi- 
mately 47 per cent in net earnings for 
the fiscal year ended Oct. 31, 1948, as 
compared with the same period in 1947. 
Net for 1948 was $634,048; that for 
1947 was $428,539. Sales to indepen- 
dent retailers totaled $9,970,643 as com- 
pared with $9,397,968 in 1947. Retail 
sales of company-owned outlets were 
$6,151,143 in 1948; in 1947 they were 
$6,368,411. Unit pairs manufactured 
were lower in 1948, 1,466,742 as com- 
pared with a 1947 total of 1,590,495; 
and pairs sold also showed a decrease, 
from 1,540,322 in 1947 to 1,371,113 in 
1948, 

In his annual letter to stockholders, 
associates and workers, President J. B. 
Buchanan points out that “currently 
inflated dollars and sharply higher 
costs make it imperative for the com- 
pany to conserve a large part of its 
earnings to meet increased needs for 
working capital.” 


Florsheim Earns $114 Million 
Profit in 1948 


CHICAGO, ILL.—The 56th annual re- 
port to the stockholders of The Flor- 
sheim Shoe Company shows that a profit 
of $1,515,585.65 in the fiscal year ended 
October 31, 1948. This was after ade- 
quate provisions for doubtful accounts, 
depreciation, Federal taxes on income 
and other taxes. 

Earnings were equivalent to $2.22 
per share on 373,671 shares of Class 
A common stock and $1.11 per share 
on 618,120 shares of Class B common 
stock outstanding at the end of the 
fiscal year. 

The company reports that its new 
factory and general office building un- 
der construction on the site bounded 
by Canal, Adams and Clinton Streets 
in Chicago will be completed by Novem- 
ber 1, 1949. 


Brown Shoe Reports More 
Than 2) Million Profit 


St. Louis, Mo.—In its annual state- 
ment to shareholders, Brown Shoe Com- 
pany, Inc., reports that profits after 
taxes for the year ending October 31, 
1948, amounted to $2,555,079.21 or 
$4.87 per common share after preferred 
dividends. Income from shoes manu- 
factured and sold to its dealers, less 
discounts and returns, amounted to $84,- 
404,361.91, compared with $76,020,630.65 
in 1947 and $25,004,604.92 in 1938— 
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Brown Moccasin 


Oxford 
- Triple-Thick 
Red Lugger Sole 


To Retail 
about $6.50 


TOP wbmessene AND FAST STYLING 
| BOY’S SHOES 


THE 
BOLD, RUGGED LOOK 


Db, SPECIALLY TREATED LEATHERS 
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Wine Oxford 
Harness Stitching 
Heavyweight Plytuf Sole 
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Brown Antiqued Oxford 
Harness Stitching 
Heavyweight Plytuf Sole 


MANY OTHER STYLES 
IN-STOCK 


SIZES 2-6 
B-C-D WIDTHS 


ALSO BIG 
BOYS 6%-11 


~——— 
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PAYES SHOE CO. 


25-27 NO. 4TH ST. 





PHILA. 6, PA. 





the last year prior to adopting the 
present policy of specialization. 

Local newspaper advertising of 
Brown’s branded products, paid for by 
dealers, was approximately double the 
amount spent by them in 1947. Total 
lineage for the fiscal year amounted to 
more than 20 million lines—the equiva- 
lent of more than 30,000 columns of 
space. 

The report states that during the 
past 24 months the company has given 
its employes four general wage in- 
creases plus three additional paid holi- 
days and various other privileges. 


Brown now has 15,000 employes oper- 
ating 36 plants—compared with 20 
plants ten years ago. 





E-J Declares Extra Dividends 


Enpicott, N. Y. — Endicott-Johnson 
Corporation directors have declared the 
regular quarterly dividend of 40 cents 
a share on the common stock, an extra 
dividend of 40 cents a share on the com- 
mon shares, and the regular dividend of 
$1 on the preferred stock. All were 
payable January 1 to stockholders of 
record December 23. 
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Concentrate 
Your Buyiné 
AT THE 


MARBRIDGE BUILDING [= — 


Here you have the 
greatest continuous fF 
display of Men's, 
Women's and Chil- 
dren's Shoes, Play 
Shoes and Slippers 
in the country. 








Phyl-Flex 
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low heels 


Salesmen: Some open territories. Write for details. 


They are walking out of scores of 
America’s best stores with thousands 
of customers inside them. Save by 
buying direct from the manufacturer. 
Write for new Spring Catalog. 


retailers 


Women’s, Misses’, Children’s 
Wedgies, Casuals, Sports 


PHYLLIS 
SHOE CoO. 


Lowell, Mass. 

















HANDY PRICE STICKERS for 
ACCESSORIES, SHOES and CARTONS 
121 to a perforated sheet; width 
to fit your typewriter 


Book of 1452 
markers will 


mark 726 pairs. 


BOOT & SHOE RECORDER-Merchants Service Dept. 
209 S. State St., Chicago, Ill. 














12 sheets 
STOCK NO. gummed end gw- 
forated to a book. 
OUR PRICE 1452 
Price Markers 
$1.50 
SALE PRICE pay ee $2.50 
5 books: $5.00 
Check, M.O.,orC.0.D. 
Actual size 














Sharp Angles and Sweeping Curves 





ek ee 


This is the remodeled |. Miller Salon in Rochester, N. Y., looking streetward from 
the center of the store; bundle counter under canopy at left, hosiery counter in 
front of it; displays at right. 


ROCHESTER, N. Y.—Geometry helps 
make the newly-remodeled I. Miller 
Salon, 41 East Avenue, Rochester, some- 
thing different in shoe retailing. 

Sharp angles, sweeping curves, free- 
form lines are fashioned into a bright, 
modern setting. It starts with the 
“visual front,” where an all-glass front 
is set at an angle from the street to give 
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a recessed and protected entrance. 

At the left of the entrance are three 
display cases, each one jutting a little 
farther toward the center than the one 
in front of it. These give not only in- 
terior displays but also are practically 
like window displays since they are 
clearly visible from the street. 

Behind the displays the wall turns in 


a curve toward the rear and is adorned 
with a bleached mahogany wall display 
in the shape of an “L,” with a “G” at 
the end of the base of the “L.” Other 
displays in recesses bring the left side 
of the store back to two floor-to-ceiling 
stretches of mirror, which flank a 
bright-colored print drape section. 

The rear of the shop, too, is set on a 
slight curve. On the right side are the 
hosiery department and the bundle 
counter, with a canopy top overhead. 

There are 38 chairs for customers, 
upholstered in pastels, chartreuse and 
aqua alternating. Carpeting is rose 
taupe. Cases are bleached mahogany, 
as are shadow boxes which decorate 
the rear and right walls. Walls are 
rose. Lighting is recessed. 

The display cases feature coordina- 
tion of shoes and bags. Floor space of 
the shop is 23 by 80. Architects were 
Phillips and Pioch. 

The store was established in 1924. 
Joseph M. Mittelman is resident mem- 
ber of the M. A. Mittelman firm which 
operates I. Miller stores in Cleveland 
and Buffalo also. Irwin A. Goldfeder 
is manager of the Rochester salon. 





Schiff Plans New Store 


Fort WAYNE, IND.—The Schiff Shoe 
Co., Columbus, has taken a long-term 
lease on a three-story building at 1018 
South Calhoun St. 
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What’s New 


Tap Designed by 
Fred Astaire 





New York.—Busy on M-G-M's new 
musical “Barkleys of Broadway," Fred 
Astaire recently took time enough off 
to design a new kind of tap for dancing 
shoes. The new, hinged "bell-tone" taps 
are now being sold under Astaire's 
name by Selva, Inc., New York theatrical 
shoe house. 





New Innersole Made 
Of Plastic 


New York—Lumite, a new woven 
plastic material, is being used by Dale 
Vent-O-Sole, Inc., for their especially 
designed innersoles. Used in five smooth 
layers of woven plastic strands for a 
comfortable cushioned effect, the inner- 





Plastic innersole which was used during 
the war. 


soles are flexible, removable, and wash- 
able with soap and water, according to 
the makers. 

“The Lumite woven plastic inner- 
soles are highly effective in ventilating 
the inside of the shoes and averting cal- 
louses, blisters, athlete’s foot and other 
afflictions,” stated Frank Dale, who de- 
veloped the innersole, which was 
adopted by the U. S. Quartermaster 
Corps for Army use during the war. 
“They are now an accepted item in the 
industrial field and are also extending 
into street wear.” 
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Get yourself right down there on the 
retail Jevel and give a hand to the 
man on the fitting-stool. He’s in.a 
tough spot --- facing a keenly com- 
petitive situation which has many 
perplexing problems. He’s asking 
questions like mad... 


What's gonna happen tomorrow? 
How can I explain these prices? 
Which styles are moving fastest? 
Has your product new features 
worth talking about? Can't you 
give me a lift — with in-stock de- 
partments, promotion helps, mer- 
chandising ideas? Can't you help 
me sell? 





100 EAST 42nd STREET, NEW YORK 





Mr Shoe Admaker.. 


Youve a lot to say to the Trade / 


You’ve had to answer questions like 
these before. Study any issue of the 
Recorder, and you'll see why retailers 
are hanging on to it like a life-pre- 
server in these troubled times. But 
they need specific information from 
you -- your products, your policies. 
your plans. Give them what thev 
need now — down-to-earth copy in 
your Recorder advertising. 


Everybody in shoes wads 
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New Device Used to 
Handle Window Shoes 


St. Louis—Floro Sales Saver Com- 
pany, 503 North Twelfth Boulevard, St. 
Louis, is introducing to the trade a new 
device for removing from or placing 
shoes in window displays without dis- 
turbing other merchandise. 

This device was designed by Robert 
Floro of Indianapolis. Mr. Floro is also 
the designer of the “Invisible Form,” 
now extensively used in displaying 
sling-back shoes. 


Dr. Scholl Store Opened 


MIAMI, FLA.—A new Dr. Scholl Foot 
Comfort shop has been opened at 137 
N. E. First Street. J. M. Sklow is the 
owner. 


Canadian Store Sold 

VANCOUVER, B. C.—Arthur Basham 
and Charles A. Finch. have disposed 
of their men’s wear and shoe business 
to T. W. Bryant of Penticton and L. 
H. Hill of Summerland, B. C. 
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WORK SHOES 
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Let this Work Shoe | 
Work for You 





$i. inch regular gorr 
work shoe. Sizes 8 to to 32 
(including holf sizes. 


$450 


Again Pilot steers you to increased 
sales and profits! Genuine Goodyear 
welts. Natural color flesh-out smooth 
plump cowhide. Heavy leather inner- 
soles. 14 iron “Armortred” composi- 
tion molded outersoles. Reinforced 
with brown steel rivets and extra 
stitching at all points of wear. Wide 
garrison backstays. Order now. 


PILOT SHOE CO. 
31 Hopkins Place - Balto. 1, Md. 
a ** Honest-made Since 1899" * 
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PRICE TICKETS 








PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT’S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 








Buy Savings Bonds 














Recordia to Celebrate 
Tenth Anniversary 


NEw YorK—On January 23, Recordia 
Manufacturing Company, Inc., of 142 
West Fourteenth Street, this city, cele- 
brates its tenth anniversary. Comment- 
ing on the approach of this event, John 
S. Newstead, sales manager, said re- 
cently: 

“Our president, M. West, was the 
first, ten years ago, to introduce in this 
country street sandals with arch sup- 
ports for men. This was after he had 
been forced to give up ownership of his 
Hanau, Germany, factory, the largest 
rubber footwear plant in Europe, where 
40,000 pairs were made daily. When 
he organized Recordia Manufacturing 
Company, he did it against the advice 
of many skeptics who failed to share 
his confidence in this then-new product. 

“Today, more than 5000 retail outlets 
carry Recordia sandals as an indispen- 
sable Summer condiment in their range 
of casual footwear and their reputation 
for quality and styling is firmly estab- 
lished.” 





New England Company 
To Make Work Shoes 


KEENE, N. H.— Roberts-Hart, Inc., 
shoe manufacturers, will resume oper- 
ations here soon, after having been 
closed for some time, it has been an- 
nounced by Lee P. Hart. 

Paul Crane of New Rochelle, N. Y., 
is the new president of the company, 
while Mr. Hart will serve as treasurer 
and sales manager. 

The company will discontinue the 
manufacture of men’s dress shoes and 
devote most of its production to men’s 
work shoes, it was stated. It is ex- 
pected that 100 persons will be em- 
ployed and 1200 to 1500 pairs of shoes 
will be turned out daily when produc- 
tion reaches its peak. 





Carries Three Lines 
In California 


Los ANGELES, CALIF.—W. Pearse 
Newell is now representing California 
Shoes, Ltd., selling their line of sport 
welts at popular prices in the state of 
California. His headquarters are in the 
Haas Building, Los Angeles. 

In addition to the Playtano brand 
made by California Shoes, he also car- 
ries the Wesseling Jordan Shoe Com- 
pany and Eby Shoe Company lines in 
the same territory. 


New Line Announced by 


Portland Footwear Co. 


PoRTLAND, MeE.—The Portland Foot- 
wear Co., makers of “Fancy Free” 
shoes, announces a new line of women’s 
shoes to retail at $6.95. These patterns 
will be made on a 13/8 heel, both cuban 
and wedge. The company will continue 
to make its regular “Fancy Free” line 
retailing at $8.95. 
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English Riding 
Boots 


for Men and Ladies 
Black & Brown 








Field Boots for 
Men. Brown Only 


$10 






Ladies’ 


$1135 
Terms: 2/10 N/30 10 


ARNOFF SHOE COMPANY 
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MEN'S SHOES 


Send for Catalog 





W.L. Douglas Shoe Co 


rockton 15 Mass 
New York Offices, 508 510 Marb: dge Bldg 
New York 1, New York 


West Coast Offices, 401-402 Haas 
Los Angeles 14, California 
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Rhinestone Side Bow 

Imported crystal stones 
> set in silver or gold 
background with bow 
€ 

clips. 
IMMEDIATE DELIVERY 
Fastest selling Buckle 
retailing at a “DOLLAR’ 


_sthinestone Creations, 


N. 39th St. Phila., Pa, 
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NEWS OF THE 


Weinbrenner Reports Record Year 


— 


Sales staff of Albert H. Weinbrenner Co., 





assembled in the Club Room, Schroeder 


Hotel, Milwaukee, for the second day's session of the company's first national sales 
clinic and conference. 


MILWAUKEE, WIs. — With net sales 
running in excess of $11,000,000 in 1948, 
the Albert H. Weinbrenner Co., head- 
quartered in Milwaukee, enjoyed the 
highest production of its 58-year his- 
tory, according to Walter F. Kieck- 
hefer, president of the firm. 

This news was made public at the 
first national sales clinic to be held by 
the firm, which was concluded with fac- 
tory inspection trips to Merrill and 
Marshfield, Wisonsin, on December 17 
and 18. The two preceding days were 
occupied with meetings in Milwaukee, 
attended by the company’s entire sales 
staff of 60 territorial representatives, 
and conducted by John E. Dickinson, 
vice-president and retail sales manager. 


In the cause of the sales clinic, new 
lines for 1949 of Thorogood work and 
children’s shoes and Bondshire dress 
shoes were shown and sales personnel 
were introduced to their company’s ad- 
vertising and promotional plans for the 
coming year. 

Weinbrenner, with factories already 
operating in Merrill, Marshfield, and 
Antigo, Wisconsin, announced the ac- 
quisition of a fourth plant, at Rib Lake, 
Wisconsin, which is just now getting 
into production. 

At the Milwaukee meeting, present 
company policy was outlined to those 
atteriding by Mr. Kieckhefer and Fred- 
erick A. Wilmanns, newly elected vice- 
president and treasurer. 





General Shoe Executive 
Is Transferred 


NASHVILLE, TENN.—Charles Ran- 
dolph Murphy, assistant vice-president 
of General Shoe Corporation and for 
several years associate branch manager 
of its foreign division, General Shoe 
Intercontinental Company, has become 
division manager of women’s casuals 
for Dominion Shoe Company, which 
also is a unit of General Shoe Corpora- 
tion. The announcement was made by 
Houghton D. Vaughn, manager of the 
Dominion branch. 

Mr. Murphy will succeed Bert Bis- 
hop as division manager of women’s 
casuals. Mr. Bishop has left General 
Shoe for another connection. 

Mr. Murphy is well-known not only 
in the shoe industry in this country, 
but in Mexico and Peru, where he man- 
aged in an executive capacity manufac- 
turing and sales operations of General 
Shoe in Lima and in Mexico City. Gen- 
eral Shoe has plants in both cities, and 
retail stores also in Lima. 
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He has had considerable experience 
in management engineering, and organ- 
ized such a consulting division in 





CHARLES R. MURPHY 


General Shoe Intercontinental. He has 
been with General Shoe for 14 years, 
and two years ago was named assistant 
vice-president. 


_ SMESHEN ide Suppliers 


Lee Geller Selling 
For Sandler 


BosTtoN — Sandler of Boston an- 
nounces the appointment of Lee Geller 
as a sales representative of its Junior 
division. 

As former manager of the White 
Plains unit of Tru-Form Shoes and 
head of retail sales for Modern Ortho- 
pedic Appliance Co., Mr. Geller has had 
15 years of experience in the orthopedic 
retail field. He is a recognized author- 
ity on the fitting of children’s shoes and 
has lectured extensively on this subject. 





LEE GELLER 


Mr. Geller will cover New Jersey and 
Pennsylvania, with the exception of 
Philadelphia, and will handle Sandler’s 
“Lady in White” line in addition to the 
children’s shoes. 


Sales Boosted With 
Dealer Kit 


ROCHESTER, N. Y.—The new Vaisey 
Bristol dealer kit mailed to all Jump- 
ing-Jack dealers recently is said to have 
been acclaimed-as one of the most com- 
prehensive and helpful dealer kits sent 
to the shoe trade. 

The dealer folder itself is a four- 
color process job, reproducing a recent 
Jumping Jack four-page Parents’ Mag- 
azine ad. The kit contains twenty in- 
serts plus a complete series of dealer 
ads and radio copy. 

Each item in the kit, it is said by 
company officials, has been thoroughly 
tested by Vaisey Bristol and is a proven 
business getter; and dealers report in- 
creased business from almost all sug- 
gested promotions within the kit. 
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To Make and Sell DeLiso Debs in Britain 





Plans by the Dolcis Shoe Company of Great Britain to distribute American-de- 
signed DeLiso Debs shoes through some 200 retail outlets in the United Kingdom are 
discussed by Theo R. Samuels, president of the Samuels Shoe Co.; St. Louis (left), 
makers of DeLiso Debs, and Major F. J. Stratton, C.B.E., managing director of the 
Dolcis organization, during a recent conference of the two executives in London. 


New York—Arrangements for Brit- 
ish production of DeLiso Debs women’s 
shoes and their distribution through the 
Dolcis Shoe Company, largest European 
retailer of better grade shoes, were an- 
nounced rezently by Theo. R. Samuels, 
president of the Samuels Shoe Com- 
pany, St. Louis, U. S. makers of DeLiso 
Debs; Vincent DeLiso, of New York, 
designer of DeLiso Debs; Major F. J. 
Stratton, C.B.E., managing director of 
the Dolcis organization in London and 
the Goodchild Shoes Pty., Ltd., Austra- 
lian manufacturers of DeLiso Debs in 
Sidney. 

Negotiations completed during a re- 
cent trip by Mr. Samuels to the United 
Kingdom call for a British production 
of 4000 pairs a week, with a group of 
technical representatives visiting De- 


Liso Debs factories in this country dur- 
ing the early Spring to secure requisite 
production know-how. 

The shoes will be manufactured at 
Norwich, England, through Upsons, 
Ltd., parent concern of the Dolcis Shoe 
Company and distributed through the 
latter’s stores, numbering more than 
two hundred. In addition, the stores 
will import American-made DeLiso 
Debs. 

Dolcis outlets range from the exclu- 
sive Knightsbridge salon in London to 
provincial branches in every principal 
city in England, Scotland, Wales and 
Eire. Some eighty modern shops are 
located in the London area alone. 

In addition to new units in the United 
Kingdom, Dolcis expansion plans in- 
clude retail stores on. the continent. 





Year-End Bonus for 
E-J Employes 


ENpDIcoTT, N. Y.—Endicott-Johnson 
Corporation distributed a year-end 
bonus of $2,700,000 to its 18,500 pro- 
duction and supervisory employes. Also 
sharing in the distribution were some 
1,500 sales and retail store employes. 
The latest bonus payments, added to 
the $1,300,000 disbursed July 28, bring 
the total for 1948 to $4,000,000. 

In announcing the bonus payment, 
the management reviewed the business 
outlook and summarized financial out- 
lays to which it is already committed. 
The latter include two recreation cen- 
ters which will cost $1,000,000 and ex- 
pensive additions to Wilson Memorial 
Hospital. 

“At this time we find the shoe and 
leather business has changed very lit- 
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tle,” said the bulletin to employes. “Pro- 
duction still remains ahead of demand. 
Considering all things, it is our judg- 
ment that this would be a very bad 
time to readjust wages, but we are 
happy in this holiday season to be able 
to announce a second bonus.” 


Joe W. Miller with 
P. H. Volk & Co. 


BALTIMORE, Mp.—Joe W. Miller has 
joined the sales staff of P. H. Volk 
& Company, Inc., Baltimore wholesalers 
of leather, shoe findings and shoe store 
supplies. Making his headquarters in 
Charlotte, N. C., he will cover both 
North and South Carolina as well as 
Georgia and Alabama. 

Mr. Miller has been associated with 
the shoe industry for 25 years and is 
well known throughout the trade. 





Three-Way Agency Plan 
Offered By Adler 


New YorkK—Adler Shoes for Men, 
chain operator of men’s popular price 
shoe stores, has initiated a three-way 
agency plan making Adler shoes, slip- 
pers and casuals available to other 
retailers.. Adler, who operates 18 of 
its own stores in the metropolitan New 
York area, has designated these plans 
as: the consignment plan, the direct- 
purchase plan and the leased depart- 
ment plan. 

The entire idea was conceived and 
experimented with just before World 
War II, at which time it was tempora- 
rily shelved. But recently it was taken 
off the shelf by Robert L. Lowell, man- 
ager of the agency and direct mail 
order divisions, who worked with it 
from the beginning. 

As explained by Mr. Lowell, under 
the consignment and direct-purchase 
plans, a large, in-stock department is 
made available to the retailer. If a 
retailer has merchandise which fails 





ROBERT L. LOWELL 


to sell, he can return it and re-order 
fresh, salable merchandise. Under the 
consignment plan only, window dis- 
play background units will be loaned 
to the retailer when available. How- 
ever, window cards are supplied to sub- 
scribers of both plans. 

The retailer will receive a percentage 
of sales for handling shoes under the 
consignment plan. 

The leased department plan is aimed 
at stores which have an over-all busi- 
ness of approximately one-half million 
dollars or better annually, and which 
do not have a men’s shoe department. 
Adler will lease a department, operate 
it independently, using their own sales- 
men, or Adler-trained local salesmen, 
and will also handle advertising, pro- 
motion and merchandising. If the store 
does have a men’s shoe department, 
and has an annual volume of $50,000 
or better, Adler will be interested in 
putting in their shoes and operating 
the department. In both cases, the 
lease is operated on a percentage basis. 
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No. 2174 


e Goodyear Welt 


e Sizes 62-12 Terms: 
¢ 8 Other Styles In Stock 2/10 N/s0 


ARNOFF SHOE COMPANY 
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POLICE SHOE SPECIAL 
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~~ 4 
3 GOODYEAR WELT t 
7 Full Double Leather Soles and Innersoles 4 
“ di Leather Barbour Storm ¢ 

Welt 
Bive Wear Lining 
Sizes: 7-12 









Displaying: M.A.S.R.A.—Jan. 22-26 
Room 450, Ben Franklin Hotel, Phila. 


KANDEL SHOE CO. 


Manufacturer's Distributors of Men's 
Fine Shoes and Slippers 
114 Reade Street New York 13, N. Y. 
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ATTENTION! 
SHOE & SLIPPER MANUFACTURERS 


Cheery Jingle Bells, Open Bells, Liberty Shape 

—To Decorate Children's Shoes and Slippers. 

Available in large quantities. Write for full 

information. 

Address Box 957, care - a & & SHOE wee 
100 East 42nd Street, New York 17, N. Y. 
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Selling Toni Drake Line 
On West Coast 


BostoN—Ben Braverman, treasurer 
of the Melori Shoe Corporation of Bos- 
ton, announces the appointment of Jack 





JACK GILCHRIST 


Gilchrist of North Hollywood, Calif., as 
West Coast representative of the Toni 
Drake line. 

Mr. Gilchrist was formerly represen- 
tative for the Florsheim Shoe Company, 
women’s division, on the West Coast. 
Prior to that, he was affiliated with 
Joyce, Inc., as Southwest representa- 
tive. His retail experience includes Car- 
son Pirie and Scott and Broadway- 
Hollywood in California. 

He will cover California, Nevada, 
Washington, Wyoming, Utah, Oregon, 
Idaho and Montana for Melori. 





Jim Johnson to Sell 
Buckhect Line 


San FRANcIscoO.—Jim Johnson has 
been appointed by. Buckingham Hecht 





JIM JOHNSON 


to represent them in the San Francisco 
and Oakland territory, selling “Buck- 
hect Supreme Quality” shoes to the 
retail trade. 

He also operates a retail shoe store 
on Foothill Boulevard, Oakland, under 
the name of James Bootery. 
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MAKE CHILDREN'S BUSINESS 
PERMANENT AND PROFITABLE 


In addition to right and left quar- 
ters for snug fit, Built-in Cookie 
keeps foot balanced. 
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Write for descriptive price list and avail- 
ability of franchise for your town. 


i SHOE COMPANY 


or Complete formation 
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SHOWER SANDALS 
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Hower sar anid ndaly 


Reece “Perfect — Save soles 
available with or without silencers. 
Colorful straps attached with rust 
proof nails. Maroon or brown for 
men — multicolored checks for ladies. 
No half sizes. Write for prices. 


REECE WOOD SOLE SHOE CO. 
Dept. B-S! Columbus, Nebraska 
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AT ONCE DELIVERY! 
MEN'S BROWN KID ROMEOS 


$2.75 


PER PAIR 
NET 10 DAYS 







Sizes 
6 to 13, 

36 Potrs 
to a Case 


Ne. 510 Leather Quarter Lining, Leather In- 
sole, Heavy Leather Outsole, Brown Rubber 
Heel $2.75 
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IN STOCK FOR 
PROMPT DELIVERY 
J. A, CONNELL SHOE CO. 





Newell Now Covering 
West Coast 


Bi et ngs 





H. P. NEWELL 


As announced {see page 158], Mr. 
Newell has been made regional repre- 
sentative of the Eby Shoe Corporation 
in California, Oregon and Washington, 
with headquarters in Los Angeles. 





Urban C. Grant to Sell 
J. Edwards Line 


PHILADELPHIA—Joseph W. McBryan, 
sales manager of J. Edwards & Co., 
announces the appointment to his sales 
staff of Urban C. Grant. 

Making his headquarters at 202 W. 
Camino Real, Arcadia, Calif., Mr. 
Grant will cover Southern California, 
New Mexico, Utah and the city of El 
Paso, Texas. For the last 19 years he 
has been associated with the United 
States Rubber Company and is well 
known throughout the territory which 
he is now to cover with the Edwards 
line.: Piha os 
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The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 
This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75c per copy, prepaid 
BOOT and SHOE 


100 East 42nd Street 
RECORDER New York 17, N. Y. 














New York.—The Onco sales division of Brown Company, manufacturers of Onco 
Insole-ated innersoling material, met recently in New York for the annual sales 
| meeting. Seated, left to right: F. J. Leary, manager, New England territory, Boston; 
| U. J. Dacier, manager, Onco sales division; C. E. Christiansen, superintendent, 
Onco plant, Berlin, N. H. Standing, left to right: W. A. Littlefield, manager, product 
control and market analysis; W. P. Parrott, New York representative; C. F. Brown, 
New York representative; F. C. Stakel, manager, advertising and sales promotion; 
J. L. Devine, St. Lowis representative; J. Noble, assistant to manager, product 
control; E. M. Archer, Onco research, Berlin, N. H.; J. A. Elton, manager, foreign 
department; K. W. Page, New England representative. 
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JOBS 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 


BARIS SHOE CO.., Inc. 
WOrth 2-5180-1 


79-81 Reade St., New York 7, W. Y. 
Sample Office, Haas Bidg., Los Angeles, Cal. 
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Men’s Popular Priced Work Shoes 


and 
Men’s Steel Toe Safety Shoes 


Union Made 


| 
GOODWILL SHOE COMPANY | | 
| 


Holliston, Massachusetts 
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Exclusive distributor of the popular ART 
CHROME Steel Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
play room or write for illustrated folder 
and prices. 

LYONS & COMPANY 
120 DUANE STREET NEW YORK 7, N. Y. 














Neeley to Cover South for 
Spalsbury-Steis Co. 

St. Louis.—Dick Phipps, sales man- 
ager of the Spalsbury-Steis Shoe Co., 
has named Dallas Neeley as sales rep- 
resentative of the firm in the South- 
eastern territory. Mr. Neeley will travel 
Mississippi, Alabama, Florida, Georgia, 
Virginia, Tennessee and North and 
South Carolina. 

Mr. Neeley was associated with the 
shoe departments of Famous Barr Co. 
for 11 years, and for the last three 
years has been with the Nusrala-Bowen 
Shoe Co., operators of a group of 
women’s shoe stores and leased depart- 
ments. Mr. Neeley managed Nusrala- 
Bowen’s Adrienne Shop in St. Louis be- 
fore joining Spalsbury-Steis. 
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Bernard Melman Given 


Larger Territory 


St. Lovuis—Archie Bregman, presi- 
dent of Monogram Footwear, Inc., an- 
nounces that Bernard Melman, who has 





BERNARD MELMAN 


been traveling the Coast for some time, 
will now represent and carry the Risque 
line in the territory from Denver west. 

Mr. Melman has had long experience 
in the shoe business, and understands 
both retailing and manufacturing com- 
pletely. 


W. K. Kopp Promoted by 
A. C. Lawrence Leather Co. 


PEABODY, Mass.—The election of 
W. K. Kopp as vice-president in charge 
of plant operation was recently an- 
nounced by the board of directors of 
A. C. Lawrence Leather Company. Mr. 
Kopp will continue his duties as gen- 
eral superintendent, the position he 
has held since Sept. 12, 1944. 

Mr. Kopp graduated in 1921 from 
University of Illinois where he played 
varsity football, baseball and basket- 
ball. In 1919 he was captain of the foot- 
ball team which won the Big Ten Con- 
ference championship. 

On leaving college he went to work 
for Omaha Packing Company, a Swift 
& Company plant in Chicago, and after 
several years was moved to Swift’s 
South Omaha plant. In 1934 he was 
transferred back to Chicago, and, 
prior to his joining A. C. Lawrence, 
had been superintendent of Swift and 
Company’s plant in St. Joseph, Mo., for 
four years. 


Begman Now Selling 
Friedman-Shelby Line 


BILLINGS, Mont.—A. J. Begman who 
has been traveling in Northern Cali- 
fornia for the W. L. Douglas Shoe Co., 
now has the state of Montana for 
Friedman-Shelby shoes. His headquar- 
trs will be in Billings. 
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Especially ‘ 

low priced! — 

Send for complete catalogue 
Immediate Delivery 


ARNOFF SHOE COMPANY 
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WOMEN'S SHOES 
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| “BOCA RATON” CLASSICS 


| $325 









Ne. 2200 
“IDA” 


BLACK or BLUE SUEDE 
HIGH and CUBAN 


See Our Entire Line 
Room 365 Ben Franklin Hotel 
Jan. 22 - 26 -M.A.S.R.A. Show, Phila. 


JEAN EDELSTEIN SHOE CORP. 
149 Duane St. New York 13, N. Y. 
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FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 


Write for Bulletin BS-1 
NORTHWESTERN INSTITUTE OF 
| FOOT SURGERY & CHIROPODY 
185 No. Webash Ave., Chicege 1, Il. 
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MOCCASINS 
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$1.65 
I AND UP 


Send for Catalog 
Terms: 2/10 N/30 





Men's, Boys’ and Women's 


ARNOFF SHOE COMPANY 
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BOOKS 
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Retailing 








Ideas 








SHOE RETAILERS 


LOOK AHEAD! 


for quick help from the only book of its 
kind; encyclopedia of practicable, workable 
_ for the experienced merchant. No 
theories—all tried, true . . . NOT just an- 
other shoe book, but offers in addition to 
138 specific shoe promotions, the best ideas 
from the entire retailing field for instant 
adaptation to his particular requirements. 
Foreword by PAUL H. NYSTROM, Pro- 
fessor of Marketing, School of Business, 
Columbia University. 
Please remit with order. 
Sst, 3.50 
BOOT AND SHOE RECORDER 
100 £. 42nd St., New York 17, N. Y. 


40 Chpts. 
Postpaid 

















Wholesaler Expands 


Detroit, MicH.—The Willard Safety 
Shoe Company, opened here ‘about a 
year ago by Claude M. Willard, is mov- 
ing to a new location in the north- 
western part of Detroit, at 17231 West 
MecNichols Road. The new warehouse 
will give the firm enlarged space to 
handle the stock of safety shoes which 
it is now wholesaling in this territory. 
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Shoes Shown in Du Pont Display 


DU PONT aCiDS 
AND CHEMICALS 





Atlantic City, N. J—This modern set-up had something of the old-time flavor— 
shoes for every member of the family, for all walks of life, and for all occasions. 
One of the big Boardwalk windows of the recent Du Pont exhibit in Atlantic City 
was devoted to shoes made of Burk Bros. leathers. Burk kidskin in glazed and suede 
was shown in shoes for policemen, business tycoons, and the campus slack set; 
while the same leathers were seen also in women's casual, nurse-type, dressy 
afternoon and Florida resort models in colors from black and white to bronze. 
Burk's kip and elk leathers fashioned many shoes from leading manufacturers of 


men's, women's and children's lines. 





A. K. Mauro Appoints 
New Salesman 


PHILADELPHIA — Joao Josetti, Jr., 
president of A. K. Mauro, Inc., well 
known export-import firm of this city, 





KURT STEINBERGER 


has appointed Kurt Steinberger as a 
member of the sales staff. He will 
cover Massachusetts, Rhode Island, 
Maryland, Pennsylvania and the city 
of New York. 

Mr. Steinberger also represents the 
Recordia Manufacturing Company of 
New York. 


Company Reorganized 

Los ANGELES, CALIF. — California 
Shoes, Ltd. has been reorganized with 
J. E. Press and Bill Seligman operating 
the plant. The firm will continue with 
the established name of “Play-tano” 
and will specialize in women’s Goodyear 
welt sport oxfords. 


Shoe Pattern Plant 
Has New Owners 


HAVERHILL, Mass.—With a combined 
experience of 28 years in the shoe pat- 
tern manufacturing business, Carleton 
A. Wright and Gordon Heath now op- 
erate the shoe pattern plant in Haver- 
hill, formerly known as the Brown and 
Hutchinson Company. The new name, 
recently adopted, is the Hutchinson 
Pattern Company, the business having 
been purchased by Heath and Wright 
from Robert Hutchinson, who has now 
retired. 

Gordon Heath received his training 
in grading and fitting from the late 
John Hutchinson, and in drafting and 
model cutting from Robert Hutchinson. 
Carleton Wright first went with the old 
firm in 1934 as an apprentice, later 
worked with other pattern firms, and 
now has become partner with Mr. 
Heath. 





Two Appointments 
Announced by ISMC 


CAMBRIDGE, MAss. — International 
Shoe Machine Corporation announces 
the addition of Edward Czerniawski to 
the staff of the Haverhill office. He was 
formerly an executive of the Winston 
Shoe Company, Salem, Mass., and has 
had wide experience in all lasting room 
problems. 

Also newly appointed by ISMC is 
Jesse True who goes to the St. Louis 
office. Mr. True is the former lasting 
room foreman of Brown Shoe Com- 
pany’s Pocahontas factory and has had 
twenty-two years’ experience. Ai 

Jacob S. Kamborian, president of the 
corporation, has announced an 8 per 
cent cost of living wage increase for all 
employes. 


Boot and Shoe Recorder 





assilied and Wa Ads 











SALESMEN WANTED | SALESMEN WANTED 


SALESMEN WANTED 














IS YOUR FUTURE SECURE? 


Here is a Golden Opportunity to affiliate yourself with a progressive, 
reputable Organization where you will be happy in your work, assured 
of a life-time connection with possibilities for earnings that will satisfy 
the most ambitious. 

A GOOD TERRITORY consisting of MISSOURI, OKLAHOMA, 
ARKANSAS & LOUISIANA is available to an HONEST, CONSCI- 
ENTIOUS, HARD WORKING man with sales ability. Must know 
corrective fitting, have car and be free to travel. Full time—no sideline. 


Write in confidence to Mr. Scott, giving full particulars, qualifications and photo. 


SCOTT FOOT APPLIANCE COMPANY 
1701 Webster Street Omaha 2, Nebraska 

















SALESMEN WANTED 


10 SALESMEN to cover UNITED STATES 
with HIGH STYLED LINE 


"COMPO" constructed footwear, Infants’, Children’s, 
Misses’, in-stock. Satisfactory to carry with non-conflict- 
ing line. Write advising territory now covered. This line 
is outstanding as $2.00 and $3.00 retailers. All inquiries 
strictly confidential. 


Address 972, Care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 


SALESMEN 
WANTED 


To represent Central Western Factory in 
Central Western Metropolitan Cities. 


Lines of Casual  slip-lasted 
shoes, and smart welts in me- 
dium and low heels. 

Good quality, competitively 
priced in medium grade. 

Also, close coverage territory 
in OHIO, INDIANA AND 
MICHIGAN. 


Address Box 961, care BOOT & SHOE RECORDER 
209 South State Street, Chicago 4, Illinois 























SALESMEN 


An excellent opportunity for experienced salesmen to become affil- 
iated with nationally known manufacturer of juvenile shoes, boys’, 
misses’, and children’s, to retail $4 to $6. Carried in stock. 


Open territories: 


1. Oregon 4. Minnesota 7. Indiana 
2. Washington 5. Ohio 8. Michigan 
3. Wisconsin 6. lowa 9. Mlinois 


10. Northern California 11. Western Pennsylvania 


Give full personal qualifications in first letter. All replies confidential. 
Address Box 971, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 











RELIABLE New York Distributor wants good 

men to sell a fast line of casuals and dressy 
flats in stock to retail for $3 to $5. Approxi- 
mately 150 samples. Full time, or can be carried 
as a side line. Good commission. All terri- 
tories open. Address #861, care Boot & Shoe 
ire 100 East 42nd Street, New York 17, 
a 








SALESMAN FOR 
NATIONALLY ADVERTISED 
COWBOY BOOTS 


We have an attractive opening in 
Ohio-Pennsylvania for an executive- 
type salesman—a man who knows 
how to present and develop a great 
merchandising opportunity. Large 
trade already well established in ter- 
ritory. We offer the most complete 
Line of Cowboy Boots for all the 
family—popularly priced, Nationally 
advertised in full color in leading 
magazines. This is an unusual oppor- 
tunity for advancement with a fast- 
growing organization. Write in full. 


ACME BOOT MANUFACTURING 
COMPANY, INC. 


Clarksville, Tennessee 

















CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 


vertising except for regular advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a nraximum of 46 words per inch. 


[>> Advertisements for this page must be in our New York Office 15 days preceding publication date “=_j 
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SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 














EXPERIENCED SALESMAN 


WANTED 


Short Line of 
Nationally-Advertised Ladies Shoes 
Our West Coast Territory Available on 
February 15, covering the following States: 
CALIFORNIA, WASHINGTON, OREGON, 


NTAN. 
WYOMING, AND NEW MEXICO 
Non-Competing Side Line Permitted 
Give Full Particulars With Application 


dress 959, care BOOT & ern F i 
710 North {2th Bivd., St. 


WANTED 


SIDE LINE SALESMEN 
ATHLETIC FOOTWEAR 


Nationally Advertised Line, old es- 
tablished firm with many accounts 
and large following all over U. S. A. 
Stock proposition. Lucrative terri- 
tories now open. Commission basis— 
5%. Apply now! State full par- 
ticulars. 


ARNOFF SHOE CO. INC. 
101 Duane Street New York 7, N. Y. 














SALESMEN WANTED 


For New York Factory making High-Grade 
Cemented Shoes; Capacity 800 pair per day. 
Good proposition for right party. 

Replies held strictly confidential. 


Address Box $74, care BOOT & SHOE a 2 
100 East 42nd Street, New York 17 








SALESMEN WANTED 


To Carry Side Lines of Children’s, Misses’ and 
ates Girls’ Stitchdowns and Compos; and 

Women’s Casuals; In-Stock Department; for Penn- 
sylvania, Virginia and West Virginia, on 5% 
straight commission, payable Ist and 15th of each 
month, or weekly as desired. 


Address Box 975, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SALESMAN 


Executive Type—A Man Who Knows Not 
Only Selling But Also Factory Aspects of 
Styling and Merchandising—With Office and 
Showroom in The Marbridge Building— 
Seeks Connection with Manufacturer of 
Ladies’ or Men’s Casuals. 


Address Box 964, care BOOT & SHOE RECORDER 








100 East 42nd Street, New York 17, N. Y. 





SALESMEN WANTED FOR Virginia, West 

Virginia, North and South Carolina, to carry 
as Side Line a Short Line of Ladies’ High 
Styled and colorful Casual Shoes, retailing at 
$8.95. Address #949, care Boot & Shoe Re- 
oe. 100 East 42nd Street, New York 17, 





NE er Unes. OLD ESTABLISHED 

CONCERN, wants top notch salesmen for 
the South and Southwest to sell popular Line 
of Women’s House Slippers and Play Shoes to 
retail for $1.98 and up. Please give references 
in first letter, also territory covered. Address 
#930, care Boot & Shoe RS 100 East 
42nd Street, New York 17, 





NEW YORK WHOLESALER looking for 
man to cover New Jersey and Connecticut 
with fast Line of Casuals, Baby Dolls and 
Sports to retail from $3.00 to $6.00. Full time, 
or can be carried with non-conflicting Line. 
Address #954, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





LESMEN WANTED, NEW YORK MAN- 

UFACTURER, Experienced Better Grade 
Stitchdown Shoes. Open territory. Address 
#956, care of Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





E HAVE A SWELL LINE OF LADIES’ 

AND CHILDREN’S SHOES, to retail for 
$3 and $4; hand raffia hand work—other fab- 
rics; leathers. All territories open except New 
York City. On Commission. Address #977 care 
Boot & Shoe _. 100 East 42nd Street, 
New York 17, N. Y 
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WANTED: PART TIME SALESMAN to 

cover Eastern Texas, calling on Industrial 
Plants with Nationally Advertised Line of 
Safety Shoes. Certain amount of volume already 
established. Write in detail, giving full partic- 
ulars. IRON AGE DIVISION, H. CHILDS 
& CO., 813 Penn Avenue, Pittsburgh, Pa. 





OWA AND NEBRASKA are open for this 

Well Known Trade-Marked Line of Juvenile 
Footwear. Can be carried with non-conflicting 
Line. Will help right man with a weekly draw. 
SINBAC SHOE CO., Chicago, Illinois. 





SUBSTANTIAL GENERAL LINE of Medium 

Priced Staples available for experienced men 
in South and Midwest. Full or side line for cap- 
able serious men only, Address #963, care Boot 
& Shoe —— 100 East 42nd Street, New 
York 17, N. 


SALESMEN WANTED FOR FOLLOWING 
TERRTIORIES: Iowa and Nebraska—Kan- 
sas and Missouri—Michigan. to sell Fast Stvled 
Women’s In-Stock Fashion Footwear in Dress— 
Casual—Sport and Arch Types. Line sold reg- 
ularly in these territories over twenty-five years 
and Nationally known. Here is an opportunitv 
for salesmen interested in a permanent and frofit- 
able connection. When writing give age. and de- 
tailed experience. Address: SHU-STILES, 
INC., 1214 Washington Ave., St. Louis 3, Mo. 








SALESMEN WANTED FOR NATIONAL 
DISTRIBUTOR’S LINE of Men’s and 
Boys’ Shoes, in Texas, Louisiana, Mississippi, 
Alabama, Virginia. West Virginia. Pennsyl- 
vania, Iowa, Northern New England. Address 
#965, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


EXPERIENCED SALESMEN WANTED to 
carry Line of Casuals and Ballerina Tvoe 
Sandals to retail $2.00 to $3.00; Commission 
basis only; All territories open; Will make a 
good, fast selling sideline. Address 968. care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


ANTED: SALESMAN, TO SELL FINE 

PREWELT Children’s and Infants’ Shoes 
Territory, entire State of New York. Established 
accounts. Address: ADAMS SHOE COM- 
PANY, Adamsdale, Pa. 


—— FOR A NOVELTY. IN-STOCK 
Line of Women’s Casuals and Growing Girl 
Flats, $3.00, $4.00 and $5.00 Retailers. All ter- 
ritories open. Liberal commission. Address 
#970, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 














HELP WANTED 





ADMINISTRATIVE ASSISTANT TO SHOE 
MANUFACTURER. Must be experienced 
in Shoes and Leather, Capable of taking charge 
of Cost Accounting and assisting in Adminis- 
trative detail. Good starting salary and excellent 
future. Write in detail to: E. M. CULVER, c/o 
Culver Mfg. Co., Inc., Bluffton, Indiana. 


ETAIL—PERMANENT JOB available for 
good man. State Age, qualifications and sal- 
ary to start; Include snapshot. please. Write: 
OWATONNA SHOE COMPANY, Owatonna. 


inn. 








WANTED 
WINDOW TRIMMER 
AND CARD WRITER 


for High Grade Junior De- 
partment Store in Safford, 
Arizona. Leading Store; 


Ideal Climate; Good Sal- 

ary. Must also sell on floor. 

Apply: 

PEOPLES DEPARTMENT STORE 


Safford, Arizona 














SIDE LINE SALESMEN WTD. 





SALESMEN TO CARRY ATTRACTIVE, 
Short Line of Children’s Shoes, Slippers and 
Novelties. State territory and references. Ad- 
dress #947, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





TERRITORIES OPEN FOR SALESMEN 
calling on Shoe and Department Shoe Stores. 
Old established concern selling highest quality 
toe Rubbers in kits on the market. BAM- 
BERGER, 1261 Broadway, New York. 





ANUFACTURER OF METAL, RHINE- 
STONE AND CUT STEEL SHOE 
BOWS desires salesmen calling on Ladies’ 
Shoe Trade, to carry on small trav of terrific 
Metal Ornaments. RHINESTONE CREA- 
TIONS, 751 No. 39th Street, Philadelphia 4, Pa. 





POSITION WANTED 





R ETAIL — EXECUTIVE—Controller—Store 
Supervisor; 20 years of Chain and Depart- 
ment Store experience; Thorough knowledge of 
retail store operation: Ability to organize and 
administer. Accountant. Merchandise experi- 
ence: Promotion and Distribution. Budgetary 
control of merchandising, expense, finance. Mid- 
dlewest preferred. Address #958, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





RETAIL SHOE SALESMAN, formerly De- 
partment Store Buyer of Ladies’ Wear 
would like to represent, handle Agency or Con- 
trol Stock Room for active Line. Massachusetts, 
Rhode Island, and Connecticut area. Address: 
52 BISHOP STREET, Providence, Rkode 
Island. 





LINE WANTED 





PHILADELPHIA AND EASTERN PENN- 
SYLVANIA; High Class Salesman with 
ee following wishes connection with first rate 

Manufacturer. Consider to work exclusively 
for the right party. Address #976, care Boot 
& Shoe Recorder, 100 East 42nd Street. New 
York 17, N. Y 
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FOR SALE 





FOR RENT 


WANTED TO PURCHASE 








SHOE — BOOT TREE AND LAST FAC- 
TORY—Gilman Automatic Lathes, Band- 
saws, etc., several thousand Kiln Maple Blocks 
and Finished Shoetrees. Guaranteed backlog of 
orders. Owner must retire. Non-competitive field. 
Rent, sublet or sell. GLenmore 5-4561. 





OR SALE: WELL _ ESTABLISHED 
LADIES’ SHOE STORE, 100% location 
with large trade area in Northern New York; 
Nationally advertised Lines. 15 thousand will 
handle. Address #960, care Boot & Shoe Re- 
—_ 100 East 42nd Street, New York 17, 





SHOE STORE FOR SALE: Modern Ladies’ 
Salon—Eastern Ohio City of 200,090—main 
street location—good lease; Can get 100,000 
volume. Need $25,000 to handle. Address #962, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


Bags. FLATBUSH AVENUE NEAR 
CHURCH, 10’ x 55’, very good for Ladies’ 
or Childs’ s Shoes. Address #973, care Boot 

& Shoe Recorder, 100 East 42nd Street, New 
Fork Gt. Ai A 





WANTED TO PURCHASE 











OMEN’S AND CHILDREN’S SHOE 

STORE for sale; Good, Nationally Adver- 
tised Lines; 100% Location, Thriving N. W. 
Pennsylvania towns Low rental; Volume $66,- 
000. Address #966, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





OR SALE: LONG ESTABLISHED FAM- 
ILY SHOE STORE; Outstanding Location 
in Mission business district of San Francisco; 
Nationally advertised Brands; Modern Fixtures; 
Good Lease. For details write to: ALFRED B. 
WEILER, Mills Tower, San Francisco, Calif. 





PARTNER WANTED 


ARTNER WANTED IN A GOOD GOING 

SHOE STORE, in Jersey City; All Branded 
Merchandise. Not over 45 years, and must have 
about $15.000.00 cash. Address #967, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 








WANTED TO PURCHASE 





ARCH TYPE — FOR MEN, WOMEN 

_AND CHILDRE Close-outs or com- 
plete Stocks. Will "pay top cash prices. 
STRAHL SHOE CO., Exporters and Import- 
ers, 1230 Fifth Avenue, San Diego, California. 


MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 


Discontinued stocks 


HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 








GET TOP VALUE 


in Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 














JOBS - CANCELLATIONS + CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 














SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 

















A MANUFACTURER TO SUPPLY SHOES 
for the BENEFIT SHOE FOUNDATION, 
a non-profit corporation supplying footwear to 
polio victims, mis-mates and amputees. We r 

a manufacturer producing one or two styles of 
Men’s, Women’s and Children’s Shoes, which 
will be unchanged year agg year. We are 
willing to pay a reasonable premium for half 
pairs. ag ig SHOE FOUND ATION, Box 
98, Bristol, R. I. 





WANTED TO.BUY WOMEN’ EXCLUSIVE 
OR FAMILY SHOE STORE located in 
Pennsylvania, Ohio or New York. Write stat- 
ing particulars. Address #978, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 
Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














Buy Savings Bonds 





TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 

















Quality Shoes for Men, Women 
and Children 
Scrupulous Protection fr 


‘BY neade St. 


BARIS BUYS for CASH 








Short Term Leases Assumed 


Sur Name and Brand since 1932 


BARIS SHOE CO., Inc. 


New York 7, W. Y. 


el.: WOrth 2-5180 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y 
Telephone WOrth 2-2515 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 


Children. 
For Cash 


BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 





MERCHANTS’ NEEDS 


Winnow TRIMMER, SEEKING FREE 
LANCE ACCOUNTS. Avail yourself of 
services thoroughly experienced display man 
with original ideas; available regular intervals 
to reset your shoes, also plan and install your 

backgrounds each season. I. da as sg 60-47 
70th Street, Maspeth, Long Island, N. Tel. 
Illinois 7-9370. 




















WE BUY 
SURFLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 

















Mititary 
SHoeE Stan 


Displays a man’s shoe as he sees it 
on his foot. 


Half Doz. — $5.00 
Full Doz. — $9.00 
M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO, 
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MERCHANTS’ NEEDS MERCHANTS’ NEEDS MERCHANTS’ NEEDS 





















THE 
INVISIBLE 


SHOE 


MAKE THAT SHOE FIT 


SHOE DOCTOR SHRINKERS 





‘age © 
; Pat. 

Pou SHOE On 
OLDER. ee 


form. Forms open heeled pumps perfectly 


FIT COMES FIRST. Make shoes 
fit around the ankle. Stop gap- 





To properly display arch support branded i. ry 

shoes, golf shoes and fiber sole shoes. and easily in less time. No bulkiness, fits ping at the sides and slipping in 

Always remains in the correct upright posi- either shoe and brand names are not 

tion. Occupies little space. Almost in- concealed. Made from high quality clock the heel (no more heel liners 

— when ,in_use. Will not fall over. spring steel. $3.00 per dozen pairs. Cad- necessary). All fullness or wrink- 
sed for Men's and Women’s shoes. mium plated $3.95 per dozen pairs. id tn elas er. Glets: ceate 


shrunk without harm. Assure foot 
comfort for hard-to-fit feet. 


$3.50 per dozen $2.00 per Yo dozen F.B.F. DISPLAY CO. 


M. D. POLLINGER CO. Route 2, Box 646, Indianapolis 44, Indiana 


























Holland Building is, Me. 
Curved type iron 
Special combination offer $42.50 
WINDOW REACHER —A SALES SAVER peat acntatinettngh armel 
Sturdy Construction, will last a life time. e SORE Geer eae ar Seetie tey Genes Retereneioen. 
Overall length five feet. == g E. C. SMELTZER CO 
ow’ 121 E. Sist Street, Indianapolis, Ind. 















= Spot new handise in your wind in on instant's 
Price $5.50 time. Save sales easily; try on any shee and replace 
it without disturbing your regular window trim. | 


Flor Sales Saver Company, Room 700, 503 N. Twelfth Bivd., St. Loujs 1, Missouri 


























SAN ANTONIO, TEX.—Merchandising 
footwear at Frost Brothers, San An- 


Wh tonio, amounts to a ritual which has 
ere Hostess Helps Sell Shoes been reduced to a smooth functioning 
routine. 

Presiding over the shoe salon, located 
on the second floor, the approaching 
customer finds a charming personality 
masquerading under the title of “hos- 
tess,” but in reality a fashion consul- 
tant whom customers have come to rely 
on in selecting footwear. 

“The majority of our customers,” the 
hostess remarked casually, “will buy 
anything off my feet.” A new number 
comes in, and immediately she is wear- 
ing them, with appropriate costume and 
hosiery. 

The hostess is not looked upon as a 
salesperson. She is the store’s liaison 
officer, bridging the span between sales- 
man and customer, and often her activ- 
ities mean the difference between a sale 
and a walk-out. 

When a customer is- found wavering, 
unable to choose with confidence be- 
tween this and that, often just a few 
words from the hostess will close the 
sale for the salesman. 

Perhaps the availability of a clever 
matching bag will be all the hostess 
will have to mention to the customer. 
For the moment, the customer’s mind 
is taken off shoes which up to now she 
has been viewing in a negative frame 
of mind. 


When this situation presents itself, | 





ne eee a 


“ A eee Om 





Women's shoe department in the store of Frost Bros., San Antonio, Texas, where the hostess signals the young lady in 
hostess and salespeople cooperate in making sales. Draperies are effectively used charge of the handbag department. 
to frame an aicove in which customers are seated. After introducing her to the customer, 


Scr Mn et ee 
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MERCHANTS’ NEEDS 








| 


NEW ADJUSTABLE 


Price ns i Poy Cup 


remains in 
desired posi- 
. for Price Ti ckets: 


tion at all 
times. 

This is an ex- 
clusive pat- 
ented feature. 


$5 gross 
$2.75 
half gross 


M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. 

















the hostess suggests she show the par- 
ticular bag she had been talking to the 
customer about. The result may be sale 
of both shoes and bag. 


While Frost Bothers has confined it- 
self exclusively to women’s footwear in 
the shoe department, the over-all pic- 
ture will soon be altered. Infants’ and 
teen-age footwear departments will be 
added. 


Joseph Kaltenbacher Dead 


NEwARK, N. J. — The bells tolled 
shortly after the new year was in 
for “Old Joe” Kaltenbacher, presi- 
dent and a founder of Seton Leather 
Co., Newark. He had not been his 
sprightly self in the past few weeks 
and had spent most of December at 
home. A pneumonia attack necessitated 
his removal to a hospital on January 
5th, to which he succumbed at 10 A. M. 
the following day. 

Joseph Kaltenbacher was 70 and ac- 
tive in the tanning business he helped 
create. Born and educated in Germany, 
he studied leather making at the re- 
nowned Freiberg Tanning School. Prac- 
tical experience was obtained through 
his employment in various European 
and American tanneries prior to the 
formation of Seton Leather Co. in 1906. 

Sound and conservative, yet always 
alert to the need of research and im- 
provement, he was highly rated as a 
tanner. His connection with Seton 
Leather Company brought him into 
personal contacts and friendships with 
key men of the shoe industry, many of 
whom he vacationed with at Florida 
and New England resorts. 

His was an active, respected life— 
devoted to family and communal inter- 
ests. He was vice-president of the 
B’Nai Jeshurun Temple, Newark, at 
which services were held Sunday morn- 
ing, January 9th. 

Joseph C. and Richard S. Kalten- 
bacher shared their father’s responsi- 
bilities in operating the tannery. Be- 
side his widow, two sons, and a daugh- 
ter, Mrs. Caroline Meyer, the deceased 
had eight grandchildren. 


January 15, 1949 


Charles J. Matthews Dead 


PHILADELPHIA, PA.—Charles J. Mat- 
thews, formerly president of C. J. 
Matthews & Co., kid tanners of Phila- 
delphia, died at his home in Langhorne, 
Pa., December 31st, at the age of 85. 

Mr. Matthews was one of the early 
pioneers in the Far East, establishing 
his own companies in Calcutta, Bombay 
and Cawnpore in the early 1900’s. The 
former Matthews plant at 215 Willow 
Street, Philadelphia, is now occupied by 
the Wm. Amer Company, of which con- 
cern his son-in-law, William Hunneman, 
Jr., is president. 

Mr. Matthews represented probably 
the last of the old school kid tanners in 
the Philadelphia area, having been as- 
sociated with this business for some 70 
years of his life. 





Used Last Year’s Photos 
To Sell This Year’s Rubbers 


ALLENTOWN, PA.—Farr’s pushed the 
sale of rubber footwear, despite the un- 
usually warm Fall and early Winter, 
using in a typical advertisement a 
photograph of people bucking snow 
drifts and high wind on an Allentown 
street last year. 

“When Winter comes will you be pre- 
pared for snow, sleet, slush, icy pave- 
ments?” the ad asked. “Remember last 
Winter? Don’t be caught unprepared 
this time. Buy your storm footwear 
now. Choose from America’s best 
known names in rubber footwear at 
Farr's.” 


Delman Salon to Open 
In Houston, Texas 


Houston, Tex.—The third Delman 
Shoe Salon will be opened by The Fash- 
ion on March 1, Fashion President Ben 
Wolfman announced here recently. 

The salon will occupy the entire 
fourth floor with 10,000 square feet of 
floor space. it will have a seating ca- 
pacity of 125 people at one time and 
will have a stock of 32,000 pairs of 
shoes and will be comparable in size 
to the other two at Bergdorf-Goodman’s 
Fifth Avenue in New York and Mar- 
tha Weathered’s in Chicago. It will 
give the store one of the largest 
women’s shoe departments in Texas. 





Flagg Opens Store 
In Saint Paul 


St. Paut, Minn.—The Flagg Shoe 
Store chain has opened a new store on 
Wabasha Street, St. Paul, in a com- 
pletely remodeled location. 

The store has a modern visual front 
finished in stainless steel. Floors are 
asphalt tile. Blonde mahogany fixtures 
are used througout. Seats are uphol- 
stered in deep crimson leather. E. G. 
Mayhall is manager. 
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* ADULT MODEL $15.00 
* JUNIOR MODEL $15.00 


Efficieney 
Of Fit 


YOURS WITH THE NEW 


Span 


Win the Brannock Adult and 
Junior Model Devices, the shoe fitter 
can get immediate “Heel-to-Ball’’ — 
“Heel-to-Toe’—“’Width-at-Ball direct 
measurements. This means speedy, 
accurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly and 

L 
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*Available at special cooperative price 
if oi dered through certain shoe manu- 
facturers—for this list and full details 
write to 


THE BRANNOCK DEVICE 


COMPANY 
Syracuse 4, New York 
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DVERTISING 


—here's how to get 


More Business! 


HE Vincent Edwards Idea Clipping 
Service has over 2,000 satisfied users. 
Each order filled according to what 
you want; wholesalers usually request best 


retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what’s 
going on. 

Use coupon below to learn more about 


this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 
rganization 


342 Madison Ave., New York City 
Please tell me more about your news- 


paper ad clipping service and special short 
term trial offer. 


City 








Company 


















BOTTOMS UP 


Additional details 
of what makes a, 
good shoe good. 


ALLEN EDMONDS shoe 
bottoms are finished “Nat- 
ural and stitched aloft”— 
count for yourself the 
number of stitches to the 
inch. 


Quality of leather used is 
such that it does not have 
to be hidden by dyes or 
stains. We want it out in 
the open where your cus- 
tomer can see it and you 
can take pride in showing 
it. No channels are ever 
cut in the bottoms of 
ALLEN EDMONDS shoes. 
Welting goes all the way 
around the heels too. No 
nails: Not even in the 
heels. Therefore these 
shoes are flexible, for 
wearers comfort, from the 
time they leave the bench. 
Tell your customer that. 


Jee b eH CORRS CHES bay se 


_#* 


A CEPOL OECTA EH own, i 


ALLEN EDMONDS 
Shoes now means 
customer loyalty to- 
morrow. 


Bott f a pair ALLEN EDMONDS fam- 
— ad apace: sas Miatiences dees from the stock mere 
a by courtesy of Rothschild’s, State street, 

Chicago. 

It is probable that you too will see in Allen Edmonds shoes the “Blue 
Chip” top grade line that is your ambition to sell. Depends on where 
you are and the type of trade you have, or want. Shall we talk fur- 
ther with you about selling these unique shoes? 





ALLEN-EDMONDS SHOE CORPORATION 


BELGIUM, WISCONSIN 
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_ KIWLTS BACK 


—in Unlimited Quantities! 


TRADE- MARK REG. 
U. S. PAT. OFF. 


markable New Zealand bird. 
Even smaller than a pore 
it lays an egg 5 times larger!.. 
That's the tip-off on 

Shoe Polish profits, too! 


THE WORLD’S MOST FAMOUS POLISH 
OFFERS me BIG PROFITS AND SURE-FIRE “REPEATS”! 





*%& It means Oe. sales for you, this news 
that world-famous KIWI Shoe Polish is back! 

During the war millions of servicemen dis- 
covered the magic of KIWI Shoe Polish in 
England and Australia. Never before had they 
seen anything like it! Never before a polish that 
produced a “‘parade shine” that lasted so-long! 
And KIWI helped to “nourish the leather”! 

No wonder the fame of KIWI trickled back to 
the States! And no wonder the supply of KIWI 
in this country was snapped up overnight! 


40 to 50% Profit! 
But now KIWI is back—in unlimited quantities! 
Millions of KIWI-hungry customers will create 
a terrific demand. And that means not oniy big 
sales—and “‘repeat’’ sales— but handsome 
PROFITS—because profit margins are actually 
40 to 50% on KIWI! 


‘ Powerful Advertising Support! 


A smashing advertising campaign will herald 
KIWI'S return. Watch for details! Order KIWI 
now. Display it! Put it “out front”— where a 
fast-moving 40 to 50% Profit-Maker belongs! 


Available in Black, Dark Tan, Transparent (Neutral), 
Tan, Mid-Tan, Brown, Mahogany, Oxblood, and Blue 


* Millions of servicemen discovered KIWI in England 
and Australia! They've been calling for KIWI ever since! 


The KiWI (Kee Wee) is a re- 









f THESE SUPERIOR 
@ FEATURES MEAN MORE 
SALES FOR YOU! 


t 


KIWI contains only the world’s finest waxes. 


KIWI waxes sink deep into the leather — 
keep it soft and pliable in all weathers. 

KIWI gives a Jonger- lasting shine that“‘comes 
back”’ again and again with just aquick 
brush-up. 

KIWI gives a faster, more brilliant shine— 
keeps shoes well groom: 

KIWI helps to “nourish the leather.” 


KIWI is used exclusively by many custom 
shoe craftsmen as a fitting finish on 
their finest shoes. They recommend 
KIWI! 
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KIWI! POLISH CO. PTY. LTD. 


836-844 So. Swanson St., Philadelphia, Penna. 
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Here are 43 ways to lend a New Style note 


United Fancy Eyelets can be the “tremendous trifles” 
that lift a shoe out of the commonplace and provide 
a smart accessory at relatively low cost. Eyelets like 
these can be the minor change that makes a major 
difference in appearance . . . and sales. 


Any of these novelty designs can be provided in 
brass, nickel, copper or colored finishes. Actual sizes 
are shown. Your eyelet machinery can be modified 
readily to feed any style. Ask the United Representa- 
tive about these and other eyelets for special uses. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 
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Nunn-Bush Satisfaction costs 
Less than Dissatisfaction 


Intelligent consumers choose Nunn-Bush shoes 


because wisdom counsels the buying of shoes made 

to Nunn-Bush standards for truly satisfying wear. 

From YOUR point of view . . . how much retailing 
wisdom is there in striving to satisfy customers instead of 
simply “selling shoes”. It is the Nunn-Bush belief, 
backed by more than 35 years experience, that sound 
business progress is best achieved by aiming at 
customer satisfaction above every other consideration. 
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Jomine you in 1949 will be about 3 million new customers — 

a market that will demand children’s shoes for the next ten years! Each one of 
these 3 million newcomers should, in accordance with normal growth, 

have approximately four pairs of shoes per year — a total of forty pairs per 


individual for the ten year period! 


How many of those forty pairs each yor will sell, 
Mr. Dealer, depends on the quality of the shoes you carry, the care 
you use in fitting, the system of ‘‘follow-through’’ you maintain, 


and, as a result, the confidence you build! 


STRIDE RITE does ##s part — 


the rest is up to you! THE 


GREEN SHOE MFG. CO., BOSTON, MASS. 


TRIDE 
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